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This map shows the percentage of motor oil to gasoline sold during the six fall and winter months 
of 1946-47, 1947-48 and 1948-49. The figures are from a survey made by National Petroleum 
News. For more detailed figures and an exclusive story on this survey, see page 13 


Jobber Financial Study Revealed Highlights of TBA Program Given 


tudy of operations of three oil jobbers by F. NPN staff writer’s report of how one oil company 
ond Kraemer, business consultant, covers 10-year operates its TBA program through jobbers in an 18-state 
span and reveals statistics not generally included as territory opens NPN’s TBA Section this week. P. 50. 
part of conventional financial statements or profit and 


loss reports. P. 9 and 40. The Case Against Oil Divorcement 


Major company executive presents an argument 
against divorcement before jobber group, including 

News of new products on the market, improvements discussion of charges that integrated companies sub- 
On current products, reports on trade literature, and sidize marketing with profits from other operations. To 
-oncerning equipment suppliers and manufactur- disprove this, he cites figures on profits of his company’s 
‘tained in Equipment Section. P. 25. marketing department. P. 42. 
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You can’t 
break par 
with worn-out 


equipment — 


Your equipment, like that of a 
winning golfer, should be of the 
me best. Gasoline pumps are more 
important to most service 
stations than any other piece 
of equipment. The best stations 
usually have modern pumps. 
And many of them are Tokheims. 
To get a bigger share of business 
in the years just ahead, order 
new Tokheim Computing Pumps 
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now! Call your representative. 


@ Tokheim Model 39 Lo-Boy pump, famed the world over for its quality, 
ONE — PUMP , is available in three types: E-Z-Fill, illustrated with 14 feet of hose 


 semi-concealed; Retrév-A-Hose, with 12 feet of exterior hose which 
THREE TYPES OF j extends and retracts under positive control; and Hose Reel in which 
HOSE CONTROL 

a 


the entire 14 feet of hose extends and retracts on a reel within the 


E-Z-FILL, MODEL 39L-EZ pump housing. Take your choice. Each is a winner. 








TOKHEIM OIL TANK AND PUMP CoO. OKHEIM 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 FOR 48 YEARS INDIANA THE 4-SEASON PUMP 





| oD developed Ethyl’s 
flexible delivery service 
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Twenty-six years of experience 
have enabled Ethyl to develop a 
transportation service which de- 
livers Ethyl antiknock fluid ship- 
ments safely, efficiently, and on 
time. 


In case of unexpected customer 
requirements, special rush ship- 
ments can be made from Ethyl’s 
unique terminal facilities or by 
diverting one of the many tank 
cars in transit. 


This delivery service, tailored 
to customer heeds, is typical of 
the broad-gauge antiknock service 
which Ethyl has been developing 


for twenty-six years. 
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*E 26 is Ethyl’s twenty-six years of experience 
in providing a complete antiknock service. caleonn 


k rTHYL CORPORA TION, Chrysler Bldg., New York 17, N. Y. 


NCtS sold 





jer the “ETHYL"’ trade-mark: Antiknock Compounds... Salt Cake. . . Ethylene Dichioride Sodium Metallic Chiorine (liquid) . . . Oi) Soluble Dye . . . Benzene Hexach'oride (technical) 
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Yes, the Mohawk Tire Guarantee and Adjustment 

Agreement gives Mohawk dealers another big competi- 

tive advantage. For Mohawk Tires now carry a double 

warranty—they are guaranteed (1) free from manufac- 

CHISES turing defects, and (2) against normal road hazards, 

e RAN Territories with adjustments on a time schedule... Sales reluctance 

Are Available In Some vanishes when a Mohawk dealer shows the customef 
hawk franchise 


ures a— 
This new warranty is just ove of the many reason: why 
nce. 


° table ° 
oa is profi the written guarantee. 
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because it feat 


of 
COMPLETE LINE you should investigate a Mohawk Franchise at 
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etna THE MOHAWK RUBBER COMPANY 
INDEPENDE AKRON 5, OHIO 
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COMING MEETINGS 


JULY 
|-Heat Institute of America, Inc., Board of 
rect meeting The Cavalier Virginia 

act rginia, July 12 
vorgia Independent Oil Men’s Assn., mid-year 
ventior General Oglethorpe Hotel, Wil- 
ngton Island, Savannah, Ga July 13-14 
ational Oil Jobbers Council, Grove Park Inn, 

shev N. C., July 17-20 


AUGUST 

wiety of Automotive Engineers, National 
est ist meeting, Multnoman Hotel, 
tlar Oregon, Aug. 15-17 

rida Independent Petroleum Marketers 
Assn., Summer meeting, Sheraton Plaza 
tel, Daytona Beach, Fla., August 19 

entucky Petroleum Marketers Assn., fal] out- 
g and golf tournament, Lexington Country 
ib, Lexington, Kentucky, Aug. 24-25 

ennessee Liquefied Petroleum Gas Assn., An 
ew Jackson Hotel, Nashville, Tenn., Aug 


SEPTEMBER 
nterstate Oil Compact Commission, quarterly 
eeting, Stanley Hotel, Estes Park, Colo., 
Sept. 1 
lichigan Petroleum Assn., Grand Hotel, Mack 
Island, Michigan, Sept. 9-10 

ational Truck Tank and Trailer Tank Insti- 
tute, Wentworth-By-The-Sea Portsmouth 
New Hainpshire, Sept. 12-13 

«iety of Automotive Engineers, National 
Tractor Meeting, Hotel Schroeder, Milwau- 
kee, Wis Sept. 13-15 

National Congress of Petroleum  Ketailers, 
Ine,, annua] convention Atlanta Municipal 

I Atlanta, Georgia, Sept. 13-15 
Sonal Petroleum Assn., Hotel Traymore 
‘ity, New Jersey, Sept. 14-16 
besitaae Petroleum Institute Lubrication 
(ommittee, Division of Marketing, The 
\tlantic City, N. J Sept. 14-15 

\nerican Association of Oilwell Drilling Con- 
tractors nth annual meeting, Dallas, Tex 


poe Butane - Propane Assn., Jeffersor 
St. Louis, Mo Sept. 19- 21 


Mi¢ Continent Oil and Gas Assn., 27th annu 
er Louisiana - Arkansas division 
Hotel New Orleans La Sept 


Independent Oil Compounders Assn., 2nd ar 
net 4 Hotel Shermar Chicagt Il} 


OCTOBER 


\nerican Society of Mechanical Engineers, 


Division Conference klahe i 
tel, Oklahoma City, Okia Oct 


Nations . s 
‘ional Lubricating Grease Institute, Hotel 


é New Orleans, La., Oct ) 
‘‘ifornia Natural Gasoline Assn., 24th annu 
€ Ambassador Hotel Los \ 
Oct. 7 
feonsyivania Petroleum Assn., semi-annual 
nt 3edford Springs Hotel 3edford 
Oct. 9-11 


hentueky Liquefied Petroleum Gas Assn., 


fotel, Louisville, Kentucky Oct 


Teva Mid Continent Oi & Gas Assn., Rice 


m, Tex., Oct. 13-14 


‘ana Iniependent Petroleum Assn.,_ Inc., 


‘ Indianapolis, Ind., Oct. 13-14 


rican ts Assn., annual convention, Chi- 
Oct. 17-20 
Sout 
h Dakota Independent Oil Mens Assn., 
ention Hotel Cataract Sioux 
\ Oct. 24-25 
‘rican ociety of Mechanical Engineers, 
. sion conference Frenct Lick 
French Lick Springs, Ind 
National ~ 


ety Congress, Morrison Hotel, C) 
Oct. 31-Nov. 4 
NOVEMBER 


“onal 4 Jobbers Council, Sheraton Hote 
lester nois, Nov. 7-S 
can troleum Institute, 2%t! annua 
ens Hotel Chicag I 
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AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Can. 


because every drum 
is protected by 
Tri-Sure Closures 


INCE 1866, the products of the Freedom- 

Valvoline Oil Company have been known 
for their superlative quality. So Freedom- 
Valvoline safeguards its reputation—its most 
cherished possession—by shipping its lubri- 
cants, rust preventives and other petroleum 
derivatives in drums equipped with Tri- 
Sure Closures*. 


Tri-Sure Closures have an interengaging 
flange, plug and heavy-gauge seal which 
give drums absolute security from the haz- 
ards of shipping...security from leakage, 
seepage, substitution and tampering. 


When Tri-Sure Closures are on your drums, 
they express the pride you take in a fine 
product...they provide insurance against 
weather and hard handling...and they say 
to your customers, “here is full value— 
protected every minute, from loading plat- 
form to you.” 

*The ‘‘Tri-Sure”’ Trademark is a mark of reliability 
backed by 26 years serving industry. It tells your 


customers that genuine Tri-Sure flanges (inserted with 
genuine Tri-Sure dies), plugs and seals have been used. 


Play Safe by Specifying 
Tri-Sure Closures on Every Drum Order 
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ELF-SERVES AND TBA—One of the large rubber 
pmpanies is making an intensive survey of self-serve 
asoline stations, seeking to determine: (1) whether 
is feasible to sell tires and other TBA at self-serves 
dif so (2) whether it should set up some self-serves 
f its own. The study apparently was started be- 
puse some in the company feel that a trained tire 
blesman working at a self-serve, where the customer 
just get out of his car to fill the gasoline tank, would 
ave a better chance to get business than the average 
onventional station dealer or attendant. Under this 
lan the salesman would not collect gasoline money 
r perform any other duty except sell TBA. 















NDUSTRIAL OIL AND THE JOBBER—It is prob- 

that more than one major oil company would 

avor giving its jobbers a course of specialized train- 

ng in industrial lubrication and otherwise make the 
ndustrial field attractive to them. Jobbers have many 

1- luable local contacts in business circles and can 


wing a lot of industrial business which might other- 
" ise be difficult and costly to get. 
> 
he 
n 2 
ie 

HIFTS AND CHANGES—While some oil marketers 
itinue to announce withdrawals from areas in which 
ey have decided if will be unprofitable to continue 
: istribution, in other areas newcomers are entering 


’ 5 ] . . ° 
le feld. Three new district offices have been estab- 
ished in the state of Tennessee within recent months, 


5 na l T . . 

: id another West Coast major oil company is trying 
t duild up sales of its lubricants along the Atlantic 
y ‘aboard. Moving in with lubricants often is consid- 
+ ‘da forerunner to full scale gasoline marketing. 

y 

ir 


RODUCER’S NIGHTMARE—ECA’s interest in for- 
i. ‘2 oll prices may touch off a chain reaction with 
reac] ng effects. First reduction in Middle East 

ride pr -es last spring has been considered by some 

aces little more than a tipping-the-hat gesture 

ECA 3ut prices for Persian Gulf crudes to Eu- 

fell below parity with Venezuelan crudes of 
para 'e quality. If Venezuelan oil is “barred” 
mEu pe, U. S. refineries on the Eastern Seaboard 
zical outlet. And the pressure thereby in- 
Sor lower crude prices in the U. S. At least 
rd refiner is “thinking about” cutting his 

of Texas crudes and buying South Ameri- 









AHEAD of #%c NEWS 








SMALL DUMPS—tThe question of what constitutes a 
“small dump” may be up for renewed discussion in 
the various state oil marketing associations. As ap- 
plied to home heating oil the small dump is of minor 
importance at the moment, because distributors of 
fuel oil have been content to make any kind of de- 
liveries during the recent slow season. Small deliv- 
eries of gasoline to farmers carry an additional charge 
in most states, ranging from 0.5c gal. to 2c gal. ac- 
cording to competitive practice in each locality. Dis- 
cussions center on what quantity should mark the di- 
viding line between a “small” delivery and a “normal” 
delivery from the standpoint of average extra cost in- 
volved in handling it. There are those who favor 50 
gals., 100 gals., 150 gals., and quantities in between. 
Besides the higher cost of truck operation today, 
much of this business is done on credit and marketers 
are becoming aware that the cost of extending credit 
is rising along with other expenses of doing business. 


MILITARY AID?—Senate Agriculture Subcommittee, 
headed by Sen. Gillette (D., Iowa), hopes to get back- 
ing of National Military Establishment and National 
Security Resources Board in its campaign to turn 
surplus farm products into alcohol for use in motor 
fuel. Military and NSRB are reportedly most con- 
cerned over lead supplies and idea is to get their 
support for “alkygas’’ proposal on grounds that alco- 
hol can be used for fuel-injections or blending to raise 
octane ratings and thus conserve lead. 


BRANCHING OUT In addition to experimenting 
with demonstration and pilot plants, Interior Depart- 
ment’s Office of Synthetic Liquid Fuels now proposes 
to go into the machine shop business. It is beseech- 
ing Congress to appropriate around $250,000 to per- 
mit Synthetic Liquid Fuels Office to machine. the 
equipment needed for expected revisions in the two 
coal-to-oil plants at Louisiana, Mo., when these facili- 
ties go into full operation during next fiscal year. 


RESUMPTION OF BUYING ?—Some Pennsylvania oil 
men feel that last week’s increase in Penna. Grade 
crude oil prices will bring a resumption of normal 
buying. While prices have been declining during the 
past few months many purchasers have bought on a 
hand-to-mouth basis in order to avoid getting caught 
with full tanks of higher priced products. With the 
reversal of the downward price trend, buyers maj 
feel that the bottom has been reached and passed. 


























We buy everything we can from this man 


He goes by a lot of names, lives in almost every 
town and city in the West, and even if you don’t 
recognize his picture, you probably know him 
well. He’s your local businessman... 

Instead of centralizing all our buying, we make 
it a point wherever possible, to do business with 
people in the home towns we serve. Paper, pen- 
cils, paint, hose, carpentry, shovels, electric lights, 
engineering, pipe...all the things it takes to keep a 
company like ours going are bought on this basis. 

Last year, more than 10,000 businesses in the 
West received orders from Standard of California 
for more than 100 million dollars worth of equip- 


ment, supplies and services. 


Standard Oil Company of California 
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After one of 
the quietest spells 
within our mem- 
ory, Washington 
building up to a fury of 
ind and thunder over various and 
ndry matters having to do with 





Yocom 





troleum. 

On Capitol Hill, at least nine con- 

ressional committees or subcommit- 

s are delving into questions that 
ctly concern the industry. 

Downtown, as this is written, exec- 
ve agencies are near a decision on 
subjust of a Mexican oil loan, but 
juggling such hot potatoes as: 
The margin of excess crude pro- 

capacity the nation should 
as a “cushion” against the re- 
ments of a future emergency. 

nplicating their efforts to reach a 

termination is the $64 question of 

ist how much of our war needs could 
met by rationing civilians. 

2. The dollar-vs.-sterling oil issue 
the extent to which the U. S. 
uld help Europe finance a refinery 
ansion program which, if carried 
threatens to hit a lot of Ameri- 
enterprisers where it hurts the 

the pocketbook. 

me package all of the things 
t ar rx soon will be going on at 
site ends of Pennsylvania 
and you have a mighty big 
le that bodes good for some, lots 
troul annoyance and headaches 

and a flock of headlines 
and bad—in the news- 


* * * 


a uld be the biggest show of 
n on Capitol Hill, so far as 
‘erned, is that which gets 

June 27 under the aus- 
bluff Senator Burnett B. 

Dar f South Carolina, chairman 
nate’s Committee on Bank- 
‘Currency and of its Small 

ibcommittee 
tor on that day begins his 
ed probe of the reasons 
ent East Coast increases 
of gasoline, but actuai! 
e more in mind than just 
fact that it is the Sma!l 
Subcommittee which is 
investigation looks lik 
that, plus the knowledg 
ink has been hearing a lot 
it dealer and jobber mar- 
hat his staff, in a prelim- 
ysis of the price increas« 
ich great lengths in dis- 
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WASHINGTON—By Herbert A. Yocom 


Much Ado About Oil Matters 
Seen Building up in Washington 


cussing the plight of the Independ- 
ent refiner. 
* r , 

It’s no wonder that Congress is 
confused over the controversy swir!l- 
ing around the O’Mahoney Pricing 
Practices Bill and the two Kefauver 
amendments designed to uphold the 
Federal Circuit Court decision in th: 
so-called Detroit case. 

The wishy-washy Federal Trade 
Commission is primarily responsible, 
particularly in regard to the Kefauver 
Amendments. The FTC initiated the 
Detroit case with a cease and desist 
order, charging Indiana Standard 
with price discrimination, and sub- 
sequently won the decision of the 
Circuit Court. 

Now, FTC can’t seem to make up 
its mind whether it likes, dislikes or 
is mérely indifferent to this far-reach- 
ing decision, which holds that good 
faith in meeting competition is not 
an adequate defense in court if com- 
petition suffers. 

Here is what happened on Capito! 
Hill last week when the House Judi- 
ciary Subcommittee, headed by Rep. 
Walter (D., Pa.), convened to hold 
hearings on the O’Mahoney Bill: 

Rep. Walter, a loyal administration 
supporter, remarked plainly and 
simply that FTC had “authorized” 
him to say that commission had no 


Interpreting the Oil News 





objection to bill, provided Kefauver 
amendments were deleted. (Same po- 
sition was taken by D J.) 

The subcommittee followed thes 
suggestions, but several days later 
the FTC rushed a letter by special 
courier to the Hill, contending that 
there had been some ‘‘misunderstand- 
ing’ and that its real position re the 
Kefauver amendments was one of no 
position either way. 

The statement by Rep. Walter and 
the FTC letter are available for all to 
see, but here reportedly is the back- 
ground that led to Walter’s remark 
and FTC’s subsequent letter: 

For several days prior to the sub- 
committee hearings, various and sun- 
dry high FTC officials telephoned 
Walter numerous times, often ex- 
pressing varying views on the Kefau- 
ver amendments. The first call in- 
formed Walter he was authorized to 
say the commission was against the 
amendments. Late calls expressed 
favor of the amendments, indiffer- 
ence to them, and a desire to go along 
with the Justice Department's views 

Comes the day of the hearing and 
Walter is confused as to what is the 
commission line, so he accepts the 
view expressed in the first call and 
reports FTC as opposing the Kefauver 
amendments. 

When this statement hits the press, 
FTC does a double-take. The effect 
is that the commission is opposing 
flatly an old and trusted friend in 
Congress—Sen. Kefauver (D., Tenn.) 
Then after several days, comes the 
letter stating there must have been 
a “misunderstanding” between it and 
Walter. Undoubtedly, the latter 
thinks that is a masterpiece of 
understatement. 





MIDWEST—By 


The potential 
market of lubri- 
cating oil for au- 
tomatic trans- 
missions Curing the next year is not 
“overly impressive” and for that rea- 
son jobbers and dealers at this tim 
should exercise caution against over- 
stocking, in the opinion of Ray Shaw, 
president of the Chek-Chart Corp. 

To support this statement, Mr. 
Shaw assembled figures for NATIONAL 
PETROLEUM NEWS to show that the 
entire present annual market is ap- 
proximately 2,597,000 gals., which, 
spread among 200,000 service sta- 
tions plus car dealers, means an av- 
erage of only 10 to 15 gals. per sta- 





Mr. Castle 





Leonard Castle 


Market for Servicing Automatic 


Transmissions by Stations Viewed 


tion. He estimates the potential mar- 
ket as of Jan. 1, 1950, at approxi- 
mately 3,577,000 gals. 

He pointed out, however, that the 
present relatively small market has 
some definite advantages, particular- 
ly in that it provides time foY essen- 
tial training of service station per- 
sonnel in how properly to servic 


automatic transmissions. This, he 
emphasized, is of the utmost impor- 
tance 

“The automatic transmission busi- 


ness will naturally grow as mor 
and more manufacturers use auto- 
matic transmissions and the servics 
stations will inevitably get their 
share as confidence accompanies con- 
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Whether your liquid 
is shipped by pipe- 
line, ship, truck er 
tank cor, General 
American Termi- 
nals are equipped 
to handle it, to 
store it, to blend it 
according te your 
own specifications. 


Lit Flows thou a Pepeline 


General American can handle it for you! 
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The blending and storing of any liquid that flows through a 

pipeline is the business of General American Public Tank Storage TANK STORAG! 
Terminals. Here you have all the convenience of your own private 

terminal—but none of the investment. Special equipment guards 

against contamination of different types of liquids; modern 

facilities protect against excessive evaporation, fire and explosion. 

Two of these terminals, at Carteret, N. J., and Goodhope, La., 

also offer special high speed canning, barrelling and drum- 

ming equipment for your use. 


GENERAL AMERICAN TANK STORAGE TERMINALS 


A Division Of General American Transportation Corporation 
135 South LaSalle Street * Chicago 90, Illinois 
WORLD'S LARGEST PUBLIC TANK STORAGE SYSTEM 


TERMINALS AT: Carteret, N. J., Goodhope La., Houston and Corpus Christi, Texas 
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venie) ce and the regular habits of 
jubric :tion,” he said. “As _ usual, 
moto: sts will be quick to obtain this 
servit from service stations open 
night; and over weekends, when the 
ear d-alers’ doors are closed.” 
The table below, drafted by Mr. 
Shaw. reveals the potential auto- 
matic transmission fluid require- 
ments for General Motors cars for 
t twelve months. 
* cd * 
tional potential is indicated by 
of automatic transmissions 
er GM cars and models and 
ectation that other manufac- 
ising automatic transmissions 
or Chrysler with its fluid drive coup- 
ling will approve the GM Type A 
fluid as suitable for their units,” Mr. 
Shaw said. 
“Lincoln has announced intention 
of using Hydra-matic. Nash and 
Kaiser-Frazer are reported as con- 
sidering Hydra-matic. Packard has 
its Ultramatic drive in production. 
Studebaker has plans for a Borg- 
Warner automatic transmission in its 
new models: Hudson is considering 
either Hydra-matic or Borg-Warner.” 
Mr. Shaw declared that the petro- 
lum industry, in marketing auto- 
matic transmission fluid, “is accept- 
ing another obligation to the motor- 
ing public’ and “regardless of pre- 
vious accomplishments, many people 
will judge the industry, the oil com- 
pany and the service station on the 
manner in which it meets this new 
assignment. No matter what the 
immediate market potential, it is es- 


He emphasized that the oil indus- 
try, to protect its own reputation, 
should refuse to service automatic 
transmission units which are not 
functioning properly. 

“Service station personnel should 
make it a rule to question the owner 
before accepting a car for this serv- 
ice,” Mr. Shaw advised. “If there 
is the slightest doubt that the unit 
is not working satisfactorily, or if 
fluid consumption is too high, it 
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should be referred to the car dealer. 
This is the only sure way of avoid- 
ing arguments that arise in the case 
of mechanical failure.” 

In addition to providing time for 
essential training of personnel, the 
relatively small demand now will 
give the station an opportunity to 
start building for the future trans- 
mission business by checking and re- 
porting the fluid level whenever the 
car is lubricated, he explained. 





ATLANTIC COAST—By Raymond E. Bjorkback 


3-Jobber Study Shows Capital 


Investments Exceed Gross Profits 


An all-in-one 
financial picture 
of the operations 

Mr. Bjorkback of three distribu- 
tor - jobbers over the 11-year 
1938-48 period has a lot of eastern 
jobbers and distributors checking 
their own business pulses, tempera- 
tures and habits. 

Drawn in percentages of dollar 
sales, it shows that capital invest- 
ments of the three companies studied 
were greater than their net profits 
for each of the years covered except 
in 1944. 

And it leaves room for the con- 
clusion that their sidelines TBA, 
non-petroleum products, etc., but not 


sential 
to service 
be th 


Make and Model Year Type 


that every man authorized 


roughly indoctrinated in the 
step-by-step procedure.”’ 


Buicks equipped with Dynaflow) 


the oil burners handled—might well 
have made the difference between 
profit and loss. 


an automatic transmission 





Data on GM's Automatic Transmissions 


Transmission Approximate Refill Drain 

Capacity Interval 
194% Dynaflow 10.5 qts 5,000 mi 
1948 Dynaflow 9 gts 5,000 mi 
1941-4: Hydra-matic 11 gts 15,000 mi 
1946-47 Hydra-matic 11.5 qts 5,000 mi 
194° Hydra-matic 12 qts 5,000 mi 
1941-4 Hydra-matic 11 qts 5,000 mi 
1946-4 Hydra-matic 9 qts 5,000 mi 
1948—49 Hydra-matic qts 5,000 m 


qts 


rd equipment 


Total Production Estimates as of June 1, 1949 


214,000 
(Oldsmobile, Cadillac and Pontiac equipped with Hydra-matic units) 270,025 


S $84,025 


Automatic Transmission Fluid Requirements 


erage miles driven per year 10.000 

J . 250,000 

rain interval of 15,000 m 

rains , 7 989,350 

iverage refill capacity of 10.5 qts. ...... 10.5 

il market for GM cars as of June 1, 1949 . 10,388,175 qts., or 

*2,597,044 gals 

es do not include any makeup oil It should not be necessary to add oil unless there 
housing or seepage from other causes . 


Additional Production Estimates as of Jan. 1, 1950 


resent monthly production of 80,000 GM cars equipped with automatic 
ons, anticipated number of additional units between June 1, 1949 and 

a a : e0eeness ‘eabore os eee 560,000 
ire does not allow for work stoppage, model change-over, etc.) 

nnual market for automatic transmission fluid based on production of 
from June 1, 1949 to Jan. 1, 1950 (based on same mileage and drain 
is above) _ ‘ _ ss son 
potential automatic transmision fluid market for all GM cars produced 
n. 1, 1950 


979,999 gals. 
3,557,043 gals. 


1949 


The companies’ officers drew on 
their salaries from time_to time in 
order to make the capital invest- 
ments. It wasn’t practical .to get 
outside capital by selling stock, and 
they found it necessary also to make 
long-term funded debt commitments, 
explains the man who made the anal- 
ysis. He is F. Raymond Kraemer, 
Mineola, N. Y., credit and financial 
consultant, formerly credit manager 
of a major oil company, who under- 
took the study at the suggestion of 
the Empire State Petroleum Assn. 


Thus, in a way novel to the Inde- 
pendent marketing segment of.-the 
industry, is posed the question: 


“What profits are required to make 
petroleum marketing a stable busi- 
ness, justifying the effort, capital 
investment and operating expendi- 
tures which must go into it for a 
long-range, economically sound pro- 


-" 


gram? 


Mr. Kraemer has studiously avoid- 
ed the factor of margins, as such. 
He has preferred to work instead in 
terms of “the difference between 
what the companies bought for, and 
what they sold for—a per-gal. gross 
profit, not a per-gal. margin—ex- 
pressed in terms of percentage of 
gross sales.” 


What is more important, however, 
Mr. Kraemer has chosen as “guinea 
pigs’ three companies—they are on 
Long Island—-whose more substantial 
character suggests a similar study 
should be made on a basis broad 
enough to produce fully acceptable 
conclusions as to the actual profit 
and financial requirements of the 
distributor and jobber. 


He points out, incidentally, that the 
dry goods industry has found it needs 
a gross profit of 36.2% at the retail 
level if it is to make money. The 
subject-companies’ gross profit at the 
retail fuel oil level for 1948 was 24% 
and their over-all gross profit 19.9%. 

Mr. Kraemer has laid his analysis 
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Cut labor cosis 50% with new 
barge-loading oil hose 


New B. F. Goodrich hose cuts 


i new, type 725 oil hose by B. F. 
Goodrich lets you cut in half, the 
crew required to connect barge-loading 
hose. Two men can carry a long section 
of this hose, one man can connect it 
without tugging, turning or twisting it. 
From 4 to 6 men would be required to 
do the same job with ordinary nipple 
and flange connected hose. You'll hook 
up hose with half the help, in half the 
time, using “725.” 

Separate flanges—no gaskets. The 
split flanges used with B. F. Goodrich 
type 725 are separate from the hose, not 
a part of it. That means the hose does 
not have to be tugged and twisted to 
line up the bolt holes in the flanges 
before coupling. Can be furnished with 
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“tie-up time” of barges, too 


non-sparking flanges. No gaskets of any 
kind are needed. The Flexseal ends are 
rubber-covered; they compress and form 
a perfect seal when flanged. 

Tripled end flexibility. Type 725 
hose is three times as flexible at the 
ends. Less than one foot at each end is 
rigid, less than 2 ft. of each hose length. 
Hose with ordinary nipple and flange 
connections is stiff for about 3 ft. at 
each end —a loss of six feet of flexi- 
bility per length. Tripled end flexibility 
makes this new B.F.Goodrich hose 
easier to couple and handle. 

Much lighter to carry. You save 
149 lbs. weight in just one length of 
type 725 (six-inch hose, 20 ft. length) 
—40°% less weight than hose with con- 


ventional flange and nipple connections 
On a complete hose hookup you often 
save half-a-ton of weight. 

If you want to speed up operations 
in connecting or disconnecting hose 
lines, cut the tie-up time of your barges 
be sure to see type 725. Recom vended 
for full vacuum and 100 Ibs. discharge 
service. Furnished in lengths up t0> 
fr. Static ground. Ask your lo BK 
distributor about this new barge-|oading 
oil hose. The BF. Goodri h ( Lpan 
Industrial and General Produc’s Dive 
ston, Akron, Ohio. 


Barge Oe otto 
B.E Goodrich 
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both the Empire State associ- 
(see NATIONAL PETROLEUM 
for June 1, Page 22) and the 
of Eastern Petroleum Credit 
And the Empire State group 
to have a similar study made 
statewide basis—a scale broad 
rn to make it possible to set up 
ards at which jobbers and dis- 
ors might aim. 
Kraemer, himself, emphasizes 
the study he has made is too 
narrow in scope to be useful for job- 
ber-distributor guidance and must not 
be misinterpreted as a guide for set- 
ting up standards. The figures would 
vary in different localities, he says. 
At the same time, his figures may 
point to some basic truths about oil 
marketing because, among other 
things, the companies studied: 


1. Handle a full line of oil products. 
2. Pay their suppliers on a discount 
basis or at the most within 30 days. 


3. Have effected a downward trend 
in their costs. 


4, Subscribe to good marketing 
practices. 

5. Are willing to make capital in- 
vestments and maintain their capital 
assets in good condition. 

Yet, in every year except 1944, the 
companies’ net profits were less than 
the capital investments they felt they 
should make. In 1948, their over-all 
net profit was 1.3% of all income, 
while their capital investments repre- 
sented 2%. 

Mr. Kraemer’s figures are repro- 
duced on page 40 of this issue of 
NATIONAL PETROLEUM NEWS. In ad- 
dition to circumstances already 
cited, he calls particular attention to 
such facts as the following: 

The three companies’ income from 
hon-petroleum items and discounts, 
but exclusive of oil burners, consti- 
tuted fully 9.4% of total income. Oil 
ourner operations are not included in 
ese figures at all. Officers’ salaries 
amounted to 1.9% of all income. 

The ratio of gross operating profit 

)net sales was 4.9% for 1948 (be- 
‘ore officers’ salaries, 1.9%—income 
taxes, 0.89; employes profit sharing 
pension plan, 0.99) and net profits, 
13%. 

The companies turned over their 
‘ventory almost 12 times a year, al- 
though they have substantial storage. 

A number of ratios, Mr. Kraemer 
‘ays, “reflect the inconsistent rela- 
uonsh between smaller net profit 
‘an the requirements for capital as- 
set investments, among which are 
ets to net worth, 55.7%: to- 
‘al debt to net worth, 112.3%; and 
‘unded debts to net working capital, 
106.9: To emphasize this Mr. 
‘Araen pointed out that the aver- 

of funded debts to net work- 

tal for 44 integrated com- 

as 58%. 

istributors’ gross profit on 
i! constituted no incentive to 

y into facilities. 


fixed 


Fas )] 


put n 
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PACIFIC COAST—By Frank Breese 


Speculate on Effect of Court 


Ruling on Chevron Stations 


The federal ban 
on exclusive-deal- 
ing contracts has 
set up the ques- 
tion of the week—what will be the 
effect on the Chevron outlets? 

As a result of the federal ruling, 
Standard Oil of California is remov- 
ing from its dealer contracts th 
obligation to buy only from Standard. 
The question is whether that will 
have any appreciable effect on pres- 
ent volume; whether the dealers will 
open their shelves to other brands; 
whether Standard Oil will have to 
take steps to maintain its present 
volume. 

It was recalled that in the closing 
phase of the exclusive-dealing trial 
in May, 1948, Standard Oil’s counsel, 
John M. Hall, attempted to place on 
record testimony of experts that the 
consumer would suffer if the govern- 
ment won because costs would be 
greater. Mr. Hall summoned E. D. 
Thompson, general manager of dealer 
sales for Standard Oil of California, 
to the stand. Said Mr. Hall, “I want 
to show that the kind of distribu- 
tion the government is trying to 
foist on the West Coast would be 
more expensive to the public.” 


Federal Judge Leon Yankwich 
blocked the statement with the obser- 
vation that any statement purporting 
to show that the public would be in- 
jured by the government’s proposal 
was beyond the bounds of the case. 


Mr. Breese 


Then Mr. Hall called a company 
economist, Robert W. Garrett, secre- 
tary of Standard Oil’s Appropriations 
Committee, for questioning. Thirteen 
consecutive government objections io 
‘Mr. Hall’s questions were sustained 
by the court. The lead-off question 
was, “Would elimination of the re- 
quirements clause cause an increase 
in Standard Oil outlets?” Mr. Gar- 
rett’s affirmative reply was stricken 
from the records when an objection 
was sustained. Mr. Hall then asked 
if elimination would tend to promote 
dealer-operated stations. In a series 
of questions, Mr. Hall sought to show 
that distribution would be more ex- 
pensive and. that..the .public would 
bear the costs. y 

After the Supreme Court decision 
was announced last week, Standard 
Oil issued a statement attributed to 
President T. S. Petersen, asserting, 
“We do not anticipate the new con- 
tracts will materially alter our re- 
lationships with our dealers nor do 


we believe they will affect our gross 
volume of business.”’ 

Mr. Petersen’s statement seemed 
to answer the question of the week in 
general terms. It did not end specu- 
lation which will continue until the 
actual effects are visible. 


While Standard Oil comment was 
limited to Mr. Petersen’s brief state- 
ment, it is widely believed in re- 
sponsible quarters that any new con- 
tractual arrangement will have small 
effect on gasoline, motor oil and pe- 
troleum products distribution and 
marketing. These quarters expressed 
doubt that Chevron dealers will go 
in for split-pump operations. They be- 
lieve that some may stock competi- 
tive brands of motor oils to fulfill 
special customer requests. 


It is felt, however, that Standard 
will run into considerable TBA com- 
petition. Heretofore, Chevron dealers 
have marketed the Atlas line, handled 
by Standard. Salesmen of rival prod- 
ucts are expected to make a strong 
bid to place their tires, batteries and 
accessories in Chervon stations. 


+ * * 


The first move to check the quality 
of gasoline pumped at self-service 
stations was taken last week. In 
Pasadena, a major, incorporated city 
within Greater Los Angeles, city of- 
ficials discussed establishing rules to 
protect the buying public on the 
quality of gasoline. 

One suggestion was that dealers be 
required to display signs specifying 
the octane rating of the gasoline. 

A controversial point of self-serves 
is the gasoline. Operators claim it 
not only is as good as gasoline dis- 
pensed at conventional but occasion- 
ally is the same gasoline the majors 
sell. Foes have impuged the quality 
of self-serve gasoline which they 
claim is harmful to motors. 

Self-service stations have been op- 
erating freely in Pasadena. Recently 
they received assurance of authori- 
zation to continue indefinitely. The 
Pasadena fire department reported to 
the board of city directors that the 
self-service stations do not constitute 
any exceptional fire hazard 


* * * 


Shell Oil announced it will spend 
$2,500,000 for expansion in Washing- 
ton and the Idaho Panhandle. A large: 
appropriation has been made for 
building storage facilities on Harbor 
Island, Seattle. 
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Clarendon E. Streeter... Penna. Grade Crude President 


Mr. Streeter 


The new president of Pennsylvania Grade Crude Oil 
Assn.—Clarendon E. Streeter—has been closely associ- 
ated with the oil industry virtually all his life. Long 
prominent in the Pennsylvania oil industry, he has been 
a director of the Pennsylvania Grade Crude Assn. since 
1938. 


Mr. Streeter was born in the oil field town of Bolivar 
in Allegany County, N. Y. He attended school there 
and in 1917 received a bachelor of science degree from 
University of Michigan. He had almost completed study 
for a master’s degree in geology at Michigan’s graduate 


school when U. S. entered World War I and he 
overseas with American troops. He served as a 
tenant with the 27th Division’s 105th Field Artillery. 


In April, 1919, he returned to the oil business. 


Mr. Streeter is an officer and director of Bradley Pro- 
ducing Corp. and Empire Gas and Fuel Co., Ltd., Wells- 
ville, N. Y. He also is a director of Texas Gulf Producing 
Co., Houston. He is a past president of Bradford Dis- 
trict Pennsylvania Oil Producers Assn., having headed 
that organization in 1935-36. Also, he is one of the 
original directors still serving on the Bradford associa- 
tion’s board. 


Mr. Streeter is a director of Independent Petroleun 
Assn. of America and has been active in Interstate O 
Compact Commission since its inception. 


Mr. Streeter is married to the former Miss _Isabe 
3radley of Bolivar. Their son, Bradley, recently com- 
pleted studies at Colorado School of Mines after thret 
years at Cornell University and four years in the armé 
services. He has joined his father in the oil business 


The couple’s daughter, Mary Isabel, and her husband 
John L. Wright, plan soon to take up residence in Wells- 
ville, N. Y., where Mr. Wright will be associated with th 
oil business. 


Mr. Streeter has lived in Bradford and McKean ‘ 
ty, Pa., for the last 30 years. He is a member of 
ford’s Valley Hunt, Pennhills and Bradford Clubs 


In addition to Mr. Streeter, other officers of the 
xyrade group are: George J. Hanks of Bradford, pr 
of South Penn Oil Co., first vice president; Ja 
Berry, Jr., “D’ Oil Co., Oil City, Pa., second vice 
dent (both elected last week); Fayette B. Do 
president and general counsel; Samuel Messer, p! 
of Quaker State Oil Refining Corp., treasurer; 
Reitz, Quaker State, assistant treasurer; C. L 
chairman of board of Pennzoil, assistant treasu! 
W. C. Wenzel, executive manager (all re-electe 
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A further decline in the _ per- 
nt of motor oil sales to gasoline 
ales at oil company retail outlets 
s shown in a survey just completed 
NATIONAL PETROLEUM NEWS. 
The survey covers the fall and 
vinter months (October through 
March) of three consecutive seasons 
1946-47, 1947-48 and 1948-49. It is 
second such survey by NPN, the 
first having covered the first nine 
mths of the years 1946, 1947 and 
348 (see NPN Jan. 5, p. 11). 


Twi wt y-five 

























companies, including 
but four of the major oil com- 
submitted information for the 
to NPN on a confidential 
In compiling national and 
averages, the replies were 
eighted according to the volume of 
ales of each of the participating 


mpanies. 
















The national average percentages 
r the 25 companies for each of the 


eriods covered were: 








October, November, December of 
16 and January, February, March 
194 1.83%. 


Oct r of 1947 through March of 








r of 1948 through March of 






companies submitted 45 dis- 

orts, the country being di- 

o the five districts used by 

roleum Administration for 

boundaries of the districts 

S n in the map on the front 
this issue of NPN. 











ghest average ratio for each 

ree periods was in District 4 

cky Mountain area. Dis- 

he Midwest, the second high- 

ch of the periods. There is 

to be more long-distance 

~ driving in these two dis- 
t in in the other three. The 
BI atios in District 2 and 4 







Oil-to-Gasoline Sales Ratio 
Dips Lower, Survey Reveals 


Percent of Oil to Gasoline Sold for 6-Month 
Period Is 1.56, Second NPN Study Indicates 


would indicate that the motorist is 
more careful about frequent oil 
change on long trips than when he 
is driving in the city, despite the 
fact that most lubrication men think 
the opposite should be true. 


Indicates More Stress Needed 


This would seem to show that the 
oil industry should stress more than 
it has the need for frequent oil 
change by the stop-and-go city driv- 
er. There were a few other indica- 
tions in the survey that the city 
driver pulls down motor oil ratios. 
As one example, a large company 
which accompanied its reply with a 
note that its city business was par- 
ticularly heavy had the lowest ratio 
in one district and the second low- 
est in another. Another example is 
a small company which has virtually 
no rural stations—its ratio was one 
of the lowest in its district though 
the company has a reputation for 
aggressive merchandising. Still an- 
other is a company with predomi- 
nantly rural outlets which has high 
ratios for all three years 


In face of the downward trend of 
motor oil ratios, five of the 45 dis- 
trict reports showed increases in 
1948-49 over 1947-48. Two of the 
increases were in District 1, with one 
company making a small gain but 
the other boosting its ratio by near- 
ly a third. Two were in District 4, 
one of them about 10% and the other 


about 20%. The fifth increase was 
in District 5. 

Three of the five increases—one 
each in District 1, 4 and 5 
ratios above 1946-47 as well as above 
1947-48. 

Companies to which questionnaires 
were sent were asked to report only 
on sales through retail outlets (deal- 
er, lessee and company-operated) ex- 
cluding commercial and wholesale 
business. One company said that a 
small amount of commercial business 
was included. All of the others are 
believed to have limited their figures 
to retail outlets for this survey, even 
though some of them ordinarily ex- 
press their ratios with commercial 
accounts included. 


boosted 


4 Jobbers Report 


Four Independent jobbers who keep 
detailed records on all 
their businesses are included in the 
replies. One was above the average 
for other companies in his district, 
two were slightly below the average 
figures in their districts, while the 
other was considerably lower. ‘The 
last markets almost exclusively in 
cities, which probably accounts for 
his low ratio. 


phases of 


As indicated earlier, the 
covers a substantial portion of the 
motor oi! and gasoline gallonage in 
each of the five districts. It has, how- 
ever, the following limitations 


survey 


One company had figures availablk 
only on its employe-operated sta 
tions. 

One company does not keep com- 
pany-wide motor oil ratio records, 
and in order to participate in the sur- 
vey selected a group of service sta 
tions at random and compiled its ra- 
tio on the basis of these stations 

Two companies that keep ratio 
records by marketing divisions could 
not follow exactly the PAW districts 
in submitting figures 
graphical deviations, however, did not 


These geo- 


Table I—Per Cent of Motor Oil to Gasoline Sales to or Through Retail 
Outlets—Five Districts Combined 


(25 Companies Participating, Making Total of 44 District 
Reports for 1946-47 and 45 District Reports for Other Years) 


Average Per Cent 


of Companies 


Period Reporting 
Oct.-Nov.-Dec. 1946 and 
Jan.-Feb.-Mar. 1947 1.83 
Oct.-Nov.-Dec. 1947 and 
Jan.-Feb.-Mar. 1948 1.78 
Oct.-Nov.-Dec. 1948 and 
Jan.-Feb.-Mar. 1949 1.56 





1949 


Percentage Percentage Percentage 


Highest 2nd Highest 3rd Highest Lowest 


Percentage 


3.2% 2.56 2.50 1.05 
2.62 2.48 2.42 1.22 
2.19 2.11 2.03 1.13 
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Table II—Per Cent of Motor Oil to Gasoline Sales to or Through Retail 
Outlets—by Districts 


District 1 
(9 Companies Reporting for 1946-47; 10 Companies for Other Years) 
Average Per Cent 
of Companies Highest 2nd Highest 3rd Highest Lowest 

Period Reporting Percentage Percentage Percentage Percentage 
Oct.-Nov.-Dec. 1946 and 

Jan.-Feb.-Mar. 1947 ; 06% 2.17% 1.98% A6% 
Oct.-Nov.-Dec. 1947 and 

Jan.-Feb.-Mar. 1948 | 48 
Oct.-Nov.-Dec. 1948 and 

Jan.-Feb.-Mar. 1949 1.52 1.95 1.85 


District 2 
(16 Companies Reporting) 
Average Per Cent 
of Companies Highest 2nd Highest 3rd Highest Lowest 
Period Reporting Percentage Percentage Percentage Percentage 


Oct.-Nov.-Dec. 1946 and 

Jan.-Feb.-Mar. 1947 1.98 3.27 25 2.46 
Oct.-Nov.-Dec. 1947 and 

Jan.-Feb.-Mar. 1948 1.91 2.62 be 2.22 
Oct.-Nov.-Dec. 1948 and 

Jan.-Feb.-Mar. 1949 1.64 2.19 a 2.00 


District 3 
(8 Companies Reporting) 
Average Per Cent 
of Companies Highest 2nd Highest 3rd Highest Lowest 
Period Reporting Percentage Percentage Percentage Percentage 
Oct.-Nov.-Dec. 1946 and 
Jan.-Feb.-Mar. 1947 1.84 2.43 2.07 1.98 1.05 
Oct.-Nov.-Dec. 1947 and 
Jan.-Feb.-Mar. 1948 1.85 2.34 2.23 2.00 
Oct.-Nov.-Dec. 1948 and 
Jan.-Feb.-Mar. 1949 1.53 1.89 1.86 1.85 


District 4 
(7 Companies Reporting) 
Average Per Cent 
of Companies Highest 2nd Highest 3rd Highest Lowest 
Period Reporting Percentage Percentage Percentage Percentage 
Oct.-Nov.-Dec. 1946 and 
Jan.-Feb.-Mar. 1947 2.13 2.50 2.20 
Oct.-Nov.-Dec. 1947 and 
Jan.-Feb.-Mar. 1948 2.02 2.16 2.04 
Oct.-Nov.-Dec. 1948 and 
Jan.-Feb.-Mar. 1949 1.65 2.05 .74 


District 5 


(4 Companies Reporting) 
Average Per Cent 
of Companies Highest 2nd Highest 3rd Highest Lowest 
Period Reporting Percentage Percentage Percentage Percentage 
Oct.-Nov.-Dec. 1946 and 
Jan.-Feb.-Mar. 1947 1.56 1.67 56 a 1.51 
Oct.-Nov.-Dec. 1947 and 
Jan.-Feb.-Mar. 1948 1.49 1.59 re i 1.40 
Oct.-Nov.-Dec. 1948 and 
Jan.-Feb.-Mar, 1949 1.45 1.64 1.49 a 1.30 


involve sufficient gallonage to have bill insurance policies that require 
an appreciable effect on the district the motorist to buy lubrication serv- 
averages. ice and motor oil from the car deal- 
One company in District 1 did not er. The new buildings and new 
have figures for 1946-47. equipment of many car dealers un- 
. - doubtedly are important factors also. 
Cite Reasons for Decline 4. Publicity given the government 
Reasons advanced for the decline recommendations against frequent 
are similar to those reported in the oil change. 
Jan. 5 issue with NPN’s first motor 
oil survey: 


Table I]—Comparison of Motor 


1. The 1946-47 figures were com- Oil Percentages in Two Surveys 


piled before a large number of new 
cars got on the highways. First 9 Months and 
2. Dealers and helpers at service of 1948 First 3 Months 1949 
stations generally still are not sell- Dist. .. 165% 1.52% 
ing motor oil changes. Dist. 1.91 1.64 
4 . ig QO. ate 
3 Automobile dealers are ag- Dist. -. 1.94 1.5: 
si A Seri ts : Dist. 4 . . 1.6% 
gressively selling lubrication and oil Dist ° 14 
change, using customer call records; pabonctins — 
promoting special deals such as seven 


Last 3 Months 1948 


. * Insufficient answers for compila- 
lube jobs for the price of five; repair tion 


Change Ethyl ‘Gas’ 
Specifications Sept. 20 


NPN News rea 

NEW YORK—Ethyl Corp. mailed 
this week to refining companies using 
Ethyl trademark formal notice that 
as of Sept. 20, the minimum standar 
for “Ethyl” gasoline will be 86.0 oc- 
tane number by the ASTM Research 
Method of octane number determina. 
tion, instead of 78.0 octane number 
by the Motor Method. 

In certain high altitude marketing 
areas—-Montana, Idaho, Wyoming 
Nevada, Utah, Colorado, New Mexi 
and the extreme western sections 
Oklahoma and Texas—the new mi 
imum standard will be 83.0 octar 
number, Research Method. 

Ethyl Corp. explained that “‘broa 
changes” have occurred in design 
motor car engines and in refining 
gasoline since Motor Method 
into use. Accordingly, it said 

1. The new fuels, more sensitiv 
in performance to variations 
gine design, are under-rated by 
Motor Method with respect to thei 
performance in later automobiles. 

2. Knock ratings obtained by Mot 
Method have been found to have 
minishing significance, and the anti- 
knock performance of fuels in cars 
has progressively approached that ir 
dicated by Research Method. 

3. Oil industry has recognized thes 
trends with result that refiners hav 
made increasing use of Resear 
Method as basis for controlling ant 
knock quality of their gasoline 

1. Ethyl Corp. studies confirm find 
ings of other laboratories that ratings 
obtained by Research Method “a! 
now more satisfactory indices of per 
formance on the road, particularly 
the case of automobiles manufactured 
since the war.” 

5. “It is recognized that higher 4l- 
titudes have an appreciable effect 
upon the octane requirements of en- 


gines. 


Runs to Stills and Crude 
Production Show Declines 


Crude runs to stills dropped 188,00! 
b/d during the week ended June 1 
as compared with preceding week 
API reports. Decline since the week 
ended Jan. 1, when API staried rf 
porting runs on the basis of a new 
capacity survey, now amounts (0 735,- 
000 b/d. Runs at the beginning © 
the year averaged 5,888,000 b 

Operations of reporting re nen’ 
dropped from 84.2% to 81.3‘ while 
crude production dropped 13,5:0 b/¢ 
Texas, meanwhile, reduced i July 
and August allowable by 125,! 
Louisiana lopped 10% off its 
lowable; and Arkansas cut it 
able by 15%. 
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Oil Heat Code Draws Fire 
rom Eastern Oil Jobbers 


Association Representatives Say Proposal Will Stifle 
Competition, Ask Exemption of Fuel Oil Distributors 


NPN News Bureau 
WASHINGTON Federal Trade 
‘Yommission this week began putting 
fnishing touches on proposed fair 
trade practices code for New England 
il heating industry. FTC Attorney 
Stecher said he “hoped” four commis- 
sioners would have final code ready 
for distribution “within several 
eks 
Code, which was originally spon- 
sored by Oil Heat Institute of New 
England, drew hot fire at an FTC 
fearing earlier this week from at- 
antic Coast Ojil Conference, Inde- 
pendent Oil Men’s Assn. of New Eng- 
and and Empire State Petroleum 
\ssn. The latter three groups all 
xpressed fear that any such code 
uld stifle rather than foster com- 
tition. They charged that fuel oil 
stribution and oil burner selling 
fields were much too complex to be 
1dministered under a joint code. 
Principal witness in support of the 
le was Fred M. Beckwith, execu- 
secretary of New England OHI, 
reaffirmed heating industry’s 
ra fair practices code and re- 
rted that the code had the sup- 
f the majority of New England 
| jobbers. 
In addition to several minor 
anges in wording of Group 1 rules 
rtaining to interpretation of fed- 
ral laws, OHI also recommended an 
addition to Group 2 rules, which re- 
portedly supplement legal require- 
ents in reflecting best practices of 
industry. New rule would ask 
ach member of the heating industry 
‘o pledge his voluntary acceptance of 
Group | rules. Acceptance slips will 
¢ distributed with final code to each 
idustry member, FTC says. Jobber 
will keep one for his files and return 
ther signed copy for filing with FTC 
n Washington. 


Hilts Hits Code 


Har B. Hilts, Atlantic Coast Oil 
onfervnce secretary, told FTC At- 
‘omey Stecher, who ran the hearing, 
that e of the conference’s basic 
bjecti ns to codes is that they can 
an’ often are, used to eliminate 
mpet ‘ion rather than promote it.” 
As example, Mr. Hilts quoted 
* Port: n of the code of ethics of the 
“oride Liquefied Petroleum Gas Assn. 
‘eadin. that “it shall be considered 
inethi. 1 for a dealer to solicit any 
mMp¢ r’s customer.” 
Fur rmore, Mr. Hilts 





warned, 





June 2 1949 


other government agencies need not 
be bound by what FTC approves and 
because of ‘“‘the very nature of the 
oil heating industry, the greater part 
by volume of which operates in inter- 
state commerce, (it) may find itself 
abiding by a code regarded by the 
Department of Justice as being in 
violation of the anti-trust laws.” 

Mr. Hilts also pointed out that the 
oil heating industry in New England 
comprises “more than 4,000 individual 
businesses at 18 different levels of 
sale” and that enforcement of any 
code “could not be universal through- 
out the industry or even over an area 
of application sufficient to approach 
accomplishment of its stated pur- 
pose.” 

Second point of opposition to the 
proposed code, Mr. Hilts said, cen- 
tered around “the possibility of its 
being applicable to the balance of 
the oil heating industry in the United 
States.” 

Here Mr. Hilts quoted a statement 
from NPN, June 8, p. 18, which 
quoted FTC as saying that ‘code, in 
effect, will be as binding upon a 
California jobber as on a Massachu- 
setts jobber.” Mr. Stecher argued 
that such was not the intent of the 
New England code and that the NPN 
story was ‘certainly in error.” 

Mr. Hilts, however, quoted Mr. 
Stecher as making the following 
statement at the General Trade Prac- 
tice Conference in Boston, Sept. 30, 
1948: 


“... But so far as the Federal 
Trade Commission Act is concerned, 
it (the code) is nationwide. . . . The 


commission can proceed with a com- 
plaint against somebody in Minneap- 
olis or Denver or anywhere else, for 
violating the substance of this rule, 
just the same as it would against 
anyone here in New England. 
So there isn’t a particle of difference 
in that respect whether the rule is 
adopted or whether it isn’t adopted.” 
Mr. Stecher re-emphasized a state- 
ment made at the Boston conference 
to the effect that any legal proceed- 
ings by FTC would be based on vio- 
lations of the statutes, not of the 
code. 


Others Testify 
Both objections to code stated by 
Mr. Hilts were strongly seconded by 


J. B. Wells, executive director, In- 
dependent Oil Men’s Assn. of New 
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England, and C. A. Lockard, assist- 
ant secretary, Empire State Petro- 
leum Assn. 


Messrs. Wells, Hilts and Lockard 
then asked that FTC strike from 
proposed code any reference to sale 
and distribution of fuel oil and that 
code be restricted to burner industry 
only. 

Mr. Hilts also appeared on behalf 
of National Oil Jobbers Council and 
exhibited a council letter stating that 
since the council had not had a 
chance to study the matter, it want- 
ed an opportunity to do so and to 
present the group’s views thereon. 

Mr. Hilts also charged that orig- 
inal sponsors of the code represent 
mostly intrastate operators who 
could not be forced to comply with 
the code that would be binding on 
interstate operators. 

John W. Frey, API's director of 
marketing, echoed same doubts as to 
adequacy of one code for both fuel 
oil and burner men, suggesting that 
“those points referring to oil alone 
should be more specifically stated.” 
The rules in general, Frey said, were 
obscure and he expressed hope that 
FTC would make clear “where and 
how” exact meaning of rules would 
be interpreted. 

Final testimony in opposition to 
code came from Institute of Cooking 
& Heating, which feels that oil burn- 
er appliances under code should be 
limited to central heating systems 
and that code should specifically 
state that its provisions extend only 
over retail sales. The institute rep- 
resents cooking and space heating 
appliance manufacturers 


Deaths 


L. H. Prichard, chairman of the 
board of Anderson-Prichard Oil Corp., 
died June 19 after an extended illness. 

. Mr. Prichard came to Oklahoma 
in 1909 and began practicing law. He 
entered the oil business in 1915 as a 
broker and in 1921 became an inde- 
pendent operator. Later that year he 
formed a partnership with J. Steve 
Anderson, which became Anderson- 
Prichard Oil Corp. The partnership 
lasted until 1946 when Mr. Prichard 
bought Mr. Anderson's interest. 





a * * 


Lloyd G. Owen, retired vice presi- 
dent and general counsel of Carter 
Oil Co., died at his home in Tulsa 
June 15. He had been ill for several 
years. Mr. Owen retired in 1944 
after 24 years’ service with Carter. 

e od « 


McGrady Richeson, 47, manager of 
Virginia Division of Arkansas Fuel 
Oil Co., died June 16 at his home 
near Ashland, Va. He had been associ- 
ated with the fuel oil company for 
the last 21 years. 
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Maybank Committee Set to Launch 
Probe of Oil's Prices and Profits 


NPN News Bureau 
WASHINGTON—What has all the 
earmarks of developing into a full- 
scale investigation of the prices and 
profits position of the oil industry 
gets under way on Capitol Hill June 
27 when the Senate Banking Com- 
mittee kicks off its long-heralded 
study of gasoline prices. 

First witnesses at the investigation 

the most ambitious, in regard to 
oil, to be undertaken since the days 
of the Wherry Committee of the 80th 
Congress—will be representatives of 
the American Automobile Assn. and 
the Keystone Automobile Assn. of 
Pennsylvania. It was on the com- 
plaint of the 3A that the banking 
group first became interested in the 
oil situation. 

Chairman Maybank (D., S. C.) 
scheduled the hearings following the 
public release of a preliminary staff 
study of recent gasoline price in- 
creases which accuses the oil industry 
of following ‘“‘the reasoning that a de- 
cline in profits affords a justification 
for restricting production and raising 
prices.” 

If this reasoning is ‘generally ap- 
plied,”” committee staff declared, ‘‘one 
may wonder as to the extent to which 
production throughout the economy is 
to be curtailed in order to raise prices. 
If there one fairly way 
spiralling this country into a _ busi- 
setback substantially greater 
than has already occurred, this sure 
way would seem to be offered by the 
policy of restricting production in or- 
der to hold up prices.” 


is sure of 


ness 


Staff Gives Its Viewpoints 


The staff memorandum details vari- 
ous justifications for gasoline price 
cited by companies, then 
proceeds to tear them apart, one by 
one, to indicate line committee probe 
will take when hearings begin. These 
will be before Small Business Sub- 
committee over which Chairman 
Maybank personally to pre- 


side. 


increases 


means 


Industry is charged by staff with 
having switched emphasis in support 
of level of prices from one of justify- 
ing them on grounds of a need for ex- 
pansion capital to that of an impaired 
profit position accompanied by drop in 
demand and reduced prices fot 
ucts other than gasoline. 

“We thus have two arguments,” 
staff says, ‘in favor of higher prices: 
the first covers the period of high de- 
mand; the second the period 
f lowered demand. Put the two ar- 
guments together and always 
applies, thus providing a continuous 
justification for high prices.” 

Criticized by staff, in this connec- 
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prod- 


covers 


one 


tion, is fact that “somehow, for pur- 
poses of comparisons, the (industry’s) 
attempted justifications seem to avoid 
reference to the profit position of the 
oil industry for any period prior to 
1948.” 

Memorandum hits strongly at in- 
dustry use of a decline in profits for 
first quarter of 1949 as one reason for 
raising gasoline prices. 

Also, discussing argument that 
price of crude oils of high gasoline 
yield have not declined, staff asserts 
fact that these prices “have been 
maintained during a period of plenti- 
ful supply must be considered in re- 
lation to actions on the part of the 
oil companies.” It then cites produc- 
tion cutbacks by Creole Petroleum Co. 
in Venezuela, an “appreciable curtail- 
ment” in imports and cutbacks of 
about 10% in domestic production 
since last December. 


Views Status of Independents 


of 


gasoline 


As for contention 
panies that in 
is justified because it will take Inde- 
pendent refiners out of a “squeeze,” 
memorandum has this to say: 

“Those who point out the squeeze 
on the Independent refiner are indeed 
concerned with a most laudable ob- 
jective—the desirability of preserving 
in the American business structure 
the place of the Independent business- 
man. This proper concern over the 
competitive position of the Independ- 
ent refiner, however, shou!d include 
an analysis of the considerations 
which have placed him at a competi- 
tive disadvantage compared with the 
large, integrated oil company. Among 


some com- 


rise prices 


these 
ing: 


considerations are the 


A. The fact that the integra 


company, through ownership 


running into cents per gallon com. 


pared with the non-integrated 
who must transport by tank 
proper consideration for the 
pendent refiner might require 
be granted access to these < 
means of transportation. 

B. The fact that the 
company has numerous 
from which 
including the production of a 


( 


+ 
\ 


I llow. 


vs 


a 


Pipe 
lines and tankers, has an advantag: 


efiner 
ir, 


Inde. 


1at he 
leaper 


integrat 
ope rations 


profits may be deriv 


portion of its crude requirements, th 
operation of pipe lines, marketing 


lets, 

tires, 
C. 

refiner” 


and operations 
batteries 


concerne 


has been made 


with 
and accessories, et 


dependent upon the good will of th 


major company. The Senat« 
Business Committee 
gress, after extensive 
ported that the ability of 
ent refiners to continue in 
was conditioned upon thei: 
ness to process crude oil for 


count of major companies. This means 
that the position of many Indeper 


Smal] 
of the 80th Con. 
hearings, 
Indepen¢- 

business 


unl 
\ 


h 
rie 


refiners is now determined, not 
by the margin between product 


and cost of raw 
by the problem of obtaining a 
raw materials and to market 


“It would seem, therefore, tl 
related questions are involve 


the need for making products 
able to the consumer at prices wh 


na 


he can afford to pay; and, sex 
desirability of assuring that 
dependent businessman shall 
placed at a prohibitive disad 
because of control by 

raw materials, markets, 
and cheap transportation.” 


tec 


majo! 


materials, but 
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not 
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The fact that the “Independe: 
increasing) 


ar’ 


antag 


House Group OK’s Pricing Bill Minus Kefauver 


NPN News 

WASHINGTON—A pricing prac- 
tices bill, minus Senate language de- 
signed to write into law the Federal 
Circuit Court’s ruling in the Indiana 
Standard-FTC-Detroit was re- 
ported to the House this week by its 
Judiciary Committee. 

Group sent the measure (S. 
to the floor, for later action there, 
in exactly the same form recom- 
mended by a subcommittee headed by 
tep. Walter (D., Pa.). 

This means that the legislation, if 
enacted in its present form, would 
have the effect of nullifying the De- 
troit case finding that good faith 
lowering of prices no defense in 
a discrimination case if a substantial 
lessening of competition is the result. 


reau 


Case, 


1008) 


1S 


In other words, the bill no longer 
contains the amendments adopted by 
the Senate at the behest of Sen. Kef- 


for the stat 
the 


(D., Tenn.) 
of protecting 
ing. Instead, it makes 
showing of good faith 
found illegal by the court. 

A determined fight on th 
get the House to override 
diciary Committee by 
Kefauver amendments is pro! 
tep. Patman (D., Tex.). 
hopes to rally support behin 
to defeat remainder of thi 
practices bill, contending it 
ment would deal 
the foes of monopoly. 


auver 
pose 
legal 


the 


resto! 


a severe st 
Regardless of what action 
outright rejection of S. 1008, 
by the House, however, an 
ences between its and the 
version of the legislation 
to be adjusted in a joint Hi 
ate Conference Committee, s 
later ratification by both b« 
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By FRANK C. STURTEVANT 
NPN Staff Writer 


CHATTANOOGA, Tenn. — Predic- 
tion of a greatly increased flow of 
apital funds into marketing opera- 
tions was given to the Tennessee 
Oil Men’s Assn. by J. Howard Mar- 
shall, president, Ashland Oil & Refin- 
ing Co., in a convention speech here 
June 13. He based his prediction 
n the growing supply of crude. 

The convention program also in- 
luded 

1. A discussion of integration ver- 
sus divorcement as it affects the job- 
ber’s welfare by Edwin S. Hall, vice 
president Esso Standard Oil Co. Par- 
tial text of Mr. Hall’s speech appears 
np. 42. 

2. The adoption by the associa- 
tion of a motion condemning the 
aning of tanks to farmers or for 
hme heating as an unfair trade 
practice, and a motion condemning 
lf-service stations as fire hazards. 
3. A discussion of possible effects 
n jobbers of the Standard of Cali- 
fornia case, the basing point deci- 
sions, and the Standard of Indiana- 
Detroit case, by Hubert B. Fuller, 
insel, Ohio Petroleum Marketers 


ASST 













































A talk on the scientific selec- 

n of men for oil marketing jobs 
y T. N. Asbury, Jr., general sales 

anager, Wofford Oil Co., Atlanta. 

». Reasons why oil marketers have 
the best “territory” in the world in 
vhich to sell their products and serv- 

s, by E. J. Gallmeyer, vice presi- 

nt, Wayne Pump Co., Ft. Wayne, 













6. Election of Sam H. Campbell of 
-hattar oga as president to succeed 
fr. Cummins of Nashville. 








Sees Jobber Outlet Important 






"ge sums will be spent by sup- 
if oll companies on their mar- 
Ung ‘acilities, Mr. Marshall said. 
aso predicted that jobber outlets 
i ta on new importance to sup- 
S { that they will be in line 
S Sort of assistance. He 
ut that capital already in- 
domestic crude sources, re- 
an g 1 other facilities has put 
Pl} ead of demand. Taken with 
ding development of large, 
sources in Canada, South 
ind the Middle East, there 
reated a pressing need for 
pment of new markets for 
he said. 
on of the loaning of farm 
during the convention 
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ise in Oil Marketing Investments 
Predicted at Tennessee Convention 


jobbers Hear Discussion of Far-Reaching Effects 
Of Court Decision in Standard of Indiana Case 


business session indicated a need for 
reaffirming the association’s stand, 
first expressed two years ago. Since 
then the practice, condemned as un- 
fair by the association, has been gen- 
erally abandoned in Tennessee. How- 
ever, several members said there is 
danger of its revival since many new- 
comers to the state’s oil industry 
during that period may be unfamiliar 
with the association’s stand. 


Predicts Decision Will Stand 


In view of the “economic philoso- 
phy of the present members of the 
Supreme Court” Mr. Fuller predicted 
that the Standard of Indiana-Detroit 
decision would be upheld. When that 
decision becomes law all suppliers 
will be responsible for what happens 
to products they sell to their jobbers 
in two important respects: 

1. A double price schedule will 
be necessary for sales to jobbers who 
own and operate service stations. The 
supplier will have to charge such 
jobbers at the tank wagon price for 
that portion of their gallonage which 
they resell at retail. He can charge 
the tank car price only for that 
portion actually wholesaled. 

2. Where a supplier and his job- 
ber both have dealers operating in 
the same area, both must use iden- 
tical tank wagon prices. If the job- 
ber undercuts to his dealers, the sup- 
plier will be held responsible, for 
what will then be an illegal injury to 
competition. 

In order for a jobber to continue 
receiving the jobber discount, said 
Mr. Fuller, he apparently would be 
required to sell or lease all of his 
stations, or perhaps form a separate 
corporation to own and operate them. 
As another alternative, he said, the 
jobber might be forced to sell his 
business to an integrated company, 
if a purchaser could be found. 

As to the second point which would 
make a supplier responsible for main- 
tenance of the posted tank wagon 
price by his jobber, Mr. Fuller pre- 
dicted that the risk involved would 
force suppliers out of dual market- 
ing. Some companies with large job- 
ber distribution might cease direct 
operations in jobber territory, he said. 
Other companies might find it diffi- 
cult to dispose of large numbers of 
retail outlets owned or controlled, or 
might be unwilling to do so. He 
pointed out that such suppliers might 
be forced to cancel jobber contracts 
to avoid running afoul of the law. 
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If the basing point decisions were 
to bring about a strict system of 
f.o.b. refinery pricing for the market- 
ing of petroleum there would be 
many impossible situations created 
for both jobbers and suppliers, said 


Mr. Fuller. Addition of actual 
freight to prices at all points, re- 
gardless of competition, would put 
some refiners out of business, Mr. 
Fuller declared, while others would 
have a surplus of products which 
they could not dispose of close to 
home. 

Possibility that some supplying oil 
companies might abandon the so- 
called Iowa plan of leasing stations 
was seen by Mr. Fuller as a result of 
the Standard of California decision, 
which he predicted would be upheld 
in the Supreme Court. (News of the 
Supreme Court’s decision reached the 
convention shortly after he made his 
prediction). He said it was not rea- 
sonable to expect either a major com- 
pany or a jobber to furnish retail 
outlets for the sale of competitive 
products. 


Oil Marketing Know-How 


There is a lot of know-how in the 
oil marketing business but it is not 
always applied to the best advantage, 
said T. N. Asbury, Jr., general sales 
manager, Wofford Oil Co., Atlanta. 
Trade associations especially, he said, 
could do much to promote better se- 
lection and training of men who fill 
oil marketing jobs. Some of the 
points he made were these: 

1. Not enough attention is paid to 
picking men who are capable of do- 
ing a job or capable of learning to 
do it. His company’s experience 
with aptitude testing shows there are 
16 things which affect a man’s ca- 
pacity. 

2. A new man costs money until 
he learns. Training speeds learning, 
but requires a job breakdown to find 
out what needs to be taught 

3. It is not enough to teach a 


man how to do a better job. He 
must be shown where his self in- 
terest is served by doing the job 
better. 


Mr. Gallmeyer proved again, as he 
has before other oil conventions, that 
anywhere in the United States is the 
“best sales territory” in the world 
He showed figures to back up his 
statement that there is more “spend- 
able income” over and above incom 
taxes, than ever before, and that the 
price level of all classes of servicé 
station sales is up only 26.7% over 
over 1940. 

Mr. Gallmeyer’s assertion that en- 
ergy, enthusiasm and faith should 
give more confidence to the business 
community than help from Washing- 
ton, together with his favorite slogan 
of: “What will get you more pleas- 
ure and benefit than $1 worth of 
gasoline?” drew forth a big round 
of applause. 
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Directors of Standard Oil Co. (Indiana) sit for a portrait immediately after election at 1949 stockholders’ meeting. At head of & tho 
table is Dr. Robert E. Wilson, board chairman, and at his left is A. W. Peake, president. Clockwise around the table from M:. I 
Peake are: Roy F. McConnell, vice president; Judson F. Stone; R. J. Lindquist. financial vice president; R. F. Baity general & ass 
manager sales; Thomas E. Sunderland, general counsel; Joseph K. Roberts, general manager research; F. O. Prior, vice & ig 
president; Bruce K. Brown, vice president; Harry F. Glair, general manager manufacturing, and Dr. Max G. Paulus, vice the 


president 


Standard Oil (Indiana) Celebrates 60th Anniversary 


NPN News Bureau 

CHICAGO—Last week (June 18) 
Standard Oil (Indiana) celebrated its 
60th anniversary, marking another 
milestone in growth from its first re- 
finery in Whiting, Ind., to its present 
status of operating five large refiner- 
ies, distributing products in 15 states 
and owning subsidiaries which mar- 
ket in 25 other states. 

As part of the celebration, each 
the company’s 27,000 employes re- 
ceived a souvenir fountain pen in 
company’s color of red, white and 
blue, on which was printed “Standard 
Oil Company, 60th Anniversary, 
1949.” 

Anniversary leaflets, listing the 
milestones in Indiana’s first 60 years 
and carrying pictures of the nine ex- 
ecutive heads of the company since 
its beginning, were sent to the 97,000 
stockholders, as well as all employes. 

A pictorial history of the company, 
telling what its progress has meant 
to employes, stockholders and cus- 
tomers, was contained in the anniver- 
sary issue of the employe magazine, 
Standard Torch. This special issue 
also was distributed to 45,000 dealers, 
newspapers, libraries, suppliers, cus- 
tomers and civic leaders. 


A special 
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anniversary advertise- 


ment, “Some People We’ve Known in 
Our First 60 Years,” appeared in 155 
Sunday, daily and weekly newspapers 
with a combined circulation of more 
than 14,000,000. 


Cites Growth of Company 


Dr. Robert E. Wilson, board chair- 
man, recalled that when Indiana 
Standard was incorporated in 1889 
“the principal petroleum product was 
kerosine, sold from barrels and tanks 
in the back rooms of grocery stores 
to light the lamps and heat the trick 
cookstoves of what was then the 
‘west.’ ”’ 

But as soon as the “horseless car- 
riage’’ was invented and put on the 
market, the oil business grew rapidly 
and by 1910 Standard was selling pe- 
troleum products in 10 Midwest 
states. It started erecting service sta- 
tions about 1912 and about the same 
time the Burton process of obtaining 
gasoline by cracking was developed. 
Yield of gasoline from crude oil was 
increased greatly and refiners were 
enabled to keep pace with the rapidly 
increasing demand for motor fuel. 

“Originally a subsidiary of a na- 
tionwide Standard Oil organization, 
our company became independent, 
separate, and distinct in 1911, and has 


so operated ever since,” Dr. Wils 
said in his anniversary statement. 


“Because it was a pioneer, Stan- 
dard once enjoyed about 90% of th 
oil business available where it opera- 
though far 
greater in volume, is only a fractio! 


ted. It’s business today, 


of the total oil business. Many 
companies not in existence then 


t 


now of major importance. Compet: 


tors are numbered in hundreds 
thousands today where they cou 
once be counted on the fingers. Th 
has been business enough for all ar 
the stimulus of competition hi: 
growth for all.” 

The company will enter 
year with continued emphasi 
search and development. M: 
200 chemists and engineers 
work in its Whiting refiner) 
tory and many other scient 
employed at other locations 
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By CHARLES BOYD. JR.. 
NPN Staff Writer 

PITTSBURGH — The increase in 
price of Penna. crude oil which was 
announced on the eve of the Pennsyl- 
vania Grade Crude Oil Assn. meet- 
ing here on June 16 indicated that 
supply and demand is coming into 
palance. This stabilization was wel- 
comed by the men attending the 
meeting but George J. Hanks, presi- 
dent of South Penn Oil Co., and as- 
sociation vice president, warned that 
this price boost did not give the 
green light to producers to push 
more drilling. 

Mr. Hanks said crude stocks are 
ample and refiners’ stocks are very 
high. He, urged the producers to 
be cautious in operations and said 
the best place for excess oil is in 
the producing horizon. 

Dewitt T. Ring, Preston Oil Co., 
association president, in his welcom- 
ing address told the meeting that 
the oil industry is in the midst of 
orrecting an unbalanced situation. 
‘A transition now appears to be 
taking place which will put the in- 
lustry back to the long-term up- 
vard demand trend of about 5% 
annually, which has been the aver- 
age for many years—according to 
ertain economists.” 

Mr. Ring said oil men do not ex- 
pect the bottom to drop out of de- 
mand. More cars, more home oil 
burners, more Diesel locomotives, 
nore farm machinery, more fields and 
rontiers for the uses of new and 
niscellaneous products are expected 

push requirements up 3 to 5% 
n 1949 over 1948, he declared. 

He brought out the fact that dur- 
ng the past eight months prices 
n bright stock and other lube frac- 
ns ym which Penna. lubricants 
have dropped more than 




























Lube Demand Down 16.8% 


Total U. S. demand for lubes dur- 
& the first quarter of 1949 amount- 
441,000 bbls., a decline of 
-122,0 bbls., or 16.8% below the 
Ke 19 period, Mr. Ring said. He 
te ireau of Mines lube produc- 
N figures showing that output for 
€ firs quarter amounted to 11,529,- 
‘0 bb’ . a decrease of 1,249,000 bbls., 
10 from the similar period 
a ir ago. Thus the Penna. 
lustry is confronted with an 
*cess upply of lube oils and in- 
markets, he said. 
ng noted the cuts in Penna. 
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Greater Sales Effort Urged as Penna. 
Crude Supply, Demand Nears Balance 


Penna. Grade Crude Oil Assn. Told U. S. Demand 
For Lubes First Quarter of 1949 Down 16.8% 


crude ranging from 34 to 42% dur- 
ing the past six months. This has 
moved many producing properties 
into the unprofitable class and they 
will be sold or abandoned, he stated. 
New development work has dropped 
about 50%, he added. 


Good business sense will bring the 
industry through the present situa- 
tion, Mr. Ring said, and just as the 
industry has reduced its prices, it 
can enlarge its sales, encourage and 
increase its consumer demand. 


Mr. Ring continued: 


“No person and no organization 
who sells is ever so good in the job 
that he cannot learn. 
may be doing a generally good job 
or generally poor selling job, depend- 
ing on one’s viewpoint, and the com- 
parisons used. But even if good, 
it is not so good that it could not 
be better. 

James V. Brown, secretary-treasur- 
er of the National Petroleum Coun- 
cil and vice chairman of the Econom- 





Urge Rein on U. S. Fund 
For Foreign Oil Growth 


PITTSUBRGH—Board of di- 
rectors of Penna. Grade Crude 
Oil Assn. passed a _ resolution 
June 17 voicing opposition to 
any undue expansion of oil re- 
fineries in foreign countries 
through use of U. S. taxpayers’ 
funds which would be made 
available through the ECA. 
Copies of the resolution were 
ordered sent to ECA, the State 
Department and oil region rep- 
resentatives in Congress. 

Such expansion of foreign re- 
fineries was deemed a further 
threat to this country’s cur- 
tailed oil export market. 

Another resolution in appre- 
ciation of D. T. Ring’s serv- 
ices as association president 
was voted by the board. 

During the association meet- 
ing June 16 a resolution was 
passed honoring Ralph T. Zook, 
Sloan and Zook Co., Bradford, 
Pa., for his peace-time and war- 
time service to the oil indus- 
try and the association. He 
was made an honorary member 
and director of the Penna. 
Grade group for life. 
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ic Advisory Committee, Interstate 
Oil Compact Commission, called on 
oil men to use their talents to de- 
velop markets and move toward a 
better life for all the peoples of 
the world. 

Mr. Brown told the Penna. oil men 
that the industry is threatened to a 
far greater degree than ever before 
with national and international prob- 
lems of tremendous magnitude which 
call for the highest order of thought- 
ful consideration and effective action. 

He said the strong upward move- 
ments on economic charts since the 
end of the war have developed a 
weakness caused by uncertainty, hesi- 
tation and fear. Millions defer buy- 
ing when they find they can secure 
needs on a hand-to-mouth basis. They 
are holding out for lower prices, and 
thus are in control of the industry's 
destiny, he continued. 

Mr. Brown said Penna. Grade oil 
men were concerned with the effect 
of stories of greater endurance of mo- 
tor oils, competitors’ claims to equal 
or better quality and sales talk about 
extraordinary efficiency of oil con- 
suming units. 
these 


Many consumers believe 


stories, he said. 


Mr. Brown said if 25 million of 
the 42 million motor vehicles in this 
country have cut consumption of mo- 
tor oil only one quart a month it 
means an over-all reduction of ap- 
proximately 5,000 b/d of motor oil 

Turning to the heating oil situa- 
tion, Mr. Brown said distributors 
must be prepared for a larger heat- 
ing oil demand this winter than ever 
before due to delay in consumer buy- 
ing. “Delay in the summer fill-ups 
programs can result in a stampede 
to obtain supplies, perhaps too late to 
avoid serious consumer hardships,” 
he declared. 


Views Oil Exports 


Turning to foreign oil problems, 
Mr. Brown said a proposed 800% 
increase in Britains’ domestic re- 
fining capacity between 1947 and 
1953, together with substantial in- 
creases in her overseas refining and 
production capacities, looms up rather 
seriously. 

Estimated figures, given by ECA, 
indicate Marshall Plan countries will 
import 9.3% of oil needs in fiscal 1949 
from U. S. and by fiscal 1953 receipts 
by these companies of U. S. oil will 
drop to 3.2%, Mr. Brown said. 

ECA’s oil official feels strongly 
that some compromise must be 
worked out with the British govern- 
ment and to that end his department 
in ECA is now attempting to develop 
a solution, he said. 


Lauds Association’s Work 


Joseph W. Butler, president of But- 
ler Oil Corp., Philadelphia, and chair- 
man of the Oil Industry Informa- 
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tion Committee, Middle Atlantic Dis- 
trict, lauded the public relations work 
of the Penna. Grade Assn. for the 
past 25 years. He said the group 
had developed an intense loyalty to 
the industry among the people in the 
producing areas of Pennsylvania oil. 


“Tf we could achieve this same 
friendly acceptance nationwide, our 
job of keeping the industry free and 
unfettered would be an easier one,” 
he declared. 


Mr. Butler urged the members to 
observe the 90th anniversary of the 
Drake discovery oil well at Titusville, 
Pa., next Aug. 27. This will provide 
a sounding-board on which we may 
spell out a message of pride and 
accomplishment, of confidence in con- 
tinued progress of an industry if it 
is not chained by anti-democratic ad- 
vocates of controlled economy; and of 
optimism for the future, he said. 


Turning to the government, Mr. 
3utler said there is a “crying need 
for a national leadership which be- 
lieves 100% in the private-enter- 
prise system, and in putting the na- 
tional interest above all else.” This 
requires an informed and vocal pub- 
lic, intent on that end, he declared. 


Mr. Butler lashed out at two mis- 
conceptions which have been per- 
mitted to permeate.our educational 
processes. First of these is that 
continued progress toward an ever- 
increasing standard of living can be 
accomplished by pure science itself. 
Scientific discoveries become useful, 
he said, only when someone is willing 
to take the risks involved in apply- 
ing them to inventions and devices 
that can be used in everyday life. 
Men have done this because business 
has operated under a free capitalist 
system, he declared. 

The other misconception, Mr. But- 
ler said, is that the government, if 
made all powerful and paternalistic, 
can assure a high standard of living 
to all its citizens. 


To counteract the trend to sta- 
tism he called on businessmen to take 
an ever increasing interest in gov- 
ernment, “We can’t rest the future 
of this country in the hands of the 
politicians,” he added. 


Urges Vigorous Sales Promotion 


J. M. Koch, vice president and di- 
rector, Quaker State Oil Refining 
Corp., called for vigorous sales pro- 
motion and salesmanship to enable 
Penna. oil to continue its progress.. 


He told the meeting that what 
the Penna. oil industry of today needs 
more than any other one thing is a 
sound, vigorous and far- 
reaching program of salesmanship 
He said a program was needed to 
acquaint particularly the younger ca! 
owners with Penna. Grade motor oil. 


sensible, 


Mr. Koch pointed to the magnifi- 
cent oil market provided by car own- 
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ers which is “ready-made” and gets 
bigger every day. 

He cited the unprecedented strength 
of the market for automotive vehi- 
cles for these reasons: 

1. Nearly 13 million cars and 2.4 
million trucks are over 10 years old. 
In 1941 only five million cars and 
one million trucks were that old. 

2. The need for motor vehicles re- 
mains at a very high level as evi- 
denced by the fact that scrappage of 
old vehicles is only half the prewar 
rate—and as shown by the further 
fact that the sale of replacement 
parts continues at a record level. 

3. There are more people than ever 
before who can afford motor vehi- 
cles. The U. S. population has risen 
13 million since 1941, Disposable in- 
come of individuals is up 107 billions 
or 116% above the 1941 total. 


MacLean Houston, United Refin- 


ing of Warren, Pa., chairmar of 
the Technical Advisory Committee 
of the Penna. Grade Assn., reviewed 
highlights from an association study 
of comparative performance of 
Penna. and non-Penna, crankcase mo. 
tor oils. 


The full report is being prepared 
for distribution to the association in 
the near future. 


D. M. Hobart, Philadelphia, man- 
ager of research department and di. 
rector of Curtis Publishing 
traced market trends for lubricants 
with a group of charts to show the 
rise in automotive vehicles and re. 
sulting increase in demand for oil 
products. 


A fellowship hour was sponsored 
by Kendall Refining Co., Pennz 
Co., and Quaker State Oil Refining 


Co. 


Seattle Mayor Vetoes Ordinance Prohibiting 
Self-Serves; Another Outlet Opens in La Crosse 


Self-service stations made some 
headway on two fronts during recent 
weeks. 

June 14 Mayor William F. Devin 
of Seattle vetoed a new city ordin- 
ance prohibiting self-serve stations in 
that city. City Council had passed 
the ordinance the week before by a 
vote of 8-1. Councilmen said they 
feared self-serves were fire hazards 
and also contended that type of sta- 
tion would force many Independent 
gasoline dealers out of business. 

Mayor Devin, in vetoing the meas- 
ure, said, “In my opinion it is ex- 
tremely dangerous to pass laws for 
the purpose of regulating or re- 
straining free competition, and such 
laws should not be passed under the 
guise of public safety. 

Meanwhile, in La Crosse, Freeman 
Oil Co. of St. Paul opened a new 
self-serve just two blocks from the 
city’s first one operated near the 
downtown business area by Wilkin- 
son Fuel Co. New station is called 
Home Oil Co. and is operated by 
Arthur Freeman, son of Benjamin 
Freeman, Freeman Oil owner. 

Mr. Freeman told NPN the new 
station pumped about 50,000 gals. of 
gasoline during its first month of 
business. Posted prices at both self- 
serves are the same—17.7c per gal. 
for regular and 18.7c for premium 
(both ex tax), as compared with 
21.7c and 23.7c at most conventional 
stations in La Crosse. 

Home Oil’s station has 14 pumps 
and employs six male cashier-attend- 
ants. Mr. Freeman tried to oper- 
ate with girl cashiers for a while but 
switched to men. Attendants collect 
from customer after he has filled his 
tank but also wipe windshields and 
check motorist’s oil, Mr. 


said 


Freeman 


In Norfolk, Va., B. M. Stanton 
who converted a chain of service sta- 
tions in Virginia to self-serve opera- 
tion May 20, last week described op- 
erations as “satisfactory,” adding 
“the public is taking on to it quit 
well.” 

Independent brand operators in all 
eight cities where Stanton’s Tankar 
Co. operates have met his self-serv 
prices of 16c regular and 18c pre- 
mium(both ex tax), he said. Pri 
is 4c below that of most conventiona 
dealers. 

Mr. Stanton emphasized that n 
reduction in personnel has been mat 
at any of the converted stations 

Out in Enid, Okla., Charles Knox 
of Knox Refining Co. and Knox In 
dustries Corp., has been operating 
self-serve station for the last tW 
months. Garvin Bros. Oil Co. opened 
one this week. 

National Board of Fire 
writers in New York told NPN 
week that it has never, as 
arate body, given approval t 
serve installations and that it 
in that field is restrict-d to n 
ship on Flammable Liyuids C 
tee of National Fire Protectio 

Underwriters’ Laboratories 
is a test organization spons 
NBFU, also told NPN that 
and evaluates equipment at t 
tory level only and never dé 
work on equipment already 
It was suggested that blan 
proval of any self-serve oy ‘ratiol 
could come only from a loca ratine 
bureau sponsored by fire in-urane 
companies operating in the @ ea 

Statements were made in r spon 
to NPN questions after sol self- 
serve operators said they 
ceived letters of approval f un- 
derwriters. 
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Editorially Speaking 





. PREAD of self-serves to such cities as Norfolk, Va., 
S LaCrosse, Wis., Sioux Falls, S. D., Chattanooga, Tenn., 
to name a few, is one of the most perplexing develop- 
ments in oil marketing in recent years. 


As the news columns of NATIONAL PETROLEUM NEWS 
have reported from week to week, most of these stations 
apparently are doing a sufficient volume to make a profit 
jespite price cuts three to five cents deep. Only one 
self-serve, as far as NPN knows, has converted back to 
ful conventional operation except where laws already 
existed or were enacted to prohibit self-serves as safety 
hazards. 

There is no mystery about the success of the self- 
serves. They have cut the price at a time when the 
economic barometer is falling, at the same time giving 
the public the impression that the customer earns the 
saving and hence is getting gasoline of a quality com- 
parable to that sold at other stations. Every oil mar- 
keter knows that there is only a tiny operating 
saving, if any at all, when thé customer puts gaso- 
line into his tank, because cashiers have to be on duty 
to collect the money. A number of self-serves have ad- 
nitted this, in effect, by providing full service to elderly 
ustomers, to women and, in fact, to anyone who desires 


it 





High gallonage is, of course, the primary factor in 
enabling self-serves to cut the price, but it is not alone. 
All of the self-serves that have been reported in NPN 
take full transport dumps of gasoline from a nearby re- 
finery or terminal. They are operated by salaried em- 
ployes at much less cost per gallon than the indicated 
lealer margin which has climbed unreasonably high in 
many cities, beyond 6c in Norfolk and Chattanooga, for 
‘xample, where self-serves are drawing good patronage. 

















As one oil man has expressed it: “The self-serves are 
utting the price with the dealer margin.” 


While the growing number of self-serves is a direct 
Problem: to those who lose gallonage to them, the whole 
idustry has a stake in what happens. The price cuts 
are about the same as price-sellers have made for many 
years, but the self-serve reductions are more widely-ad- 
‘’rtise’ and hence are likely to have a greater effect in 
fealin’ a wrong impression on the public about gaso- 









me pres. The criticism of the American Automobile 
‘SSN id the current congressional investigation of 
fasolir 


prices may be charged in part to an erroneous 
ure of the oil industry’s price structure created by 


Ss 


The id ahead, however, is no clearer for the self- 
ive ner than for other gasoline marketers. Self- 
rators certainly must be aware that at some 
r conventional competitors will put up a real 
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Answer to Competition of Self-Serves Is Matter 


Of Economics, Merchandising, Not Hasty Laws 


fight against losing any more gallonage. They must see 
these possibilities: 

1. That the roughest, toughest, dog-eat-dog price wars 
could develop with the best chance for survival on the 
side of their better-established competitors—major com- 
panies and large Independents. 

2. That there will be more restrictive legislation such 
as that passed in New Jersey under the pressure of the 
retailers’ association in that state, and such as has been 
passed in several other states and municipalities. 

3. That they will have difficulty in getting supplies at 
a price which will permit the 4 and 5c cuts that bring 
customers to the self-serves. If gasoline is in short 
supply, the self-serves and other price sellers, too, will 
not be able to make the favorable deals that a surplus 
market affords to the shopping buyer. 

At least one self-serve operator already has run into 
supply trouble. He hopped a plane for Washington and 
complained to the Department of Justice that suppliers 
were discriminating against him. An FBI man was 
sent to the town and asked suppliers, including an Inde- 
pendent jobber, for proof that they were unable to supply 
the self-serves. The station’s original supplier then took 
up the account again, apparently to halt the investigation. 

There is, of course, no law against an oil company, 
major or Independent, choosing its customers. Maybe 
the next time a similar situation arises, each supplier 
involved will call that fact to the attention of the Depart- 
ment of Justice. 

A sidelight on this intervention of the Department of 
Justice on behalf of a self-serve operator is that this 
government agency whiclf parades itself as the defender 
of small business was undercutting, more than any other 
group, the oil industry retailers to whom continued 
spread of price-selling self-serves will mean sharply lower 
margins at the minimum and extinction at the maximum. 

1. That major companies and large Independent job- 
bers could go into the self-serve business. If self-service 
is a magic formula for getting business, the biggest 


currently have a big stake in gasoline marketing. They 
certainly will not go out of business by default. 

Of the four points above, restrictions upon self-serves 
as safety hazards is most discussed right now. This 
means of curbing self-serves appears to some to be the 
most easily and quickly applied. 

There is a serious question, however, as to whether oil 
men can with good conscience ask that self-serves be pro- 
hibited as safety hazards when there is such gross care- 
lessness about smoking by customers and attendants in 
conventional stations. 


The fire record at self-serves so far is good. There has 
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been, we understand, only one very small fire with little 
property damage and no personal injury in the nearly two 
years self-serves have been operating in California. 
Evidence that the self-serve, properly supervised, is a 
greater hazard than any other stations is so sparse that 
Protection Assn. 
to now to recommend that they be prohibited. 
Perhaps a year from now fire authorities and self- 
serve operators will become less vigilant and fears about 
In the absence of any 
evidence that self-serves are more dangerous than other 
stations, requests to state and municipal governing bodies 
for prohibitions of self-serves have a hollow ring. They 
could lead to public resentment and retaliation against 
And they could form the basis 
for all sorts of regulations the oil industry doesn’t want 


the National Fire 


self-serves will be confirmed. 


conventional operators. 


and doesn’t need. 


NATIONAL PETROLEUM NEWS long has opposed any regu- 
lations not shown to be necessary for the good of the 


No one has yet shown that 
self-serves are fire hazards any more than the conven- 


industry and its customers. 


tional station. 


A permanently satisfactory answer to self-serve com- 


has declined up 


petition will not be found in pressure on city councils 
county commissions and state legislatures. 
at least, the problem is one of economics and merc han. 
dising, and in those fields is the solution of self-sery 
competition likely to be found. 


At this tim 








Every man who expresses an honest though 
is a soldier in the army of intellectual liberty- 
R. G. Ingersoll. 


The purpose of an editorial page is to present 
ideas that will stimulate constructive thinking. 
In seeking the solution of problems, whether 
those of the nation or of an industry, there is 
no substitute for facing the issues squarely and 
discussing them frankly, with each individual 
formulating his own ideas on the basis of in- 
formation available. NATIONAL PETROLEUM NEWS 
always welcomes comments of readers on its 
editorials. Please write Warren C. Platt, Editor, 
1213 West 3rd St., Cleveland 13, Ohio. 











Most Iowa Oil Jobbers Support Move 
To Convert Association to Co-op 


Iowa jobbers are giving almost 
100% support to Iowa Independent 
Oil Jobbers’ Assn. in taking definite 
action to meet the threat of co-opera- 
tives to their businesses by convert- 
ing to a co-op organization itself 
(NPN June 8, p. 15). 

On the basis of returns from more 
than half of 800 association mem- 
bers and non-members to whom a 
questionnaire was mailed, 96% have 
indicated they favor the group’s ac- 
tion, with only 4% voicing opposition. 

To the question, “Are you of the 
conviction that the co-ops and the 
Farm Bureau are of no future threat 
to your business, and that we should 
do as we have in the past and do 
nothing to meet the issue?” only 
1% answered yes, asserting they did 
not think it feasible or that it could 
not be done. 

The 96° were unanimous in ex- 
pressing the opinion that they 
thought the association was ‘on the 
right road’; that they were willing 
to support the new Iowa Petroleum 
Co-operative Assn.; that forming 
such an organization would be the 
strongest threat to Congress thus 
far promoted to revise national tax 
laws and that a statewide jobbers 
meeting should be held soon to fur- 
ther the conversion movement. 

Consumers Co-operative Assn., 
through its publication, The Co-op- 
erative Consumer, views the develop- 
ment with some concern. In a story 
published in the June 16 issue, the 
publication says in part: 

“First among the oil jobbers asso- 
ciations to accept the advice of NA- 
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TIONAL PETROLEUM NEWS and threaten 
conversion to a ‘co-operative’ status 
is Iowa Independent Oil Jobbers’ 
Assn., Des Moines. Yet apparently 
this group is making large plans to 
distribute nothing as patronage re- 
funds... 

“Earnings of this statewide whole- 
saling organization would be distrio- 
uted—not to the 800 jobbers who 
are eligible for membership — but 
through them to retail customers in 
the form of patronage certificates... 

“No provision is made for patron 
ownership or control of the proposed 
Iowa oil men’s ‘co-operative’ and at 
best it takes on the appearance of 
a profit-sharing scheme—not a con- 


Sumer-owned and controlled co-op.”’ 


Reaches Floor of House 


The Iowa move also attracted 
comment in Washington when Rep. 
Mason (R., Ill.), speaking on the 
House floor, said the association’s de- 
cision was “a last ditch defensive ac- 
tion” to stay in business. Last week 
he introduced legislation (H.R. 5064) 
to halt tax exempt privileges of co- 
ops and other organizations that 
compete with tax-paying businesses. 

Rep. Mason pointed out that “these 
Independent oil jobbers-for years de- 
manded that Congress change the 
income tax laws so _ co-operatives 
would not have such an unfair ad- 
vantage, but since nothing was done, 
their last resort was to form their 
own co-operative and enjoy the tax 
exemption offered this type of or- 
ganization.” 

The congressman estimated that 


the $1 billion additional tax reven- 
ues to be realized from the proposed 
new tax field, coupled with $3 bil- 
lion savings said to be _ possibk 
through adoption of the Hoover Com- 
mission recommendations, would to- 
tal $4 billion—‘“exactly what Presi- 
dent Truman wants to raise in new 
taxes.” 

Commenting on an NPN editorial 
(June 15, p.23), Paul L. Griffith of 
Poland-Griffith Oil Co., Winterset 
Iowa, reports: 

“Here in our town we have a neW 
Farm Bureau gas and oil co-operativ 
which is gaining ground due to thei! 
many privileges. Why the government 
doesn’t tax them as any small or big 
business, I don’t understand. 

“If the laws aren’t changed and 
their special privileges discontinued 
we will be forced to all go to a Co 
op basis and then who’s going to pay 
the cost of running our government? 


Parker’s Comments on Iowa Move 


Down in Raleigh, N. C., Willian 
A. Parker, secretary, North Carolina 
Oil Jobbers Assn., had this to 58) 
about the Iowa move: 

“Years ago when the co-ops wer 
first formed, they were known 4 
‘Farm Marketing Co-operatives,’ bu! 
now many of them have outgrow? 
the farm and are fast enterin, othe! 
fields of industry. By being «xem! 
from the payment of incom: taxe 
their profits or ‘savings’ hav acct 
mulated fast and some of th m 4m 
now considered as ‘Big Busin: ss’ an 
in some areas are even mon polies 
They are not only exempt fro 1 pay 
ing income taxes but they a © eve! 
able to borrow from gov nmen 
lending agencies at a lower ra ° ot 
terest than can most busine ; ™ 
Who couldn’t expand rapid!) unde 
such an umbrella?” 
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NEWS 





People . 


News about Marketing Equipment Companies and 
. - New Products . . . New Literature 





]—Tank Truck Pumps 


























New series of self-priming centri- 
fugal tank truck pumps have been 
announced by manufacturer. De- 
signed especially for petroleum tank 
truck operations of all kinds, includ- 
ing transports and aviation refuelers, 
new pump, complete with engine, is 
offered in 2-in. and 3-in. sizes with 
high or low head. Units have ca- 
pacities ranging from 20 to 200 
gp.m. and are equipped with large 
spark arresting muffler for safe and 
juiet operation. Push button elec- 
tric starter eliminates cranking and 
rope yanking. Company says pump 
also makes a reliable standby unit 
for use in event of power failure at 
bulk plants, airports, industrial 
plants and marine terminals. Mar- 
ow Pumps. 

























2—-New Pump Lubricant 





New lubricant is particularly rec- 
mmended for gasoline pumps. Man- 
itlactured to a gun-grease consist- 
ncy, it contains no petroleum deriv- 
ilives, hence gasoline and other pe- 
'roleum products cannot dissolve or 
vash it from bearings, etc., company 
states According to manufacturer, 
ibricant reduces wear and conse- 
juent leaks, thereby minimizing fire 
‘azar in such places as service sta- 




















‘ons, bulk plants, compounding 
plants refineries, etc. Battenfeld 
Tea © Oil Corp. 







3—Res'room Deodorizer 


Dis ctant tablet, available for 
any ars for service station rest- 
a can now be applied more 
lely through production of new 

y “Sanitizor’” unit. Com- 















any Ys new unit fits in wall 
rack to provide restroom user 
vith ' 

ith idy spray, rinse or remov- 


for wide use. Spray of toi- 
pI les the user with a depend- 
nfection of toilet seat with- 






out expense of special equipment. 
Dispenser includes quart water glass 
jar into which one “disinfectab” is 
dropped. Station operator uses old 
solution at “clean-up” or “‘mop-up” 
period to deodorize restroom facili- 
ties. Usually one ‘“‘disinfectab” tab- 
let per week is sufficient for ordin- 
ary restroom use. Reilly Equipment 
Sales Co. 


4—Steel-Aluminum Buildings 


Manufacturer is producing line of 
steel-aluminum buildings adaptable 
for use as warehouses, garages, df- 
fices, etc., ranging in width from 20 
to 60 ft. Company says almost any 
variation in size, design and appear- 
ance is easily attained through sim- 
ple design and bolt-together sheet 
connections. Large display windows 
and fronts of many different con- 
struction materials can be added by 
contractors at the time of erection. 
Butler Manufacturing Co. 


5—Petroleum Meters 


New line of all-steel, positive-dis- 
placement petroleum meters being 
made by manufacturer embody many 
new features. Design includes a 
complete and readily interchange- 
able measuring unit assembly, com- 
prised of two fully synchronized 
helical rotors. Bulletin on new me- 


ters can be obtained from manufac- 
Ralph N. Brodie Co., Inc. 


turer. 





6—Diaphragm-Type Hand Pump 


Diaphragm-type high-vacuum hand 
pump has been added to line of oil 
equipment manufacturer. Designed 
for petroleum and marine industries, 
as well as for rural and general in- 
dustrial use, new pump is available 
in several models, including barrel 
and underground tank types. Pump 
will handle water, gasoline and any 
petroleum liquid that will pour. 
Pump will deliver 20 g.p.m. and will 
prime a 20-ft. lift in 12 strokes. Unit 
is built of aluminum alloy with top 
and bottom housings of rust-proof 
pressed steel. Unit is easy to serv- 
ice and user can adjust or replace 
packing, clean or replace screens 
and replace diaphragm with only a 
screw driver and pliers. Pump is 
available with 8-gal. counter-total- 
izer and with hose and automatic 
shut-off nozzle or spout with pail 
hook. Unit also is available with 
cast iron base for use with under- 
ground storage tank. Tokheim Oil 
Tank & Pump Co. 


7—Quick Oil Changer 


Under name of “Oil-Evac,”’ manu- 
facturer is producing quick oil 
changer which is said to be capable 
of emptying 6-qt. crankcase in one 
minute with \%-in. tube and in less 
than 30 seconds with *%¢-in. straight 
or flexible tube. Set on 10-in. wheels 
with truck handle, unit is easy to 
move around station drive area, 
Changer has 20-qt. tank with two 
handles and can be emptied man- 
ually. Transparent plastic ejector 
hose allows operator to see flow of 
oil and tell at a glance when crank- 
case is empty. Gray Co., Inc. 










‘CUSHION-CLOSING ‘ends 
SHOCK AND HAMMER 


Time-Tested M‘Donald Valves 
Save Costly Line Equipment 


Thousands of users will tell you the McDonald Slo-Self Closing Loading 
Line Valves are the one positive, permanent way of eliminating the 


destructive shock and hammer imparted to pressure lines when ordinary 


valves are suddenly closed . . . These time-tested valves cannot “bang 
shut’ because the valve plunger is hydraulically controlled . . . This is 
Plate 945— i a a time to guard against costly damage to expensive line equipment- 
— o a time to make sure that McDonald Slo-Self Closing Valves are installed 


wherever loading is done under high pressure . . . Ask for full details. 


A. Y. M°DONALD MFG. CO. 


‘‘The Home of the Swing Joint’’ 


DUBUQUE, IOWA 


There’s a McDonald Branch 
or Distributor Near You 


Plate 967 
Adjustable Handle 


FOR LOW-PRESSURE OR GRAVITY 
LOADING ... THE McDONALD SELF- 
CLOSING LOADING LINE VALVE 


A leak-proof, full-flow valve de- 





signed to give a cushion closing 

effect. Elimination of “belly” at 

valve bottom provides a straight 

waterway and increased volume. 

High-grade bronze body—malle- 

able iron cam and handle—steel stem. 

me Tape Sizes 2”, 214’, 3”. 


McDonald  Slo-Self Closing th McDONALD VACUUM BREAKER—for loading lines. 
Loading Line Valves feature 


cushion closing, easy open Permits automatic and instant draining of fill 
ing, full flow. Adjustable 


to operating pressures ipes. Leak-proof construction. All-bronze ex- 
Available in hold-open and 4 ; tied P 


stay-open types. All-bronze : cept for composition disc. Size 
except for malleable iron ; 


handle and _= steel roller 
Sizes: 2", 22", 


Plate 988 


Mc DONALD 
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§—Light-Weight Propane Cylinder 


Company has started mass _ pro- 
luction of new lightweight propane 
ylinder of 100-lb. capacity and tare 
weight of only 72 lbs. Cylinders are 
made of high tensile strength alloy 
steel to ICC Specification 4BA-240. 
Units are supplied in any quantity, 
with or without pressed steel caps, 
with valve inserted if customer de- 
sires. Harrisburg Steel Corp. 


9—Combining Conveyors 


Manufacturer has developed co-or- 
inated system of combining apron 
conveyors, gravity roller and live 
roller conveyors and a system of au- 
tomatic air-actuated deflectors. Com- 
pany says systems will solve many 
problems of large petroleum prod- 
cts manufacturers. Alvey-Fergu- 


10—New Type Sealing Material 


New type sealing material, ‘“Fel- 
seal,” has been developed by manu- 
facturer to meet severe service con- 
ditions at low cost and permit use of 
inexpensive base materials for oil, 
fuel and solvent applications. High 
plastic flow of ‘‘Felseal’” under mod- 
erate flange pressures saves costly 
machining. Castings and machined 
parts are sealed without using a fin- 
ishing cut or surface grinding. Ma- 
terial is specially suited for fuel- 
carrying pumps, solvents or oils and 
operates under extremely high and 
low temperatures. Felt Products Mfg. 
Co. 


11—Control Valve 


Manufacturer claims radical im- 
provement in control valve body de- 
sign in new unit. Valve body com- 
prises two simple castings. Celan, 
smooth flow passages without poc- 
kets or shoulders to accumulate sol- 
ids contributes to increased flow ca- 
pacity, company states. Manufac- 
turer also says valve body is unique 
in that the two body parts may be 
rotated about the seat ring in as- 
sembly to form a right hand angle, 
left hand angle or a straight through 
pattern. Addition of a simple straight 
adapter makes a conventional angle 
pattern valve body. To power the 
valve, company developed actuating 
unit of piston type and is said to 
provide operating power from five to 
10 times that available with conven- 
tional spring and diaphragm assem- 
bly. Company says design contrib- 
utes to maximum reduction in main- 
tenance and effects a weight saving 
of up to 50%. The Annin Co. 


GEORGIA 








We Repair and Refinish 
Veeder-Root 
Computer and Register Wheels 


All Work Guaranteed 


EQUIPMENT SALES CO., INC. 


858 Dekalb Ave., N.E. 
Atlanta, Georgia 
Lamar-1754-5 


Inquiries Invited 





ILLINOIS 





Service Station And 
Oil Handling Equipment 
BRUNS & COLLINS, INC. 


1453 S. Michigan Ave. 
Chicago 16, Ill. 
Immediately From Our Warehouse 








P. R. GIRARD 


Factory Representative 


Champion Compressors 
Globe Hoists 
Wheaton Brass Works 


327 S. LaSalle St. 
Chicago 4, Ill. 











Your Needs In Oil Handling 
Service Station Equipment 
From Our Warehouse 


PLEWKE EQUIPMENT CO. 


1742 W. Madison Ave., 
Chicago 12, III, 








SERVICE 
STATIONS 














INDIANA 








Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 
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12—Safety Sole 


Shoes can be made more safe for 
use on surfaces which are made slip- 
pery by oil or grease by putting on 
new sole incorporating the principle 
of wire claws inserted in rubber as 
on some modern truck tires. Made 
of rubber, soles can be cemented to 
work shoes by special cement that 
comes with each pair of soles. Soles 
are available in two sizes, large and 
medium. Penetred Corp. 


13—New Diesel Truck 


Heavy-duty type truck is being 
turned out for  lighter-than-usual 
hauls to obtain advantages of low- 
cost Diesel operation. New highway 
tractor is built in four wheelbase 
lengths—-142 in. to 171 in. Two mod- 
els have front axle in conventional 
position under forward end of engine, 
while other two have front axle 
moved back under back end of en- 
gine, thus permitting shorter wheel- 
base. Engine is six-cylinder Diesel 
of 150 h.p. Optional power plant of 
165 h.p. is available. The Autocar 


Co. 





14—Radiant Heat Panels 


Docks, pumping stations and other 
working areas can be economically 
heated with new “Electricglas Radi- 
ant Heat Panel,” according to man- 
ufacturer. Heating element in panel 
is guaranteed for life. Heat is pro- 
duced by metallic alloy grid, fused 
into curved glass which is from five 
to seven times as strong as ordinary 
glass. Current passing through grid 
generates infra-red heat which, com- 
pany states, has 25% greater effi- 
ciency than comparable radiant heat- 
ing systems. Either permanent or 
portable models can be used.  In- 
stallation costs on permanent models 
are low and can be connected with 
conduit or cable to present AC or DC 
110 or 220 volt circuits. Appleman 
Glass Works. 


15—Drum Handling 


Company offers unit to ease han- 
dling of drums, making upending of 
containers safer and easier operation. 
Bar will not damage drums and will 
not slip off, company states. Wide 
lip on bar prevents drum from roll- 
ing. Hodgson Engineering & Mfg. 


Co. 


16—Case Loading Machine 


New type of case loading machine 
is designed to eliminate rough han- 
dling of containers at high speeds. 
In new unit containers are carried 
on ends standing upright and are 





not rolled. Machine comprises a 
feeder or line divider and a case load- 
er driven by a single one horsepower 
motor and is fully automatic in op- 
eration. Filled case is automatically 
discharged onto a conveyor or truck, 
ready for warehouse or _ shipping 
platform. Glass containers or flat- 
sided packages can be handled at 
the same speeds and with equal safe- 
ty as cans, manufacturer says. Food 
Machinery and Chemical Corp. 


17—Portable Telescopic Conveyor 


Manufacturer says improvements 
have been made on its portable tele- 
scopic conveyor. Sections lock to- 
gether when fully extended so that 
there is no stepdown between sec- 
tions. Simple locking arrangement 
automatically assures correct posi- 
tioning of sections without use of 
bolts or clamps. Wilkie Co. 


18—Truck Loader 


One-man, hand-operated lifting tail- 
gate is said to have nominal capat- 
ity of 600 lbs., to fit any p-ck-up 
truck and be easily installed by bolt- 
ing into place. Unit is finisied i 
red equipment enamel. Fram s and 
housings are of formed, high ‘ensil 
steel. Manufacturer says wright 
members ride on two-inch ba! bear 
ings; platform is raised and | weréé 
by two roller chains proof-te- ed a 
3,000 lbs. per strand; nine ft\ ns of 
the crank raises tailgate whi folds 
up in the usual manner. Bot! crank 
and ratchet shaft are mou: ed # 
flanged ball bearings. In add ion t 
deluxe model, a simpler mode! ‘s #80 
available. Ven Corp. 
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Model 97 
Wall Type 
Tireflator 


Model 93 
i Reel Type 
: Tireflator 


TURN “FREE AIR” INTO PROFITS 


Sure, you can keep on giving free tire infla- 
tion service usthout benefiting yourself if you 
want to—but it’s just good business to find 
out how Eco Tireflators and Eco’'s Balanced In- 
flation program turn free air’ into smportant profits —attract 
new customers, increase your sale of tires and other prod- 
ucts and services. Remember—more new cars, more low 
pressure tires every day mean more opportunities to cash in 
with the money making Balanced Inflation program! 
There's a complete Eco Tireflator line to choose trom 
Each model includes Eco's precision calibration, factory- 
sealed, tamper-proof housings; 5 to 110 pound Service 
range and the many other exclusive features that 
enable Eco owners to render the fast, efficrent, Master 


] 


Gauge accurate tre inflation service that car 


owners need and want' 


w 
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Model 98 


Tester no nl SERVICE STATION EQUIPMENT COMPANY 
Tireflator MUSKEGON, MICHIGAN 
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LOADING WITH WHEATON 


—means loading with ease! 


WHEATON 
295 
ASSEMBLY 
Several new patented Wheaton fea- 
tures make it possible to load faster, 
safer and at less cost. There is no need 
to shuttle trucks back and forth and 
loading can be done on either side of 
the rack. In addition to incomparable 
ease and safety of operation, every 
Wheaton Loading Assembly assures 
maximum flow through every fitting. 
COUNT ON FAST-LOADING WHEATON 
ASSEMBLIES FOR FLEXIBILITY PLUS! 
WHEATON 295 ASSEMBLY-—features 360° hori- 


zontal rotation of loading valve. When loading valve is 
swung out to full extension length, assembly automati- 
cally takes loading position. 


WHEATON 290 ASSEMBLY-— 360° horizontal and 
WHEATON GA . g 240° vertical rotation. Adjustable counter weights re- 
290 [= — turn assembly to vertical or semi vertical position after 


ASSEMBLY — 7 . loading. Ball bearing swing joints. 
WHEATON 176 SWING JOINT—for special design 


loading assemblies. Reverse curve fluid passage for 
high flow, low restriction. 


WHEATON .. a = GET THE WHOLE WHEATON STORY TODAY 
176 = “ae )=6 When you use a Wheaton Assembly 
SWING JOINT @mm =you save time and money in loading 
| opera s and cut down on mainte 
costs. These patented, stream- 
assemblies last longer and are 
r to repair. For complete data on 

money-savers, simply write us 
yur letterhead. It will be sent promp''y. 


WHEATON BRASS WORKS 


112 WALNUT STREET, NEWARK 5, NEW JERSEY 
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19—B3arrel Faucet 


New barrel faucet features lock- 

which can be padlocked, pre- 
venting tampering. When unlocked, 
lever becomes “sure-grip” operating 
handle. Faucet is said to be leak- 
proof! as well as thief-proof. Unit 
comes with or without threaded 
spout and comes in %-in, size to fit 
all standard metal drums or barrels. 
Foster Aluminum Alloy Products 


Cor} 


20—Storage Tank Tester 


Plastic unit which screws into bot- 
tom of measuring stick is said to 
give an accurate sample of the bot- 
tom contents of storage tanks. Gauge 
is cocked open before lowering and 
loses automatically when trigger re- 
lease hits tank bottom, thus entrap- 
ping water, sludge and scale to be 
raised and measured. Enterprises 


Tn 


ATlt 


21—Jacketed Pump Line 


line of jacketed pump models 
sizes of 90, 200, 300 and 450 
Models include: bare pump 
veared motor drive units, V- 
otor drive units, geared head 
drive units, flat belt units, 
back geared units and com- 
n gear and V-belt motor drive 
For handling heavy petroleum 
reases pump jackets can be 
with steam and can be cooled 
ooling water when handling 
liquids for long periods. Com- 
ine is furnished in all iron, 
fitted or steel fitted construc- 
Kither right or left hand port 
tions are available. Viking 


2, 1949 


22—Work Bench 


Manufacturer is making work 
bench of 12 gauge metal for use in 
service stations, garages, plants, etc. 
Bench is 6 ft. long, 34 in. high and 
28 in. deep. Legs of bench are 
sloped back so there is no stumbling 
hazard. Electrical knockouts for 
double outlets are provided in front 
of each leg just below the top. Back 
rails keep items from rolling off the 
top or shelf of bench. Drawer is 
pilfer-proof and mounted on rollers, 
manufacturer says. Standard finish 
is olive green with other colors op- 
tional. Aurora Equipment Co. 


23—Conveyor Line Control 


-Photoelectric control unit has been 
developed to indicate presence of a 
jam along conveyor line such as is 
often used in some warehousing and 
packaging operations of oil com- 
panies. Unit works like this: Con- 
trol and light source are placed on 
opposite sides of conveyor so action 
in photoelectric control occurs only 
when light beam has been inter- 
rupted for a predetermined time in- 
terval, representing a longer period 
than would normally be required for 
a case to pass by. This excessive 
light beam interruption can _ be 
caused only by the jamming of sev- 
eral adjacent cases. Unit can be set 
up to stop conveyor when such jams 
occur. Photoswitch, Inc. 
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24—Quick Oil Changer 


Low price oil changer has been 
added by manufacturer which also 
builds units falling within three 
higher brackets. New changer, sell- 
ing for less than $100, has complete 
visibility of oil removed from crank- 
case and gauges amount removed. 
Unit is equipped with four bayonet 
inlets to fit varying types of meas- 
uring stick holes. Sump is of 6-gal. 
capacity. Unit has handle mounted 
to top of basin so it can be removed 
readily from operating assembly. En- 
tire changer weighs only 28 lbs. Jay 
Gray Co. 


25—Wheel Alignment Gauge Set 


Wheel alignment display board 
equipped with new and improved 
gauges for handling all model cars is 
now available. Gauge set has been 
assembled to provide low cost front 
end service for stations or small 
shops. Caster, camber, toe-in, king 
pin inclination and turning radius 
angles can be checked quickly and 
accurately. Complete operating in- 
structions for all gauges are included 
in set. Bear Manufacturing Co. 


26—2-Way Rotating Fork 


Company has started manufacture 
of three-prong fork to be used for 
upending and transporting heavily 
loaded steel barrels. Unit is used 
this way: when barrel is standing 
upright the short, single fork is 
pushed under it; truck’s upright col- 
umn is tilted backward slightly and 
rotating head inclines barrel against 
long double fork, in which position it 
is transported. Unit attaches to 
truck’s lifting mechanism. Elwell- 
Parker Electric Co. 
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OIL APPLIANCES CO. 


145-149 W. 16th St. 
Indianapolis 2, Ind. 


Complete Bulk Plant & 
Service Station Equipment 
Engineering & Installation 



























































Service Station and 
Bulk Plant Equipment 
COFFIELD SUPPLY CO., INC. 


801 Prdirie Ave., Box No. 42 
South Bend, Ind. 


Bulk Plant Constr. Rep. Serv. 


























LOUISIANA 





























SERVICE EQUIPMENT CO. 


(Houston W. Martin Owner) 
Petroleum Equipment 
Headquarters Since 1915 
726-28 Girod Street, New Orleans, La. 
34 Years of Dependable Service 


























MAINE 












































In MAINE it’s 


gould equipment co. 
Box 1611—Portland, Maine 
20 years of equipment service to the 
oil man—bulk plant—service station— 
truck tank. 
ralph gould 


al gerry don kelley 



































MASSACHUSETTS 



























































MOORE AND KLING, INC. 


221 High St. Boston, Mass. 


Complete Oil Equipment 
for the past Twenty-Eight years 












































MICHIGAN 












































SCHWAB EQUIPMENT CO. 


2632 Broadway Bay City, Mich. 
Phone 24141 & 4534 


Bulk Plant Service Station 
Industrial—Truck Tanks— 
Transport Equipment 


Sales — Service — Installation 





















































R. B. RICHARDSON 


4720 Joy Road Detroit 4, Mich. 
Globe Lifts—Scully Ventalarms 
Westinghouse Air Compressors 

Buckeye Safety Fill Nozzles 
Neptune Meters 














27—Glass Fabric Tank Cover 


Aluminum pigmented, vinyl-coated 
cloth woven of Fiberglas yarns is 
now being used for covers of insu- 
lated steel tanks in which butane is 
stored for domestic gas uses. Tanks 
are wrapped in one-inch-thick Fiber- 
glas insulation blanket to protect 
against below-freezing temperatures 
and also to reduce heat loss by radi- 
ation. Vinyl and Fiberglas fabric 
cover is placed over insulation blan- 
ket to hold it in place and protect it 
from the weather. Owens-Corning 
Fiberglas Corp. 
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28—New Heavy Duty Trucks 


Sixty-one basic gasoline and Die- 
sel models are included in new ‘“H” 
line of this truck manufacturer. 
Gross vehicle weights will range 
from 19,000 to 75,000 lbs. and gross 
combination weights up to more 
than 90,000 Ibs. for off-the-highway 
vehicles. Five new gasoline engines 
have greater horsepower due to in- 
creased compression ratios—up from 
6:1 to 6.5:1—-new carburetion, new 
manifolding, new valves and valve 
timing. Diesel engines also have 
boosted compression ratios, being 
stepped up to 17:1. GMC Truck & 
Coach Division, General Motors. 


29—Burner Combustion Safeguard 


Unit has been designed to protect 
commercial-size oil burners from 
danger of flame failure and provide 
automatic programming for these 
burners. Device consists of photo- 
tube and vacuum tube amplifier 
housed in compact, dust-tight alu- 
minum case. It is mounted on burn- 
er so that it has a clear view of oil 
flame. Photoelectric system contin- 
uously monitors oil flame and when 
flame fails, instantly signals pro- 
gramming control, which automati- 
cally starts burner in operation and 
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programs a sequence 


of fuel 
opening, post ignition time, priming 


valve 


and scavenging. Combustion 


trol Corp. 


Con- 


30—Headlight Tester 


The following are listed as out- 
standing features of a new headlight 
tester: condensing lens, hyper-sensi- 
tive photoelectric cell and diagra- 
matic screen. Photo-electric cell is 
said to respond instantly to slightest 
variations and to operate in con- 
junction with an easily read dial 
that registers light volume in tho- 
sand candle powers. Tester checks 
lateral aim of light beam, beam ele- 
vation and light output volume, ac- 
cording to manufacturer, who adds 
that directional tests are simplified 
by the precision-built screen set into 
the back of the unit. That screen 
lines are graduated in inches to sim- 
plify necessary adjustments. Two 
model sizes are available. Bear Man- 
ufacturing Co. 


31—Transfer Unit 


Portable transfer unit can be used 
for filtration of paint, coolant, kero- 
sine, solvents, hydraulic and lube oils 
etc., manufacturer claims. Both metal 
edged strainer and micronic type fil- 
ters are mounted on truck with elec- 
trically driven motor. Valves ar 
arranged that either one, both, 
neither of filters can be used. I- 
lustrated model has capacity of 2! 
g.p.m., but manufacturer says units 
may be built to almost any specifi- 
cation, with standard capacities ran,- 
ing from five to 80 g.p.m. Units are 
supplied with suction and discharge 
hose assemblies and are operated 
from any standard electrical termi- 
nal. J. N. Fauver Co. 
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SUMMER 
DUST... 


Streams of pleasure drivers and vacation trippers . . . plus 
dustier roads—that’s a natural Summertime condition 
calling for an efficient oil filter! 


Get your dealers to tell the story of greater Summer 
wear on engines to every customer. Urge them to push 
Purolator’s complete filtering job as the answer to ““How 
can I give my engine greatest protection during Summer 
driving?”’ Be sure they make good use of the new 
Purolator promotional material specially designed to 
boost Summer oil filter sales to a new high! 


URGE YOUR DEALERS TO “LOOK FOR THE DIRTY FILTER” THAT MEANS A SURE-FIRE SALE! 


Keep reminding dealers about the extra sales they’|l make 
simply by showing motorists how important a clean oil 
filter is to trouble-free Summer driving. Every dirty 
element uncovered is almost certain to mean a sale! 


And Look! 


“SUMMER-TIMED” 





YOU'RE BACKED BY PUROLATOR’S BIG 
ADS TO MOTORISTS EVERYWHERE! 





June 


PUROLATOR PRODUCTS INC. 


Coast to coast, car owners will 
read Purolator’s big 2-color ad 
in the SATURDAY EVENING POST, 
LIFE, TIME, COUNTRY GENTLEMAN, 
SUCCESSFUL FARMING, POPULAR 
MECHANICS, and POPULAR SCIENCE. 


Newark 2, New Jersey 


and Windsor, Ontario, Canada 


-, 1949 


It tells the extra need for an effi- 
cient oil filter in Summertime. And 
it tells how Purolator filters all 
the abrasives, all the sludge. Result 
—your Purolator sales come easier, 
faster, and much more often! 


Hs .@ )E\ fe) 


MICRONIC OIL FILTER 


§ 
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R. V. SEAMAN COMPANY 


Saginaw — Detroit — Grand Rapids 
Michigan 


Petroleum Equipment 
Since 19290 








MISSOURI 








TRISTATE EQUIPMENT CO. 
519 S. W. Blvd. 

Kansas City 8, Mo. 
Petroleum Dispensing 
Equipment 
The Quality Lines 





NEW JERSEY 








COMPUTING CLOCK WHEELS 
Refinished like new 
Exchanged or sold 
Prices reasonable 


SERVICE SPECIALTIES INC. 


205-15th St. Jersey City 2, N. J. 











EQUIPMENT HEADQUARTERS 
for 


Rebuilt 
Meters, Pumping Units, Rebuilt 


Reconditioned Pumps, 


Registers and Parts for all 


Pumps. 
TEN HOEVE BROTHERS 


359 Mclean Blvd. Paterson 3, N. J. 








NEW YORK 





GENERAL OIL EQUIPMENT CO. 
100 Rhode Island St., Buffalo 13, N. Y. 
Brodie Meters—Yale & Towne 

Pumps—National Hose 
O.P.W. Fittings 


We Clean Storage Tanks 
Li. 7021 Li. 7022 











RENICK & MAHONEY, INC. 


114 Liberty Street 
New York, N. Y. 


Bulk Plant—Truck Tank 
and 
Service Station Equipment 








Equipment 


NEW LITERATURE 


32—Plastic Floor Covering 


Technical bulletin describes vinylite 
tile floor covering which manufac- 
turer says is resistant to most acids 
and alkalies and highly resistant to 
oil, greases and alcohol. Plastic floor 
covering comes in standard colors; 
easy to clean; and is easily applied to 
wood or concrete. Company recom- 
mends it for use in places where oil 
or grease causes quick deterioration 
of rubber or asphalt tile. Natural 
Products Co., Inc. 


33—Soap Dispenser Booklet 


Manufacturer of liquid soaps and 
soap dispensing equipment offers 16- 
page booklet describing various types 
of soaps available for use in such 
places as_ service stations, hotels, 
restaurants, etc. Data on soap dis- 
pensing equipment also is given. West 
Disinfecting Co. 


34—Station Lighting 


Manufacturer has issued two bro- 
chures dealing with its new “radiant 
light” series of fixtures for commer- 
cial use, such as _ service stations. 
New types of lights are explained 
and prices listed. W. H. Long Co. 


35—Roof Resurfacer 


Roofing folder shows how roofs can 
be repaired or weather-proofed 
through application with brush or 
trowel of plastic or liquid roof re- 
surfacers, according to manufacturer 
It is said that no involved prepara- 
tions are required to stop and pre- 
vent leaks in tin, iron, concrete, slag, 
gravel, tar paper or felt roofs. Ston- 
hard Co. 


36—Corrosion Preventives 


Fourteen solvent and petrolatum 
grease types of corrosion preventives 
are described in manufacturer’s /1- 
lustrated bulletin. Consideration is 
given to: type of material to be pro- 
tected, conditions of exposure to 
which protectant will be subjected, 
length of time protectant is needed: 
and facilities available for removal 
of protectant. R. M. Hollingshead 
Corp. 


37—Air Hose 


New catalog section on manufac- 
turer’s line of air hose features what 
is said to be a recently introduced 
improved type which is 50% lighter 
than conventional air hose of same 


working pressure. Catalog se 
also describes and lists specifications 
on all other types of air hose carrie 
by manufacturer. B. F. Goodrich C 


38—Relief Valves 


Information on dimensions and 
weights, design detail and correct in- 
stallation of forged steel relief valves 
is contained in manufacturer’s four- 
page illustrated bulletin. Valves ar 
designed for basic steam, oil or va- 
por working pressure of 600 lbs. at 
850° F. but can be furnished with 
special carbon springs for more ge- 
vere service conditions, according t 
manufacturer. Edward Valves, In 


39—Hydraulic Control Hose 


New catalog on hydraulic control 
hose has been published by manv- 
facturer. Publication lists many oi 
the recommended uses for this type 
of hose which is made with special 
wire braid to add to toughness and 
flexibility. Among recommended uses 
for hose is with automatic high- 
pressure greasing equipment. B. F 
xyoodrich Co. 


40—Generators 


Eight-page bulletin describes com- 
pany’s alternating-current, high- 
speed, coupled-type generators. Con- 
struction features of both bracket 
and pedestal type bearing synchro- 
nous generators are given as wel 
as a table of ratings of standar 
bracket bearing generators. Infor- 
mation is contained in Bulletin 05B- 
6031B. Allis-Chalmers Mfg. Co 


41—Metollizing Bulletin 


“Bulletin 62” describes how metal 
lizing can provide permanent protec- 
tion to iron and steel equipment 
Process described calls for spraying 
metal with zinc or aluminum ané 
can be applied to storage tanks 
barge interiors and exteriors, struc 
tural work, etc. Metallizing Engineer- 
ing Co., Ine. 


Plastic Sign Code 


In recognition of extensive use 
plastics by the sign industry, mode 
sign code recently issued c ntains 
sections dealing specifically with 
plastic faces, letters and decorations 
on all types of signs and displays 
Code, “American Standard Building 
Code Requirements for Signs am 
Outdoor Display Structures, A601 
is sponsored by American Municip® 
Assn. and Outdoor Advertising AS* 
of America. American Standar® 
Assn. 
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Equipment 


Consolidation of Facilities Accomplished 
In New Headquarters of Shields, Harper Co. 


This is the new headquarters of Shields, Harper & Co., equipment jobber of Oak- 
land, Calif. 


Shields, Harper & Co., Pacific Coast 
equipment jobber, has consolidated 
its operations under one roof in its 
new headquarters in Oakland, Calif. 
New building now houses facilities 
formerly located in separate Oakland 
establishments. 

Formally opened in January of this 
year, the new headquarters were 
planned to facilitate the most com- 
plete showing of petroleum handling 
equipment possible, according to L. 
R. Wieslander, president and gen- 
ral manager. More than 4,000 sq. 

of display space is provided in 
the new structure. 

One of the outstanding features in- 
luded on the program at the grand 
pening early this year was the al- 
lost complete service station set up 
nthe lobby. Included was a regulation 
sland with three computing pumps, 
backed by a mural of a modernistic 
service station. In front were air 
and water facilities, cash box, opera- 
ung driveway signal, oil measures 
ind other station equipment. 


This yj 
hew h 


Displayed in the headquarters’ 
showroom are equipment items han- 
dled by the company, such as: 

Erie service station pumps, air- 
port equipment, hand-operated pumps 
and highboys; Pittsburgh Equitable 
meters for gasoline pumps, tank 
trucks and loading rack; Yale & 
Towne trirotor pumps; Rotary lifts in 
both single and two-post models; 
Balcrank lubricating equipment; Bos- 
ton woven hose; Buckeye valves and 
fittings, including the safety fill noz- 
zle; DeVilbiss air compressors; 
Franklin Speed-O-Matic fast  bat- 
tery charger; Marlow centrifugal 
pumps; Hannay hose reels; Brown- 
Watson power take-off; Walker hy- 
draulic jacks; Revere service station 
lighting units; Tru-Flate tire gauges; 
Barrett faucets; Diamond-U quick 
couplers; Herbrand tools; Ellis buc- 
kets; Croft wheel bearing packers; 
Cam tire bead breakers; Brookins 
creepers; Hypressure Jennys; Pump- 
N-Meters for tank trucks. 

The new headquarters has adequate 


vy shows a part of Shields, Harper & Co’s 4,000 sq. ft. of display area in its 
dquarters. This gives some idea of the variety of equipment handled by 


the company 
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C. A. BREWER 


32 Byron St., Rochester, N. Y. 
Petroleum Marketing Equipment 
Farm Electric Pumps 
Truck Tank Power Dividers 





NORTH CAROLINA 





R. W. McCOLLUM 


1202 S. Elm St. Greensboro, N. C. 
Oil Handling Equipment 
Storage Tanks—Truck Tanks 
and 
Transport Trallers 








GASBOY PUMPS 


The Oilman’s choice for 


consumer accounts 


TURNER EQUIPMENT CO. 


GOLDSBORO, N. C 











CAROLINA OIL EQUIPMENT CO. 


Phone 3-2361 P. O. Box 1993 
Raleigh, N. C. 


NATIONAL PUMPS 
NEPTUNE METERS 
NATIONAL HOSE 


All types Valves and Fittings 





OHIO 





L. 0. HALVERSTADT 


1501 Payne Ave., 
Cleveland, Ohio 


Davisbilt Truck & Trailer Tanks 
Granco Truck Pumps & Meters 
Installed & Serviced 




















OHIO OIL EQUIPMENT CO. 
251 North 5th St 
Columbus 15, Ohio 


Adams 8920 Adams 5484 L.D. 337 


Distributors for 
Erie Meter Systems 
Progress Tank Trucks 
and Trailers, Joyce Lifts, 
Complete Service Station 
and Bulk Plant Equipment 





OKLAHOMA 








KELLEHER EQUIPMENT CO. 
1717 E. Ist St., Ph. 2-2889 
Tulsa 4, Okla. 
Tokheim-Curtiss-Lincoln-Wheaton 
Buckeye-Granco-Gates-Binks 
Sales Service & Parts 

















Equipment 





warehouse facilities and the service 
department is equipped with many 
types of testing equipment. 


Fresno Equipment Jobber 
Elects 2 New Directors 


Two new members have been elec- 
ted to the board of directors of Oil 
Equipment, Inc., Fresno, Calif. 

Edmond L. Marcel, formerly sales 
engineer for U. S. Flexible Tubing 
Co., was named to the board to suc- 
ceed William J. Ketsdever, who re- 
signed. 

The other new member is LaVerne 
Pace, formerly service manager for 
J. Howard Moore Co., which Oil 
Equipment purchased recently. 

Oil Equipment handles equipment 
of these manufacturers; American 
Brass Co., flexible metallic tubing: 
B. F. Goodrich, hose; Grover C. 
Smith Mfg. Co., lubrication equip- 
ment; Hayward-Hallett Mfg. Co. (di- 
vision of Construction Products 
Corp.), hoists, compressors; Gran- 
berg Corp., meters and truck pumps; 
Blackmer Pump Co., hand rotary 
pumps; Ace Hose Reel Co., Ltd., hose 
reels; H. S. Watson Co., power take- 
offs, dividers; Supermold 
steam cleaners. 

The Grover C. Smith and Super- 
mold lines have been added this year. 


_ 
Corp., 


Officers of Oil Equipment are; A. 
Kenneth Chilton, president; Edmond 
L. Marcel, vice president; William A. 
McCampbell, Jr., secretary; LaVerne 
Pace, treasurer. 


Experimental Sphere 


Birmingham Tank Co., division of In- 
galls Iron Works Co., Inc., has built for 
experimental purposes, a 24 ft. sphere. 
Called “Ingallsphere.” the unit is ex- 
pected to enable engineers to develop 
improvements over the spheres now in 
use by refineries and gas plants for 
storage of petroleum liquids and 
gases under pressure 
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NEWS OF MANUFACTURERS 


Willard F. Rock- 
well, board chair- 
man of Timken- 
Detroit Axle Co. 
(right), presents 
Col. Herbert W. 
Alden, one of the 
six original foun- 
ders of Timken, 
with a silver serv- 
ing tray suitably 
engraved in 
recognition of his 
40 years’ service 


Timken-Detroit Axle Co. last 
month commemorated its 40th an- 
niversary. Highlight of the luncheon 
celebration was the participation by 
Col. Herbert W. Alden and Eugene 
W. Lewis, two of the six original 
founders of the company. 

A third surviving founder, William 
R. Timken of New York, was unable 
to attend. Col. Alden, who is 78, is 
still active in the business and con- 
tinues to put in a full day’s work in 
the office as director of engineering. 
Mr. Lewis, who was associated with 
the company in its earlier days, is 
now chairman of the board of In- 
dustrial National Bank of Detroit. 

Since the company was founded in 
1909, it has grown with the automo- 
tive industry and today operates two 
plants in Detroit and others in Osh- 
kosh, Wis., Jackson, Mich., Utica, 
N. Y., Ashtabula, Ohio, New Castle, 
Pa. and Kenton, Ohio. 


. * * 


A Diesel engine exhibit has started 
on a five-month tour of this country 
and Canada. Exhibit was set up by 
Mack-International Motor Truck 
Corp. and displays Mack Diesel units 
in huge van-type semi-trailer on a 
Mack tractor. 

Tour, which started early in May, 
included a stop in Denver during the 
National Tank Truck Carriers, Inc., 
meeting (see NPN June 8, p. 26). 
Between NTTC sessions, large num- 
ber of tank truck men viewed the 
exhibit. 

A. G. Crockett, director of market 
research for Mack, is director of the 
tour. 

* + * 


The Chaney-Saunders Co., with 


headquarters at Greensboro, N. C, 
has been formed by The Chaney Oo, 
manufacturers’ representatives of 
Baltimore, Md. 

The new sales company will be 
headed by Bert Saunders, who has 
become an active partner. Chaney- 
Saunders will operate in North and 
South Carolina and that part of Vir 
ginia which embraces the _ trading 
areas of Danville, Martinsville and 
Roanoke. Manufacturers represented 
are: U. S. Air Compressor Co., Su 
preme Equipment Corp. and Youngs- 
town Steel Car Corp. 


* * ~ 


Mack Truck Inc., as its contribu- 
tion toward a nationwide campaign 
to promote safe and courteous driv- 
ing and to build good will for the 
trucking industry, is offering free of 
charge 812 x 11 posters spotlighting 
15 safety and courtesy rules to & 
observed by truck drivers. 

Posters, which are suitable fo 
both display and distribution to driv- 
ers, are available. Address The Et 
itor, Mack Bulldog, Mack Trucks, 
Inc., 350 Fifth Ave., New York ! 
Mm. =. 

* * * 

National Tank Co., Tulsa, has com 
pleted a new plant adding 240,00 
sq. ft. of plant floor space to its prev’ 
ous 5,000 sq. ft. plant. Most of the 
construction work was done by N® 
tional’s employes. The new plat 
has 10 departments: raw material 
unloading, plate preparation welded 
tank construction, sub-assemb y pre 
aration, treater assembly, s«parater 
assembly, sub-assembly and _ :nachine 
shop, heavy weld departme:', tes 
ing and loading and warehou e. 
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NO OTHER LUBRICANT GIVES 
YOU SO MANY BENEFITS 


2g, WNUUCITE 2t 


International's unexcelled, 
multi-purpose, all-weather 
lithium-base lubricant. 
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Inlucite 21 pymps freely at extreme tem- 
peratures, both high and low, Inlucite 
21 stays put,—will not wash out, thus 
guarding parts exposed to water against 
rust and corrosion. 


SR 20: 


Because Inlucite 21 does not “thin out,” 
it is an effective watchdog" for parts sub- 
ject to shock loads and rough driving. 
The greater durability of Inlucite 21 gives 
~ an extra margin of protection when regu- 
- lar lubrication is neglected. 
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And there can be no mistakes, no wrong 
lubricant when only one grease is used! 


Inlucite 21 is made under our exclu- 
sive patented process. 
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INTERNATIONAL LUBRICANT CORPORATION 


é New Orleans, Louisiana 
MABUFACTURERS OF QUALITY LUBRICANTS 


AVIATION - INDUSTRIAL - AUTOMOTIVE - MARINE 


Wah Research Comes Quality, With Quality Comes Leadership. 
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PENNSYLVANIA 





NEPTUNE METER CO. PRODUCTS 


Marlow Centrifugal & Granco Rotary Pumps 
Truck Tanks—Hose—Reels—Storage Tanks 


Industrial Meter Specialists 
Gasoline & Oil Equipment 
H. W. BUZZARD COMPANY 


Conshohocken, Penna. 








E. 0. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 
co 
f 














For The Petroleum Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 








RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh, Pa. 
Rutledge Service Station Flood Lights 
G&B Equipment—Buckeye Valves & 
Fittings 
Granco Pumps & Meters—Air 
Compressors 








West. Penn. Oil Equipment Co. 


512 Sandusky St. Cedor 8822 
Pittsburgh 12, Pa. 


Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Yale & Towne Pumps 











PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Pa. 
Wayne Pump Company Products 
Marlow Centrifugal & Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels— 
Storage Tanks — Pittsburgh Equitable 
Meters —Gasoline & Oil Equipment 








TEXAS 








Service Station, Bulk 
Plant and Airport 
Equipment 
UNITED PUMP SERVICE & 
SUPPLY CO. 


1701 South Lamar St. Dallas 2, Texas 








WEST VIRGINIA 








SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 








Equipment 


New Home Heating Model Exhibited at OHI 





Model of a new line of home heating equipment of Delco Appliance Division, Gen- 

eral Motors Corp., Rochester, N. Y., is examined by Paul H. Rutherford (center), gen- 

eral manager of Delco Appliance, when the first unit was introduced at the Oil Heat 

Institute exposition in Boston recently. Others in the picture are: Andrew C. Frei- 

mann, Delco Appliance sales manager (left), and Arthur R. Mann, Delco sales 

manager (right). Delco says new unit is designed to meet requirements of small 
home owner and will burn either gas or oil 


EQUIPMENT PERSONALS 


Laurence C. 
Johnston has been 
named district 
sales manager, 
with headquar- 
ters in New York, 
of Brown Fintube 
Co. of Elyria, 
Ohio. Mr. Johns- 
ton has been ac- 
tive in the heat 
transfer field for 
the last 15 years. 
Prior to his new 
association, he 
was eastern dis- 
trict manager of Process Engineering 
Co. and chief enginer of Patterson- 
Kelley Co., Inc. 


Mr. Johnston 


+ 7 * 


New general sales manager of A 
& M Service Co., Detroit, is R. D. 
Van Valzer. Prior to taking this post 
Mr. Van Valzer was with Theisen- 
Clemens Co. for 13 years. 

Two new promotions have been 
made at American Brake Shoe Co., 
according to William B. Given, Jr., 
president. Donald C. Sheldon has 
been elected assistant treasurer and 


Kenneth A. Anderson is assistant 
secretary ... Mr. Sheldon has beet 
with American Brake Shoe since 1941 

. Mr. Anderson has been with the 
company since 1944, 

Mack Trucks, Inc has named J. 
W. Adelung manager of Mack's 
Brooklyn Branch and W. A. Brad) 
as manager of the company’s Whitt 
Plains, N. Y., branch. 

* * 

Among entries in the Memoria 
Day 500-mile speed classic at Indiana- 
polis this year was the Kennedy Tank 
Special entered by William E. Ke 
nedy, Jr., president of Kennedy Tank 
& Mfg. Co., to represent his company 
The Kennedy Special completed 24 
miles of the race before being force? 
out by a broken drive shaft. Last 
year gear trouble forced withJraw@ 
of the Kennedy entry after aviné 
completed about three-fourths of tht 
race. 


* * * 


R. C. Woodhouse, formerly | ‘ener 
Motors Corp. regional mana: er 1! 
the Southwest, has been prom ted t 
assistant general sales man: ger % 
GMC Truck Division, Pontiac Mich 
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NEWS 


fr. Wanvig Mr. Allen 


Recent annual meeting of Globe- 
Union, Inc., directors saw C. O. Wan- 
vig named chairman of the board. 


He had been president of the com- 


pany since 1927. Wyeth Allen, ex- 
ecutive vice president for the past 
year and Globe management consul- 
tant for the last 20 years, was elec- 
ted president. 

* * 

Robert E. Mar- 
shall is the new 
secretary of Wor- 
thington Pump 
and Machinery 
Corp., succeeding 

oe eS” the late C. Neal 
Barney ... Mr. 
Marshall, a grad- 
uate of Amherst 
College and Har- 
vard Law School, 
has been with the 
company since 
1947, serving as 
a member of the 
lepartment, counselor on indus- 
lations and assistant secretary. 


Mr. Marshall 


* 


Roy R. Bush 
has been named 
special represen- 
tative for the 
Nordstrom Valve 
Division, Rock- 
well Manufactur- 
ing Co. Mr. 
Bush’s_ activities 
will be national 
in scope’ _ and, 
aside from aiding 
the regular sales 
force on major 
projects, will 
work with custo- 
ersonnel on methods and rou- 
£ maintaining and servicing 
ell products. He has been with 
npany since 1934 and was em- 

previously by Texas Pipe 





Mr. Bush 


* * * 


W. Buzzard, oil equipment job- 
Conshohocken, Pa., was one of 
ulpment men who set up a 
for the first time at the Bed- 
rings convention of the Penn- 
a Petroleum Assn. in May. He 
he idea of having an equip- 
lisplay at the convention, in 
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spite of the limited space available, 
and says he hopes the association 
will repeat the practice at future 
conventions. 

Among others who spoke well of 
the equipment display were Tom J. 
Bennigin, asistant district sales man- 
ager for Tokheim at Baltimore, J. 
D. Stacy of Canfield Oil Co., and R. 
B. and J. C. Rutledge of the Rut- 
ledge Equipment Co., Pittsburgh. A 
few association members suggested 
that it might be possible to allow 
more free time on future convention 


LOW COST 


HEAVY-DUTY 


PUMPING 





Equipment 





programs for visiting equipment dis- 
plays. 
a * * 

John T. Krapp, president, the Ever- 
tite Coupling Co., New York, a visi- 
tor at the Pennsylvania Petroleum 
Assn. convention at Bedford Springs, 
has retired some venerable cars to his 
farm near New York. Among his 
prizes is a 16-cylinder Cadillac, and 
a 1927 Rolls Royce. He keeps them 
in working order and takes them 
out several times each year for a 
workout. 


YALE’S new TRI-ROTOR Gaso- 
line and Solvent Pump is Jow- 
priced . .. and cuts costs 
further by lasting longer, 
pumping more gallons per 
dollar. 

It is the only low-pressure 
pump that combines the ad- 
vantages of rotary and piston 
action. 

Only 3 moving parts, 2 
pumping members, provide 
high volumetric efficiency and 
positive handling characteris- 
tics. 

Rotary action insures quiet- 
ness, long life, less maintenance, 
high vacuum, requires less 
power. 

This variable volume pump 





NEW FEATURES 


(optional). 





SEND COUPON 


BULLETIN AND QUOTATION 





Pump Division 
The Yale & Towne Mfg. Co. 
Stamford, Conn., U.S. A. 


External Timken radial and thrust bearing. 
Large rotor shaft. Oversize rotor hub. Special 
hardened alloy shuttle. Carbon bushing. Me- 
chanical seal or conventional stuffing box 


Interchangeable heads: solid, integral dash- 


pot relief valve, variable volume control. 2 
in.—80 gpm. 2% in.—90 gpm. 3 in.—100 gpm. 


FOR PUMP 


reduces to a minimum—chew- 
ing, foaming, aerating or over- 
heating the product. It permits 
handling liquids of various vis- 
cosities without modification of 
pumping members. 


Pump Division of 


THE YALE & TOWNE MFG. CO. 
Stamford, Conn., U. S. A. 





erga eres ee eee rae 


Send information and quotation on TRI-ROTOR Gasoline and Solvent Pump for 


C) truck 


[] BULK STATION TRANSFER 


DRIVE: [_] open gear reduction [| direct-gear motor [ | V-belt 


TYPE HEAD 
COMPANY 
YOUR NAME AND TITLE 


CAPACITY 


ee 
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Profit, Cost Trends of 3 Jobbers Analyzed 


Analysis All Income 
Conclusions drawn from these figures are discussed in Raymond E. Bjorkback’s From Sales, Services, Etc. 


Atlantic Coast column on page 9. (1)—Retail Fuel Oil ........ 44.7 


(2)—Wholesale Fuel Oil .... 29. 
‘ : : 3)—Gasol Fae xcakk cate 
The financial results of 10 years already contained in the year end a ns : 
of operations of three oil jobbers financial statement and profit and (5)—Laboll &@ TBA 
were combined to produce the vari- loss report. 


ous percentages which have been - . tieates @ » rotig ne ° yl male 
. : wn - 1er ncome .e) etro- 
worked out in this study by F. Ray- RCOPt G5 MEICHSG, NGUres ERO ng eee 


leum Products 
mond Kraemer, business consultant are percentages of dollar sales, rather 
of Mineola, N. Y. Together the three than cents per gallon costs commonly ae 
jobbers sell in excess of 50,000,000 used in oil industry accounting. So 
. . Oe , ’ 
gals. of petroleum products annually. Gross Profit 


Total Expense, Exclusive 

This study is devoted to a class of A ge gg 
statistics not generally made a part Analysis—Financial Ratios Profit 

of the conventional financial state- 


‘ Balance for Administra- 
ment or profit and loss report. In the Current Assets to Current tive Office Salaries 
‘es . axes , > i 
broad classifications of costs, the Liabilities ...... eee © Taxes & Profit 


term “Temperature Loss” includes all 3)—Gross Operating Profit on 


- 2 ad Net Sales ewe 
product loss in handling. “Yard Ex- eo iat on Gl... ¢ Analysi Adminisirative. 
pense” as the term implies, covers Net Profit on Net Worth 


all bulk plant operating costs. 5)—Net Profit on Net Working _ Taxes & Profit 


Capital bane. e:0 o Asb% . 
; —Totz Administrative, Taxes 
Oil burner sales are not included })—Net Sales to Net Worth .. 5.7 Times ae a . 
in these figures. 7)—Net Sales to Net Working (2)—Officers Salaries 


3 F ' ; Capital Paige 3 Times (3)—Taxes, Unemployment Ins 
Of special interest is the table of Average Collection Period .6 Days Security 


financial ratios. These relationships Net Sales to Inventory ... .7 Times (4)—Office Employees Salaries 

are seldom calculated in the account- Fixed Assets to Net Worth.. 5a Legal, Accounting, Credit & Colle 
j . ine c ie , > ave > Current Debt to Net Worth 9.5% tion ooeeens : 

ing routine carried out by the average Sai ae ae hs ce Employees Profit Sharing Pensior 
jobber, and hence rarely seen in r Sais Plan pas 

print. Similar percentages can be 

quickly obtained for many jobber 
operations, by working from figures 


Inventory to Net Working 


. ee Other Administrative Expense 
Capital ee : cosence ce 


BRS Net Profit 
Current Debts to Inventory .181.: 


Funded Debts to Net Working 166 y Total 


Petroleum-Jobber Distributor 
Sales, Costs and Profits Analysis—Period 1938-1948, Inclusive 


Comparative Retail Fuel Oil 
1938 1939 1940 1941 19 1943 1944 1945 1946 1947 
Sales Index coos 100% 129 % 151% 156 % 158 % 135 % 145% 173% 195 % 247 % 
Av. Sales Price . 06722 0611 .0651 06686 07738 .08938 .09003 .08373 08275 09626 
Average Cost . a 046 .0398 .0463 0457 05895 .06921 .06911 06225 05872 06818 


G. P. Per Gallon .. 02122 .0213 -0188 02116 -01843 .02017 .02092 02148 02403 02808 
Gross Profit % on 31.5% 35% 29 % 31.5% 24% 23 % 23 % 26 % 
Temperature Loss .. ( No Record For This Period ) 

Yard Expense sa 2.6% 2.8% 2.4% 2.3% 1.5% 

Delivery Expense . , 8.9 10.5 9.7 
Sales Expense .... 5 8.8 7.5 6.5 
Adm., Officers, 


Taxes & Profit 9.2 2.5 8.9 11.2 6.3 2.2 11.1 


29 % 


> 


Comparative Wholesale Fuel Oil 
Sales Index 136% 128% 151% 118% 129% / 199% 
AV Sales Price .0518 05286 06359 .07344 .07448 06556 
Average Cost . . .0463 04570 .05895 06921 .06911 .05872 .068158 


G. P. Per Gallon 2 0055 00716 .00464 00423 00537 00684 01017 
Gross Profit % . : 4% 5.3° 10.6% 13.5% 7.3% 5.8% 7.2% 9.3 10.4 


Temperature Loss 

Yard Expense : 

Delivery Expense 

Sales Expense 

Adm., Officers 

Taxes & Profit » Sat 7 3.3 ; 4 


5 
292 
..S 
1.5 
8 3.3 . } 4.7 
Comparative Gasoline 
Sales Index 100 161% 186% 122% 99 % 109 % 123 
Av. Sales Price 09742 0895 1022 121 1211 12177 11935 
Average Cost .07661 .0699 OS29 10079 1030 .10188 09804 
G. P. Per Gallor 02081 ‘ 0196 0193 


02021 O1S81 01989 
Gross Profit 21.4 21.9% 21.9 18.9% 


16.7% 14.9% 16.3% 
Temperature Los 

Yard Expense 

Delivery Expense 

Pump and Tank Exp 

Sales Expense 

\dm Officers 

Taxes & Profit 


Composite Over 
all Net Profit 


Capital Asset 
Investments 
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IN BULK PLANTS 
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FOR ACCURACY 


Only accurate metering can stop shortages at every stage of 
petroleum marketing—and over the years Neptune Red Seal 
Meters have met every challenge. They've put the finger on 
evaporation, leakage, and theft. They've substituted absolute 
accuracy for questionable truck tank markers and bucketing. 
In some cases, they've even spotted errors that creep into the 
best-managed systems through faulty proving! 


Yes, hundreds of case histories in our files prove you can depend 
on Red Seal for amazing accuracy! Manufactured with utmost 
precision, there’s only one moving part in the measuring chamber, 
: with positive capillary seal that maintains accuracy over millions 
NEPTUNE METER COMPANY of gallons without expensive maintenance. The chamber is com- 
sd WEST 50th STREET pletely enclosed by liquid, hence Red Seal accuracy is not affected 

W YORK 20, N. Y. by pressure changes. 


sit a Ask to see the new Red Seal registers—easier ticket printing— 
faster Auto-Stop settings—more compact, lighter—easier to cali- 

* BOSTON * CHICAGO * DALLAS b t A d k b h . | ° U . R | P| h 
Pe f =e ra e. And ask a out ft e exc usive nit Replacement Pian that 
| MO. © PHILADELPHIA saves time and money while keeping your Red Seal meters always 


SAN FRANCISCO on the job. Just call the nearest Neptune office or your Neptune 


Factory, LONG BRANCH, ONT. equipment jobber. 208 
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Charge That Majors Subsidize Marketing 
Refuted in Talk Against Divorcement 


Following is a partial text 
Petroleum Industry,” 


the talk “Divorcement and the 


given at the Tennessee Oil Men’s Assn. annual 


meeting last week by Edwin S. Hall, vice president of Esso Standard 
and one of the industry’s best known lawyers. 


In arguing the case against divorcement before a jobber group, 


Mr. Hall discusses primarily the 


question of whether disintegration 


would help the Independent wholesaler. He includes a discussion of 
the charge that integrated companies subsidize marketing with prof- 
its from other operations, citing figures on the profits of the Esso 


marketing department. 


By EDWIN S. HALL 


Vice President 
Esso Standard Oil Co. 


The dictionary defines integration 
as “the act of forming into a whole, 
the act of uniting or unifying so as to 
form a complete or perfect whole.” 
Thus, integration is a great deal more 
than the mere putting together under 
a common ownership of enterprises 
operating in the producing, the re- 
fining, the transportation, and the 
selling phases of the petroleum busi- 
ness. It is a combination of functions 
Jor @ new purpose. 

Integration is to management or 
planning activities what assembly-line 
production is to a manufacturing 
plant. It is a way of organizing and 
combining some or all of the func- 
tions extending from discovery and 
production of crude oil to the final 
distribution to dealers. it is this in- 
tegrated management activity that 
we want to describe and to test in 
the light of the public interest. 

Integration facilitates the full, free, 
easy transfer of information about 
the several aspects of the petroleum 
business to one management. The 
integrated firm can more easily en- 
gage in effective advance planning 
than the non-integrated firm; it has 
all the necessary information for ad- 
vanced planning readily available; the 
management doesn’t have to guess as 
to what is in the minds of other 
people. 

The easy flow of information to 
management, which is characteristic 
of the integrated firm, facilitates such 
heavy capital investments, subject to 
the risk of obsolescence and quick 
changes in both the qualitative and 
quantitative aspects of demand. 


Planning a Continuous Flow 


Planning for a continuous flow of 
petroleum products from wells to con- 
sumers with minimization of stor- 
age and economy of investment, which 
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can be accomplished only by the in- 
tegrated firm, is not only the basis for 
the effective management of risk; it 
is likewise essential to the service of 
consumers, who, after all, are our real 
bosses, for it is they who pay the 
bill. 

This kind of integration is by no 
means peculiar to the petroleum in- 
dustry. In industry after indlstry, 
we find companies choosing which 
functions they will combine. The 
answers of individual firms vary as 
they do in our own industry. For 
instance, many petroleum jobbers op- 
erate retail filling stations, thus in- 
tegrating wholesale, retail and trans- 
portation functions, but there are 
other successful jobbers who engage 
only in wholesaling and transporta- 
tion. 

This freedom of choice has been 
one of the heritages of our demo- 
cratic way of life. We Americans in 
the past have worshipped—and still 
do—our freedom of choice, including 
as it does the assumption of the risks 
we want to take, in so far as they 
are not against public policy, and 
also the assumption of the chance of 
failure. Present divorcement legisla- 
tive proposals presume that the choice 
to integrate or not as a firm thinks 
best is not in the public interest. I 
want to take a direct look at this 
question of public interest. 


Public’s Stake in Divorcement 


Integration Means Better Supply, 
Better Products and Lower Prices 


The two views of public interest 
which I want to discuss are, first, the 
interest of our boss, the consumer, 
the user of products, and second, the 
general public interest, which is more 
indirect but none the less real. 

Looking at consumers, one might 
say that their essential interests are: 
first, continued assurance of suppliers; 
second, continued improvement in 


quality of producti; and third, prices 
as low as they can be, consistent wit! 
these other factors. I suggest that 
integration not only has not inter- 
fered with these interests of consum- 
ers, but on the contrary has actual! 
contributed importantly to the 

Let us take a look at the supply 
situation. After the war, supplies 
were expected to exceed demand. N 
one foresaw the great increase in de- 
mand for middle distillates for rail- 
roads, house heating, and jet fuels 
or the phenomenal increase in the de- 
mand for gasoline. An expected sur- 
plus position was suddenly trans- 
formed into an acute shortage. By 
reason of its integrated character 
the industry was able to meet this 
challenge. 

It made capital investments wher 
they were needed— in new wells, trans- 
portation facilities and refinery ¢a- 
pacity. The integrated managements 
broke the bottlenecks restricting ex- 
pansion. They could do these things 
promptly and unhesitatingly only be- 
cause of the integrated character otf 
the business. Through co-ordinatior 
of effort they met this unprecedented 
demand without an undue rise 1 
prices, and they poured more thar 
the usual percentage of earnings 
back into balanced capital expansion 

Integration has contributed to qual- 
ity improvement in two important 
ways. It has made possible an easy 
flow of ideas from producers, refiners 
and management to researchers and 
back again. The stability of opera- 
tions, which is enhanced by integra- 
tion, facilitates both the development 
of research and its practical applica- 
tion. 

The Consumer and Prices 


Let us face the question of the con- 
sumer’s interest in prices. Our indus- 
try has a commendable record in this 
respect. Using the data of the Unit- 
ed States Bureau of Labor statistics 
on a 1941 basis of 100, it is notabl 
that the consumers’ retail pric: index 
for all items advanced from 100 
1941 to a high of 155.1 in 1948, or 4 
increase of 55.1%. The incre se fo! 
food was 81.3; for clothing 7!.5; fo 
bituminous coal 65%. The rete! pric’ 
of gasoline in 50 cities in the Jnitt 
States (ex tax) increased only 46.9 
The tank wagon price in Chat! 1n00¢¢ 
increased from 1941 to the resent 
time only 51.6% 

Or consider a broader con: )ariso 
over a longer period of time at the 
wholesale level. Whereas the © |!-com 
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GMC trucks are preferred for tough, rugged going . . . they are 


g } 


j 
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Jun, 


ven top billing by thousands of truck operators whenever the 


) calls for high level dependability and performance. 


ViCs have won this acclaim because they are products of the 


rld’s largest commercial vehicle manufacturer . . . because they 
‘built with truck engines and chassis. . . because they provide 
ull measure of everything truck owners and drivers want. 


is goes for petroleum transport, as it does for all other hauling. 
r here, as elsewhere . . . in engines, models and chassis types 
signed and engineered to meet the needs of every job... 
IC performance is star performance—every time. 


C TRUCK & COACH DIVISION « GENERAL MOTORS CORPORATION 


-, 1949 


The country’s largest motorized 
circus employs a fleet of 40 GMCs 
to haul all its equipment . . . and 
these star performers deliver their 
valuable cargoes to daily destina- 
tions on exacting, pre-set schedules. 


i 


The Key to Greater 
Truck Value 


_ 


GASOLINE + DIESEL 
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modity wholesale price index going 
back to the year 1926 as a base, had 
advanced by January of this year 
61%, the corresponding price index 
for petroleum products had increased 
by only 21%. 

Do not be misled by any loose talk 
about prices. They could have gone 
much higher than they did, and in 
a non-integrated or disintegrated in- 
dustry they almost surely would have 
done so. Instead, as a result of tak- 
ing a long-run point of view, the in- 
tegrated companies generally resorted 
to allocation of scarce supplies rather 
than to taking full advantage of the 
demand and supply situation. The 
moderate advances in prices increased 
profits which were reinvested in ex- 
pansion resulting in the now better 
balanced supply and demand situa- 
tion. This is good for consumers, for 
jobbers, and in the long run, for the 
companies. 


A Spur to Improvements 


My final point from the consumer’s 
point of view is that competition in 
this industry has helped contribute 
to these low prices and has stimulated 
cost-reducing activities among all the 
elements of the industry. Sometimes 
the initiative has been taken by the 
integrated company, sometimes by 
the non-integrated firm. 

The original spur to many of the 
improvements made by integrated 
firms was a desire to increase profits, 
but in the quest for competitive ad- 
vantage, these cost savings have been 
passed along to the public as price re- 
ductions. No doubt the methods 
adopted by integrated firms have en- 
couraged non-integrated firms to in- 
itiate cost-reducing activities and to 
make discoveries of new ways of 
doing things which in turn have 
placed pressure for lower cost meth- 
ods and better performance on the 
integrated company. This healthy in- 
teraction has been to the advantage 
of consumers. 


Integration Helped in Wartime 


Research and Co-ordination Big 
Factors in National Defense 


Turning to the general public in- 
terest in contrast to that of the indi- 
vidual consumer, let me say that in- 
tegration in petroleum has _ played 
an indirect but very constructive role. 
The output of petroleum products 
needed for the war could not have 
been supplied rapidly and effectively 
without the facilities, technical re- 
search, and management know-how 
which were available because of in- 
tegration. The needed high-octane 
fuels were products of integrated oil 
company research. The integrated oil 
industry also contributed to the de- 
velopment of synthetic rubber. 

Petroleum supply in wartime re- 
quires a high degree of co-ordination 
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of all parts of the industry. During 
the last year of World War II stocks 
of crude oil were never more than 
three days’ supply in excess of work- 
ing minimum and were within one 
day’s supply for many months. An 
emergency shutdown of one refinery 
required prompt redistribution of 
crude to avoid product shortages. 
Only operators who knew intimately 
the capabilities of their refineries for 
handling the crude and distributing 
the products and who knew the trans- 
portation problems involved could ar- 
range the shift. 


Wartime Problem Solved 


Daily crises in product supply arose, 
but the public and the Armed Serv- 
ices never even knew of them. They 
were solved within a day, or even 
an hour, by phone calls to integrated 
companies who could divert supply 
from their refineries to the Armed 
Services and make the necessary re- 
adjustments at their distant termin- 
als or who could switch refinery sup- 
plies from one terminal to another to 
avert a shortage in civilian supply. 

Experts who handled these opera- 
tions during the war agree that they 
would have been impossible without 
integrated companies. Everything 
would have had to be done on a hit- 
or-miss basis. There would have been 
500 phone calls instead of five, and 
even then there would have been no 
assurance of success. There simply 
isn’t time during war operations for 
such inefficiency. The battle would 
have been over before the supplies ar- 
rived. 

Today the integrated oil industry 
is a large supplier of the Department 
of Defense. There is little question 


that the planning and procurement 
agencies of that department benefit 
greatly from using integrated com- 
panies as sources of supply. They 
are assured of balanced flow and they 
can fix the responsibility of co-ordi- 
nation of effort throughout the indus- 
try on a limited number of firms. 

In normal peacetime, of course, the 
inefficiency of non-integration might 
not be so critical to the Defense De- 
partment——it would only mean high 
prices and irregular supplies. Never- 
theless, I feel strongly, and I am not 
a war monger, that as long as a 
threat exists which requires prepared- 
ness for an emergency, the general 
public cannot risk the disintegration 
of the oil industry. At the present 
time this consideration of the re 
quirements for national defense is, in 
my opinion, an overwhelming publi 
argument for integration. 


Would Divorcement Help Jobber? 


Everyone in Industry Constantly 
Faces Problems of Competition 


Our dynamic, progressive, and com- 
petitive industry constantly confronts 
integrated managements with serious 
problems. My contacts with oil job- 
bers indicate that the integrated com- 
panies have no monopoly on the prob- 
lems. You have problems, too, whether 
they be relations with retail outlets, 
competition from jobbers with dif- 
ferent brand and price policies, com- 
petition with major advertised brands, 
relations with suppliers, so-called 
margin squeezes, or shortages of sup- 
plies and transportation. 

Some of your problems may seem 
to be exclusively yours, and you may 
feel you are the only ones in the 
industry with problems, but isn’t it a 
fact that most of your problems con- 
cern the entire industry? Perhaps 
the only difference between your 
problems and those of integrated 
companies is the size and scope of 
the problems. You gentlemen work 
in local areas and have directly un- 
der your own individual supervision 
the organizations that must handle 
the problems. These are real eco- 
nomic advantages, which impose up- 
on the integrated companies a burden 
of accomplishing very high efficienc) 
in order to complete with you. 

The larger organizations are pel 
haps less flexible than the smalle! 
ones and work through a complicate¢ 
system of executive responsibility © 
reach a solution of a problem, which 
again must be applied, as in our cast 
all the way from Maine to Louis'ana 

Everyone Takes Risks 

Your problems and those o: th 
industry change from time to ‘1m 
with changes in the demand anc sup 
ply situation—from periods of ight 
supplies to periods of relative 9Umr 
dance. We have had our swing: (0° 
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MAJOR OIL COMPANIES, INDEPENDENT OIL JOBBERS 
fi AND PRIVATE PURCHASERS HAVE PROVEN THE GASMASTER 
- Pa. . ah. Ce: THE NATION'S FINEST PUMP FOR THE PURPOSE! 
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. The new RoeCo GasMaster is the quality built industrial 


pump you have waited for since the very beginning of the 

meter-pump industry. Users have readily endorsed this 

er? " s a : unique and compact design, built to serve every industrial 
=H. purpose. It is especially suited for serving buses, farms, 

factories, private estates, private airports and boat owners, 
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Prices and descriptive literature on 
request. Dealer and jobber inquiries 
invited. 
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from periods of government regulated 
prices to long sustained periods of 
free competitive markets. 

No doubt you, like integrated com- 
panies, find it imposible to eat your 
cake and have it, too. Some of the 
jobbers may have found it hard to 
shift their role from price buyer in 
one phase of the business cycle to the 
role in another phase of the cycle of 
“valuable customer” entitled to a con- 
tinuity of supply from a single source. 
You are just as much risk-takers as 
anyone else in the industry, and I 
don’t need to tell you what you al- 
ready know, that sometimes the risks 
are easy to bear and at other times 
they are hard; sometimes profits are 
easy and at other times they are al- 
most impossible to make. 

I have been impressed with your 
spirit, which is one of seeking not the 
artificial protection of government in 
the solution of economic give and 
take among competitive firms, but 
rather the more hardboiled philosophy 
of working out your own salvation 
through individual responsibility and 
ingenuity. 


Many Interests Involved 


Your request for fair considera- 
tion of your interests is a reasonable 
one. That yours is not the only in- 
terest to be considered, you would 
be fully prepared to admit. And that 
the many interests operating within 
the market are conplicated we would 
all accept. In the final analysis your 
interest, the interests of the Indepen- 
dent refiner, Independent crude pro- 
ducer, and all the rest, are deter- 
mined by the ballots of the consumer 
through his purchasing power and 
by the general public interest to 
which we have referred. 


Esso Marketing Not Subsidized 


Figures Show Profit Based on 
Prevailing Market Prices 


In the light of this background let 
us look at some of your problems and 
consider whether integration is the 
cause of the jobbers’ difficulties and 
whether divorcement will cure them. 
I want to discuss first—and I hope 
completely dispel—the familiar and 
often encountered charge that the 
economic forces at play in the mar- 
keting of petroleum products are 
moving in the direction of extermina- 
ting the jobbers from that business. 

We often hear it said that the in- 
tegrated companies are accentuating 
the difficulties of the jobbers by sub- 
sidizing losses encountered in mar- 
keting operations with the profits 
earned in other phases of the in- 
tegrated operation. I shall offer evi- 
dence to disprove this charge. In the 
absence of industry-wide statistics 
I must turn to the experience of my 
own company. 

My company 
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transfers manufac- 


tured petro'eum products from its re- 
fining department to its marketing 
department at prices as near the pre- 
vailing market for large transactions 
as it is possible for us to determine. 
Starting from this premise the charge 
that my company subsidizes its mar- 
keting losses out of the profits in 
other sections of our integrated oper- 
ation is entirely erroneous, and I be- 
lieve the same situation will be true 
ii most other integrated companies. 

I would like to look at my com- 
pany’s marketing operations for the 
15-year period 1934 to 1948, inclusive, 
which is surely a long enough period 
to satisfy anyone. Before we look at 
these figures you will want to recall 
that until the beginning of 1945 the 
Standard Oil Co. of Louisiana mar- 
keted in Tennessee, Arkansas and 
Louisiana, and on that date the corpo- 
ration was merged into the Esso 
Standard Oil Co. Therefore, to get a 
picture of our operations we will need 
to look first at the marketing results 
achieved by the Standard Oil Co. of 
Louisiana in the first 11 years of the 
15-year period, and then in order to 
avoid any thought that those results 
are misleading and not typical, we 
will want to look for the full 15-year 
period at the earnings on a consoli- 
dated basis of all of our marketing 
companies operating from Maine to 
Louisiana. 


Profit Figures Given 


The Standard Oil Co. of Louisiana 
during the first 11 years, 1934 to 1945 
inclusive, of the 15-year period earned 
an average annual profit on its invest- 
ment in marketing properties of 
9.51%. When we look at a consolida- 
tion of our marketing profits in the 
18 states from Maine to Louisiana for 
the full 15-year period, 1934 to 1948 
inclusive, we find the consolidated 
marketing earnings averaged 8.54% 
per annum on the consolidated invest- 
ment in marketing properties. 

I submit that those figures com- 
pletely dispose of the charge that we 
have been subsidizing our marketing 
operations by making up losses in- 
curred there out of profits earned 
elsewhere in the oil industry. 


Supply to Jobbers Increased 


Get Bigger Share of Added 
Output Than Direct Sales 


Let us turn now to another phase 
of the charge that the jobbers are 
being driven out of the oil industry 
and look at the volume of their busi- 
ness. Again, industry statistics are 
not available and I must turn to the 
results of may own company. Here 
instead of drawing a general picture 
covering 18 states I would like to 
come to your home and talk about 
Tennessee. 

In 1948 my company sold approxi- 
mately 11.5% more of its products 


to Tennessee jobbers than in 
And in 1948 it sold to jobbers 6§ 
more than it sold to jobbers in 
and gentlemen, those percent 
mean millions of gallons. In the 
period our direct business volun 
creased only 8.7% in 1948 over 
and 29% in 1948 over 1946. As 
can see, in 1947 and in 1948 our 
centage of sales in Tennessee t 
bers have increased _ substan 
more than have our percentag 
direct sales. The jobber is a 
vigorous young gentleman rr 
than a decrepit old man about 
dry up and blow away. 


Jobbers Perform a Service 


It is the philosophy of my con- 
pany that the jobbers perform a real 
service and that their position within 
the industry is secure so long as they 
efficiently continue to perform their 
function. Jobbers have a real placé 
in the industry, not because anyon 
has granted them a place but becaus¢ 
their competitive strength and ef- 
ficiency have won it for them 

Some jobbers have succeeded by al- 
lying themselves with a refiner wit! 
a well-known brand and _s staying 
with that refiner. Others have electe 
to shop around among refiners fo! 
supplies at attractive prices and t 
emphasize price appeal rather tha 
brand appeal in their marketing 
There are few if any jobbers wh 
remain strictly wholesalers. The com- 
mon practice is to combine wholesal 
and retail operations through th 
ownership and operation of bulk 
plants and retail stations and thus 
many jobbers sell directly to the con- 
suming public. They are engaged i! 


a limited type of integrated operation 


Would Divorce Boost Margins? 


Wholesale Function Costs Esso 
1.95c per Gal. in Tennessee 


Turning now to another point, th 
sufficiency of the jobber 
which has attracted your attentiol 
and mine and which has been ex- 
tensively discussed in the trade press 
I am perplexed to know how to reach 
a conclusion on this problem without 
again looking at _ statistics. Onc 
more, because of the absence of In 
dustry statistics, I must turn to th 
statistics of my own company. Be- 
fore attempting to compare your ope!- 
ations and mine, we must realize first 
that the jobbers’ operations and thos 
of an integrated company are no! 
wholly comparable. 

The number and character 
counts served by the jobber and 
the integrated company may iffe! 
Generally you are able to funcuol 
with a lower proportion of fixed costs 
The jobber has the advantage o! first 
hand acquaintance with his cust mer 
on a personal basis which t in- 
tegrated company does not p:sses 


margin 
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First in heavy-duty truck sales 
for I? straight years ! 





crererer sere 


hal 


oe most exacting truck buyers AGAIN give 
internationals a vote of confidence! 


Actual 1948 registration figures for new trucks of 
16,001 pounds and greater GVW ratings show this 
nationwide preference for Internationals: 
Internationals . . . . 26.4% 
Truck “BY . . «. « « « 14.3% 
Truck “"C” . . « « «© « 13.3% 
This marks the 17th successive year that Interna- 
tionals have led in heavy-duty truck sales! Would 
1en who buy on a basis of performance give a No. | 
iting to any truck unless it gave them a No. 1 value? 
Outstanding value—right down the line! The same 
basic values that have kept Internationals first for 17 
raight years in the heavy-duty field, are yours in any 
\ternational Truck model. Heavy, light, or medium- 
ity, your International Truck is a// truck. There’s 
) compromise with passenger car design. 
rucks built to meet your requirements. Among the 
- basic International Truck models and 1,000 differ- 


IL ITERNATIONAL “+ TRUCKS 


ent truck combinations, there’s a truck that’s right for 
your job. In the range of gross weight ratings, from 
4,400 to 90,000 pounds, you get the power, the frames, 
the axles you need for efficient hauling. 

PLuS—the nation’s largest exclusive truck service 
organization! 4,700 International Truck Dealers and 
170 Company-owned Branches are ready with trained 
mechanics, precision-engineered replacement parts 
and low-cost rebuilt exchange units... ready to keep 
your International rolling at peak efficiency. 

A truck transportation engineer is ready to help 
you! Call your nearest International Dealer or 
Branch, and find out how Internationals can step up 
the efficiency of your hauling. Trained International 
Truck transportation engineers will help you analyze 
your job—recommend a truck to lick it. If you're in- 
terested in profits, you'll call soon! 


International Harvester Builds McCormick Farm bi] 


NBC, Sunday afternoons 


Equipment Farmall Tractors . . . Industrial Power 


Motor Trucks . Refrigerators and Freezers 


Tune‘in James Melton and “Harvest of Stars, 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 


1949 
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PUT YOUR NAME 
OUT IN FRONT 


‘, 


we Nay, 


| 


7" —_ TA 
—= - — 


@ Now! Sell your name as well as 
your product with these permanent 
brand name signs . designed for 
use on gasoline pumps 


They're finished in durable porcelain 
enamel—won’t fade or wear off. Easily 
cleaned—always bright and _ colorful. 
Furnished in any shape, size, quantity 
or color, we will also design to your 
specifications. 

Write for prices. Let us duplicate your 
present design or send us a sketch; 
show size, number of colors and quan- 
tity. Do it today! 


PORCELAIN ENAMEL FINISHERS 


3221 W. 30th Street 


Dept. 8 Bishop 7-322 


Chicago 23, ilinois 








Faulty thread connections can 
cost many gallons of gasoline 
per month. 

Prevent such Joss by using REC- 
TORSEAL #2 a specially com- 
pounded, leak-proof, thread and 
gasket sealing compound on all 
connections when piping is in- 
stalled or repaired. It will save 
you money and you'll never be 
troubled with leaks. 
RECTORSEAL #2 is impervious 
to gasoline (regular or aviation). 
It's approved by major compan- 
ies ... has been proved by more 
than 10 years use in the oil in- 
dustry. 


Ask your dealer for RECTOR- 
SEAL #2 by name or 


Write RECTORSEAL, Dept. J 
2215 Commerce St., 
Houston 2, Texas 


RECTORSEAL # 2 


MAKING THE OIL INDUSTRY SAFER 





Divorcement 





Even though there are these differ- 
ences, it will interest you to know 
that the performance in Tennessee of 
the wholesale function — roughly 
equivalent to that of a jobber—cost 
my company approximately 1.95c per 
gal. last year. The jobber’s available 
margin under present conditions is 
approximately 0.65c per gal. greater 
than our cost of performing in Ten- 
nessee the jobber function. 


No Company Can Set Prices 


Whether the jobbers keep all of 
their available margin of profit for 
themselves or whether they share it 
with customers in order to attract 
volume, is a matter of competition. 
There is one thing, however, of which 
I am sure, and that is that no com- 
pany is sufficiently powerful in any 
market to decree automatically that 
the spread between tank car and 
tank wagon prices is to be main- 
tained, when under our system of 
competitive free enterprise it is pos- 
sible for jobbers with differing selling 
policies to pass some of their margin 
along to their customers. 

In the long run competition deter- 
mines margins, and to my mind, 
gentlemen, competition starts setting 
the margins of everyone at the serv- 
ice station pump. 

Let us take the margin situation in 
one of Tennessee’s largest cities. Ac- 
cording to the figures with which I 
have been supplied, the posted tank 
car price for regular gasoline has 
changed 11 times since August, 1945. 
The shortest period during which any 
one posting was in effect, except for 
one abnormal adjustment, was ap- 
proximately one month. There were 
several changes which lasted for a 
period of from two to four months 
and one lasted about a year. 

During this period there were 13 
changes in the tank wagon price. 
Also during this period the spread 
between tank car and tank wagon 
price fluctuated from a low of 0.80c 
to a high of 2.65c. If we omit the 
short period when the low spread was 
in effect, the average spread between 
tank car and tank wagon price over 
the greater portion of this period was 
approximately 2.28c. 

As competitive conditions force 
changes in the tank car postings, 
such changes, again because of com- 
petitive forces playing in the tank 
wagon field, may or may not be fully 
reflected in the tank wagon price. 

The converse is also true. Changes 
in the tank wagon price, up or down, 
may or may not be fully reflected in 
the tank car price, depending upon 
the competitive forces at play at that 
level of distribution. 


The Fluctuating Spread 


Tank wagon prices traditionally 
bear a relation to prevailing retail 
prices; and, needless to say, retail 


prices bear direct relation t.») th 
competitive forces at play at tha 
level of distribution. What I hay 
said about the instability of th 
spread between tank car and tank 
wagon prices applies equally to th 
spread between tank wagon and re. 
tail prices. 

It has been suggested that divorre. 
ment would assure jobbers of bigger 
margins. Let us take a quick glang 
at that argument. If divorcement js 
to assure bigger margins, it seem; 
to follow that divorcement in som 
unexplained way would have t 
soften or overcome the fluctuation; 
in spread between tank car, tank 
wagon and retail prices brought about 
by these normal competitive forces | 
have just discussed. Moreover, ir 
order to widen margins the price of 
the product must either go down at 
the tank car level or go up at the 
tank wagon or retail level to assur 
these larger margins. 


Under our highly competitive sys- 
tem the price of gasoline to the con- 
sumer (ex tax) has over the years 
shown a steadily declining trend 
When one looks at all the facts this 
observation can be said to apply ever 
to the postwar period. The price ad- 
vances since the war have not fully 
absorbed the increased cost of raw 
materials, refining, and transporta- 
tion that we have had to pay. The 
result has been that my compan) 
has had to concentrate its efforts on 
economies of transportation and in 
decreasing marketing costs in orde! 
to assume the cost increases which 
have not been fully reflected in the 
price of the product. 


Public Would Pay 


In view of this situation, just wher 
are the higher margins promised by 
the divorcement advocates coming 
from? Gentlemen, they would have 
to originate at the consumer level out 
of the higher prices charged to the 
consumer. If divorcement will in- 
crease margins—a point which I cer- 
tainly do not concede—and if you 
grant that increased margins must 
necessarily begin at the consumer 
level, there arises, it seems to me 
the important question—is it in th 
public interest that Congress pass 
legislation which must in the end iD 
crease the price of the product to tht 
consumer ? 

Even if, by some magic that I car 
not visualize, divorcement should it- 
crease the spread available, it woul 
not require all operators in the mar 
ket to keep all of the availab]:~ mar 
gin of profit and refrain from seek 
ing higher volume through lowé! 
profits. History shows us that job 
bers will compete with each other ane 
in that competition margin suffe! 
If the objective of divorcement is th 
maintenance of spreads, su} ession 
of competition is a necessary core 
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lary, 2nd I doubt if that would be 
in the public interest. Spreads could 
pe assured only through legislative 
action fixing the tank wagon and 
tank car prices. I am sure none of 
us wil! welcome any such regimenta- 
tion. 













Divorcement Might Cut Supply 


Could Upset Delicate Balance 
Between Production, Demand 









Another point that has given job- 
bers great concern is that of the 
adequacy of supply of merchandise. 
During the recently encountered 
periods of scarcity which were caused 
by lack of refinery capacity, insuffi- 
ient transportation equipment, lack 
ff storage capacity and even insuf- 
ficient crude production, there was 
a strong scramble to get hold of 
any supplies available During this 
scramble, my company shared the 
products it had available with all 
lasses of its customers, and it is 
my understanding that that practice 
was followed generally by the in- 
tegrated companies. We directed our 
efforts and investments toward in- 
reasing crude production, transpor- 
tation facilities and refinery capacity. 
As a result supply caught up with 
lemand in a relatively short period 
f time and you were again assured 
ff the products you needed. Would 
these same considerations which di- 
rected our efforts toward increasing 
supplies prevail under divorcement? 
I think not. 
The major impact of divorcement on 
bbers, it seems to me, would come 
nthis area of supply. What would 
ivorceement do to the jobbers? The 
answer to this question rests upon 
an understanding of the delicate bal- 
ance of supply and _ requirements. 
Divorceement would increase the risks 
f upsetting the balance. Each unit 
in the industry would confront in- 
reased risks in the lack of assured 
supplies or assured outlets. Each 
mt would hesitate before making 
the capital investments needed to ob- 
‘ain increased capacity. A failure to 
ierease capacity anywhere along the 
he from the producing well to the 
istlomer’s tank would render use- 
8s the added investments at the 
ther points. The added risks would 
tot only check the over-all growth of 
‘Me industry in face of increased pub- 
requirements, but would also in- 
fease the risks of periodic shortages 


and 
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The } lance between supply and 
“mand s so delicate that I would 
“ar the separation of refining and 
arketi: » would create serious prob- 
~_ of upply to the jobbers operat- 
“s Nt.» market or require the job- 







‘TS to greatly increase their in- 
“estmer n plants and inventories to 
“cumu 


products in periods of 
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small demand 
greater demand. 
Would Be Dangerous Experiment 
Finally, may we safely experiment 
with divorcement? I think not. If 
divorcement in the manner suggested 
by the Gillette Bills should be ordered 
and carried into effect, it means that 
the pipe lines, marine transportation 
and the marketing operations would 
each go to separate owners, probably 
corporate in structure, with their 
multitude of stockholders. If divorce- 
ment should prove a failure and the 
desirability of re-integration appear, 


against periods of 


Divorcement 








reacquiring those segments from their 
multitude of stockholders and putting 
them back together again would be 
a hopelessly impossible job. 

The whole history of modern legis- 
lation in the economic field does not 
indicate any disposition on the part 
of our legislators to admit they have 
made mistakes and retract. On the 
contrary, the disposition always is 
to pile on more and more regulations 
in the hope that somewhere they will 
find the panacea to cure the situa- 
tion which originally attracted their 
attention. 


ROTARY’S AIRDRAULIC* LIFTS 
Simplest of all to install 


Ii ici S adel. bi telt 


VALVE AN 


= - J = 


A SINGLE '/2" PIPE 
TO COMPRESSOR 


A SINGLE '/2” PIPE 


TO LiFT 


AWA 
— A 


JACK ONLY— 
NO EXTERNAL TANK 


Low cost installation is one of the advantages of the Rotary 
Airdraulic Lift. It can be easily and inexpensively installed or 
changed from one location to another. No pipe connections to be 
made deep underground .. . all that is required is a *%%” air pipe 
to your control valve and compressor, and this can be fitted by 
an ordinary mechanic. No auxiliary tank and extra valve to posi- 
tion and connect. Owners save $25 to $35 on installation. 


iT’S THE LIFT WITH THE AUTOMATIC AIR BLEEDER 


The Automatic Air Bleeder positively prevents the forming of air 
pockets, the cause of most service expense on hydraulic lifts. The 
Bleeder guarantees smooth starts and stops, even when handling 
heaviest loads. Eliminates pipe-pound, blown-out packing, bursting 
oil line connections underground, and the loss of oil from the ex- 
haust valve. It’s the greatest invention in auto lift history. Avail- 
able with the Airdraulic jack on Rotary 
Free-Wheel, and Roll-On Lifts. 


Write for New Catalog 116 


ROTARY LIFT CO. 
1066 Kansas, Memphis 1, Tenn. 
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Tests, Training Course. Other Aids 
In Skelly Program Boost TBA Sales 


Dan A. Breen 


One in a series of articles describing Skelly Oil Co.'s comprehensive 
TBA program which aims to provide help for jobbers and dealers to sell 


more merchandise to motorists. 


By LEONARD CASTLE 
NPN Staff Writer 


Jobbers in the 18-state marketing 
territory of the Skelly Oil Co. form 
an integral link in Skelly’s sales of 
TBA items. How closely Skelly works 
with its jobbers in TBA distribution 
is shown by the fact that almost 98% 
of the company’s jobbers handle some 
TBA items. 

In charge of various phases of the 
TBA program are Dan A. Breen, 
manager of wholesale sales; R. W. 
Kerr, retail sales manager; John K. 
Howe, manager, TBA Department, 
and R. M. Ward, manager of Skelly 
Approved Service Department, 

Outstanding features of Skelly’s 
TBA program are: 

1. Before new items are added to 
the TBA line they are tested for qual- 
ity and for sales appeal to the gen- 
eral public. 


2. Skelly has worked out an ex- 
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tensive sales training program for 
TBA items, working down through 
the division, district and local levels 
and culminating with on-the-driveway 
and tank wagon training courses con- 
ducted by SkKelly-trained sales ex- 
perts in uniform. 


> 


3. Key man in the sales training 
program is the “merchandiser-sales- 
man” who spends a week or more 
with a jobber or dealer, holding night- 
ly sales training meetings for the em- 
ployes, and working with them on 
the driveway, tank wagon and in 
the sales room during the day. 


!. Skelly’s TBA warehouses are 
spotted in strategic locations. so 
speedy delivery of products to all 
jobbers and dealers is assured. 


5. Jobbers and dealers are author- 
ized to make on-the-spot adjustments 
for defective goods, which Skelly will 
back up without question. 


6. Skelly follows a strict policy of 


John K. Howe 


selling and servicing a jobber’s deal- 
ers only through the jobber himself 
policies are de 
signed to assist the jobber and deal: 
sales and 


7. Liberal credit 


er over periods of slack 
keep their financial status stable 


Available to All Outlets 


Skelly’s TBA Department markets 
items of 890 different 


130 different 

sizes and types and last year 3,9 
outlets handled all or 
TBA products. The entire line 
TBA items is available to all Skel 
outlets—jobbers, 


some 


Ul 


owned and operated master stations 
The big year-round sellers, of cours 
are tires, batteries, spark plugs, f 
belts, oil filters. 


In selecting the items for its TBA 
line, the company tries to find aructs 


which are necessary to the perfol 


ance and appearance of the tom 


bile and comfort of its dri Mr 
3sreen explains that the } 
dealer can approach the TEA sa 
problem from either of tw» dire 
tions: He can load his shelves W™ 
all the gadgets he can find, many 

which are of little or no ~alue 
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s deal: 
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ber 


ir appeal, or he can limit him- 


self (o proven essential items. 

‘Tf he loads up on gadgets, he’ll 
sel] half of them and the rest will 
up as dead merchandise—shelf 
warmers—and this is what his profit 
is tied up in,’ Mr. Breen says. “But 
* he sticks to the items that we 
the public wants and needs, 
he'll have a steady turnover of mer- 
handise, a constant profit and a 
stabilized business.”’ 


Every Item Tested 


To assist the jobber or dealer in 
letermining what TBA items he 
should handle, the company studies 
und tests each new product before 
adding it to the line. First, the com- 
pany assures itself that the product 
such quality that it can be 
sold safely and profitably under Skel- 
ly's regular money-back guarantee. 
Having determined that the quality 
is satisfactory, the company then 
nust decide whether it is acceptable 
to the public—whether the qublic 
vants it enough and will buy it in 
arge enough quantities to make its 
larketing porfitable. 

To make this test, the company 
number of representative 
itlets at which the new item is of- 


is of 


selects a 


fered for sale to the public. These 
utlets are chosen to obtain an ac- 
urate cross-section of the buying 


ublic. Some of them are jobber out- 
lets, some are dealers and others are 
mpany-owned master stations. They 
ire located in and in small 
mmunities. The tests usually range 
ver periods of 30, 60 or 90 days, al- 
hough in some cases they have ex- 


i 
‘tended over a period of years. 


cities 


Once the new product has proved it- 
lf as something the public wants and 
3 willing to buy, it is added to Skel- 
ys general line of TBA items and 
fered to all jobbers and dealers. A 
tubber floor mat for automobiles 
hich Skelly tested provides an ex- 


imple of how a product proved it- 

in this manner, At first, com- 
vany officials were skeptical that 
‘oor mats would prove particularly 


pular with the buying public but 
eC1d to test them through five 
accounts and a number of 
mpanyv-owned stations. Much to the 


Surpr of company officials, the 
ID] ceptance was immediate and 
thin 30 days the mats were added 


‘0 Skellv’s TBA line. Since then the 
ats ve represented a vol- 


iles. 


good 


Training Program Set Up 


T n a group of sales special- 
S are equipped to teach other 
aoe how to sell, Skelly created a 
1arke g Institute at Kansas City 
tich — attended periodically by em- 
yes the sales departments. The 
NO nsists of a three-week class- 
" irse and a two-week field 


which all of the company’s 
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major facilities—producing fields, re- 
fineries, warehouses, etc.—are visited 
and studied. 

Instructors at the institute are 
Skelly’s top experts in the various 
subjects being studied. Assisting 
them are other experts from the 
numerous manufacturing concerns 
supplying TBA items to the company. 
At the end of this training course 
it is assumed that the student is 
qualified to start teaching other 
people to sell. 


Having completed the Institute 
training, the sales personnel are as- 
signed to their respective field jobs 
where they work closely with the job- 
bers and dealers under the direction 
of Skelly’s 12 division TBA _ super- 
visors. At division and district meet- 
ings jobbers are given the Skelly 
training course which they in turn 
can carry back to their own em- 
ployes. Skelly will furnish men to 
set up local meetings for the jobber 
although he is encouraged to conduct 
his own meeting on the basis of 
training he has received. 

(Details of the training schools for 
jobbers and dealers will be discussed 
in a subsequent article in NATIONAL 
PETROLEUM NEWS.) 


“Grass Roots” Messenger 


The merchandiser-saleman dons a 
uniform and shows by actual per- 
formance at the driveway and tank 
wagon level how TBA, as well as 
petroleum products, should be sold. 
He-is, so to speak, the “grass roots” 
messenger of the whole sales pro- 
gram, the man who puts it into op- 
eration at the point toward which the 
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consumer. 


higher 
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aiming—the ul- 


The merchandiser-salesman employe 
classification was _ established less 
than a year ago but already has 
proved its worth in convincing fash- 
ion, according to Skelly officials. In 
creating the job of merchandiser- 
salesman on Sept, 30, 1948, the com- 
pany issued a statement of policy 
describing his functions as follows: 

“The primary function of the mer- 
chandiser-salesman will be the pro- 
motion and sale of Skelly products at 
the driveway and tank wagon level. 
It is intended that he will be assigned 
to a division office and work under 
the supervision of the division man- 
ager. He will call on jobber cus- 
tomers for the purpose of demon- 
strating by actual sales to the con- 
sumer on the driveway and on the 
tank wagon how Skelly merchandise 
should be sold. He will train jobbers’ 
personnel at service stations on giv- 
ing SkKelly’s Skelcheck and 
install Skelly grease-master service 
at service stations where facilities 
are available and, if qualified, sell 
the SAS program. He will check 
merchandise stocks and endeavor to 
sell the jobber any products which the 
jobber may need, sepcializing in the 
sale of lube oil, grease, tires batter- 
ies and accessories.”’ 


service 


(The company’s SAS program will 
be discussed in a later article in 
NATIONAL PETROLEUM NEWS.) 

Duties to be performed by the 
merchandiser-salesman include: 

Assist in 
sist station 


station; as- 
soliciting 


cleaning up 
operator in 


Merchandiser-salesman (standing) arranges display in service station preparatory 
to demonstrating proper selling of TBA items 
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HereE’s a sure-fire way to slash those rising costs 


and give your business a profit lift. Follow the 
lead of smart truckers in high-mileage hauling 
who are turning more and more to fuel-saving, 
diesel-powered Macks. 

These owners report that Mack diesel engines 
give them two-way savings ... 75° more miles 
per gallon... at less cost per gallon. 

Remember, Mack’s three great Diesel engines 
are the only diesels designed for a specific line 
of trucks ... Mack trucks. That’s assurance of 


apts 


t 


perfect coordination; maximum efficiency from 
stem to stern. It also means economical inter- 
changeability of basic parts, because only Mack 
offers such a complete line of both diesel and 
gasoline-powered trucks. 

See your nearest Mack branch or dealer for 
the full story on the proved economy of Mack 
diesel-powered trucks — economy based or 
experience gained in producing more diesel 
powered trucks than any other manufacturer — 
over 15,000 alone for wartime service. 


TRUCKS 
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brod 


lack Trucks, Inc., Empire State Bldg., New York 1, N.Y. Fac »ries@t 
Allentown, Pa.; Plainfield, N. J.; New Brunswick, N. J.; Lo sland 
City, N. Y. Factory branches and dealers in all princip’| cities 
for service and parts. In Canada: Mack Trucks of Cana », Ltd 


GASOLINE or DIESEL POWERED 
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rooms are maintained at most of 
the warehouses so that jobber can 


rease jobs on the drive, on the phone 
r through personal calls; demon- 


consider bypassing him to deal di- 


rectly with his dealers.” 


trate proper greasing of cars by use 


see at first hand what he is buying. 


Credit Policy 


— { the Chek-Chart; demonstrate by Skelly officials say that “one of ’ , ; 

= ~ Eictua!l solicitation the sales of tires, F : Skelly’s credit policy for jobbers 
ms: : d ; tien Getve: the strongest points for jobber or mage jesi ig Apo th 
ioe atteries and accessories on the arive; dealer sales of TBA products” is and dealers, designed to carry em 








emonstrate by actually installing 
ires, batteries and accessories sold; 
station inventories; hold night 
ngs with service station and 
personnel to discuss Skelly 
roducts and service; sell the dealer 
broducts needed out of the jobber’s 
tock; take orders from jobber for 
ires, batteries, accessories, lubricat- 
, grease, antifreeze, paint and 

ny advertising items needed. 


On tank wagon calls the mercha- 
liser-salesman is instructed to travel 
vith the tank wagon salesman to 


he jobber or tank wagon man on 
olicitation of dealer of business and 
ommercial accounts. 


Has 17 TBA Warehouses 
has 17 


Skelly TBA warehouses 


scattered about its marketing terri- 


tory. The warehouses are so located 
that speedy overnight shipment can 
be made to virtually all jobbers and 
lealers. Shipments from warehouses 
are all made by truck. Skelly en- 
ourages the jobbers to visit the 
warehouses, inspect the merchandise 
and give their orders in person. Sales 


his ability to make on-the-spot adjust- 
ments for any defective merchandise. 
This removes from the jobber any 
necessity or inclination to argue with 
a customer about adjustments for 
the jobber knows that any refund he 
makes will be repaid by the company. 
The defective merchandise is for- 
warded to Skelly after the refund 
has been paid. 


Skelly’s guarantee tells the con- 
sumer to “Use any Skelly product 
give it what you consider is a fair 
treatment. You are the sole judge. 
If it does not satisfy you in every 
way, go to the station where you 
made your purchase and your money 
will be cheerfully refunded.” It is 
signed by W. G. Skelly, president of 
the company. 


It is a strict Skelly rule that the 
company sells and services a jobber’s 
dealer only through the jobber him- 
self. Mr. Breen explains: “We don’t 
want to sell a jobber’s dealer directly, 
and will not do so except at the 
jobber’s specific authorization. The 
jobber is our wholesaler of TBA 
products and to protect his business, 
as well as our own, we would not 


safely over seasonal and competitive 
humps, permits them to finance bulk 
purchases at 30, 60, 90 and 120-day 
terms (Federal Trade Acceptance). 
For example, the jobber or dealer 
begins in December preparing for the 
spring upsurge in sales of TBA items. 
He orders a large shipment of tires 
for delivery in December. Under 
Skelly’s credit terms, he may arrange 
to pay one-fourth of the bill on Jan. 
10, another fourth in February, an- 
other in March, and completes the 
payments in April, as the spring sell- 
ing season arrives. 

Skelly’s 12 TBA division super- 
visors work closely with the jobbers 
on such matters as advertising, stock 
control, credit and warehousing. Five 
times a week some TBA item is 
featured on the Skelly-sponsored early 
morning newscast of Alex Dreir, 
NBC commentator. Three or four 
times a year the company and the 
jobbers co-operate in sponsoring 
newspaper advertisements about TBA. 
Twice a year the company and its 
jobbers put on direct mail adver- 
tising campaigns featuring combin- 
ation ads for TBA and petroleum 
products, 
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new 


hose reel 
operates 


1,000,000 


revolutions 





New hose reel for 
ela <a oles Mlriiolilohivels) 


Self-tightening seal enables it to stand up under toughest, 


heaviest work-loads 


It’s new. It’s different. It’s better. It’s the 
finest hose reel ever built. It will never 
wear out. It’s just what you might expect 
from a company that has been an acknowl- 
edged leader in the field for many years. 

To prove this new reel, we picked one 
from stock at random and subjected it to 
exhaustive tests. We operated it for more 
than a million revolutions under con- 
stantly changing pressure from zero to 50 
pounds per square inch. Part of the time 
we used fuel oil, the remainder of the time 
we used gasoline. During the test the seal 
was not adjusted in any way. And what 
was the result? 

At the end of the test, the reel was com- 
pletely dry. It hadn't leaked a single drop. 
It was not sweating. 

The secret lies in the swing joint’s new, 
self-tightening seal that eliminates pack- 
ing and enables the reel to rotate freely at 
all times. And if this seal should ever need 
to be replaced, you can do the job in a few 


minutes, without breaking any pipe lines 

This compact reel has many other 
features that make it your best buy. Itis 
light in weight (a reel holding 100 feet o! 
1'4-inch hose weighs but 85 pounds); the 
swing joint is designed with clear, unir 
terrupted passages; every part is stee 
malleable iron, or bronze—no cast iron Is 
used; the rigid base is welded throughout 
six ball bearings with hardened and ground 
races are used on every reel; all working 
parts are easy to get at; the reel cal 
quickly be unbolted from its supports. 

This reel is available now, in any size ( 
shape, hand-operated or power-driv n, for 
installation either in the bucket box at the 
rear, or in the underslung box at the sid 
of the truck. Delivery can usually be mad 
within a week from receipt of order. For 
sizes, prices and more detailed inform 
tion write today for Bulletin 175. 

Special folder available on air, e!ectri 
or hydraulic hose reels. 


PHILADELPHIA VALVE COMPANY 


3415 ARAMINGO AVENUE PHILADELPHIA 34, PA 


Pacific Coast Distributors 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
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Fleet of Sales Promotion Trucks 
Helps Boost Major’s TBA Volume 


Cities Service Oil Co. has put 1949 
model sales promotion trucks into 
operation in the Chicago area. Trucks 
have been painted with the green de- 
sign to conform with the general 
decorative standard Cities Service 
uses for its automotive units, prod- 
ucts and service stations. Merchan- 
dise is displayed for on-the-spot sell- 
ing. 

Forty-three of these trucks are in 
use in the Midwest. Only the Chi- 
cago area fleet is now painted with 
Cities Service colors, but all trucks 
will eventually conform to the new 
lesign as they are replaced or go in 
for repainting. The first sales pro- 
motion trucks in 1932 were three- 
quarter ton panels. They proved to 
be too small to carry the necessary 
TBA and promotional items and were 


The in 
Signed 
€quipn 
operat 


replaced with the present one and 
one-half ton size panels. 

In metropolitan areas, trucks make 
rounds of service stations about every 
week or 10 days; in rural areas the 
rounds are made about each 
month. 


once 


The units are known as sales pro- 
motion trucks rather than TBA 
trucks, Cities Service says. Drivers 
are trained salesmen who advise deal- 
ers on product features and mer- 
chandising methods. Van units are 
especially useful in launching new 
products or new models and in spear- 
heading special drives and campaigns. 
They also are said to be an effective 
means of distributing advertising ma- 
terial-handouts, window displays, 
banners, etc.—where the best use of 
this material requires explanation or 


ners of sales promotion trucks are roomy and bins and shelving are de- 
2 permit transportation of a maximum number of products and service 
nt with minimum shifting enroute. Immediate needs of the service station 
are met from the truck stock, with stand-by supplies shipped through 


usual channels 


TBA Section 





demonstration by the driver-salesman 
as to its function as part of a cam- 
paign. 

All units regularly carry a repre- 
sentative stock of fast-moving acces- 
sories, such as: spark plugs, auto 
glaze, light bulbs, fan belts, radia- 
tor cleaner and seal, batteries and 
battery cables, wiper arms and 
blades, gas and radiator caps, as well 
as some seat covers, jacks and other 
heavy or bulky articles. Trucks do 
not attempt to handle deliveries of 
all sales to stations, but fill in with 
that part of the order most urgently 
needed. 

In addition to Cities Service in the 
Midwest, other Cities Service Co. 
subsidiaries are said to be studying 
the use of these sales promotion 
units for their own operations 


TBA Briefs 


Standard of Kentucky is offering 
its dealers a new assortment of Atlas 
camera film which the company says 
has been revised to meet current 
film demand. Dealers are reminded 
that surveys show that the average 
motorist buys nine rolls of film for 
every 1,000 gals. of gasoline used in 
his car. Rolls and boxes of Atlas 
film are put up in dispensing cabinet 
for wall mounting in service stations. 


A pair of direct mail advertising 
pieces in postcard form, both with 
simple red and black copy plugging an 
easy pay plan for tires and batteries 
is being offered to Tide Water As- 
sociated dealers on the West Coast. 
Small cuts of a Federal tire and an 
Aero battery are surrounded by large 
type offering credit card holders six 
months in which to pay for tire and 
battery purchases. 


The Arkansas Fuel Oil Co. chose 
a TBA supervisor in its Texas area 
as the first in a series of sketches 
about the functions of typical em- 
ployes. The first sketch, which ap- 
pears in an employe house organ, is 
built around a string of photographs 
of the supervisor (John Barker) 
visiting and talking with dealers, re- 
arranging window displays, checking 
TBA stocks, giving a sales talk on 
tires, conducting dealer meetings, in- 
specting a service station, etc 


Burgess E. Nelson, who distributes 
Gulf products, including Gulf tires 
and batteries, and a general line of 
automotive accessories, designed and 
built this combination service station 
and automobile show room in Mt. 
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FOR YOU, whistling VENTALARM ® sig- 
nal puts chauffeurs on more Money 
Spots each day. Allows deliveries to be 
made quickly, accurately, safely without 
entering home. Prevents spills, eliminates 
repeat calls. Decreases truck mileage. 
Saves man and truck time. Aids dispatch 
planning. Gives accurate tank inventories 
for degree day use. Decreases run-outs. 
Over a million in use. Slashes delivery 
costs by 20% to 30% 

Old Tanks easily equipped. Model LC 
VENTALARM signal permanently installed in vent 
line in 15 minutes. Pays for itself in 
a few deliveries. See your supply 
house or write us for literature. 
Your decision NOW will 
make yourcompany MONEY. 








SCULLY SIGNAL COMPANY 
79 FIRST STREET, CAMBRIDGE, MASS, 
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This new station designed and built by Burgess E. Nelson in Mt. Jackson, Va., pro. 
vides a large area for display and sale of TBA. Building also houses an automobile 
show room 


Jackson, Va. Over 100 ft. of exterior 
wall is given over to display window 
area. Glass is 9 ft. 3 in. high, ex- 
tending down to within two inches of 
the floor level. Top of front and 
side wall is Oriental stucco with a 
five-inch black band of structural 
glass. Lower part of front wall is 
finished with rose colored sand and 
chips treated with acid to simulate 
granite. 


Pure Oil Co. has added an outboard 
motor, called the Corsair Navigator, 
to its TBA line, and is suggesting 

















For 25 years, the industry's leading daily, oil- 
news reporting service 


For 25 years, operating management's key rep- 
resentative in Washington 


Platt’s OILGRAM News 


For 25 years, the authoritative, timely, accurate 
reporter of oil facts 


Platt’s OILGRAM News 


Write today for a two-week trial subscription. 


(No cost or obligation to U. S. applicants. 
Foreign must pay postage costs.) 


The W. C. Platt Company 
1213 West Third Street 
Cleveland 13, Ohio 




















to its dealers that they offer the 
motors for sale on Pure’s budget 
plan. Important feature of this out- 
board motor is said to be its gear 
shift control which permits the oper- 
ator to warm up the motor in neuw- 
tral, back away from the dock in re- 
verse and then shift into forward 
gear. Pure is also providing its dea- 
ders with oil and gasoline specifica- 
tions for 27 different makes of out- 
board motors. 


* * * 


A group of dealers who have built 
up a good Mobil tire business are 
the subject of a series of stories, with 
pictures, in the Magnolia Petroleum 
Co. dealer magazine. Inserted into 
each story is a fact or comment 
about the complete tire inventory 
carried by the dealer, and about the 
stock turnover he has been able to 
attain. Liberally illustrated with ac- 
tion photographs of the dealers both 
while on the job and during hours of 
relaxation, the stories get across 
some potent tire selling ideas with- 
out appearing to preach. 


* > * 


Tire, battery and accessory dealers 
experienced average sales increases of 
5% in April, 1949 over March, and 
filling station sales in April were up 


4% over March, according to Com- 
merce Department’s report on dollar 
sales in large, Independent retail 


stores. 

Commerce study also discloses that 
TBA sales for April, 1949 decreased 
10% from a year ago, making sales 
for first four months 1949 7% under 
comparable 1948 period. Filling sta- 
tion sales were reported as unchanged 
for both April and the first ‘our 
months, 1949, as compared to a veal 
ago. 


Sales of automotive parts and ac- 
cessories in U. S. 
and mail-order houses during A ril, 
1949 totaled $43 million, 


Department. This 
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more 2an March but $3 million less 
than April, 1948. 

Report shows that seasonally ad- 
iysted index of automotive parts and 
accessories sales (1935—39=100) 
advanced to 239.8 in April from 238.9 
in March, but was down from 254.2 
in April, 1948. 


For all types of chain and mail- 
order businesses sales are estimated 
at $2,103 million—about 6% above a 
year ago on a straight basis, but 
about 2% less than April, 1948, after 

























































rOo- 
. making adjustments for effects of 
later Easter and for differences in 
number of trading days. 
the & U: S. Says Drain Antifreeze 
4 In Summer, Don’t Re-use 
ut- 
rear By NPN Staff Writer 
4 The Bureau of Standards, in its 
se. pamphlet, “Automotive Antifreezes,”’ 
alls attention to the reasons why 
ard “A . 
ea. antifreeze compounds should not be 
; left in a car radiator during the sum- 
ica- : 
ute ier, and why antifreeze should not 
reused for a second season. O 
Antifreeze solutions become con- NLY q M 
taminated with use by leakage of ARLOW rey 
exhaust gases, says the bureau. I] ff 
2 Products of combustion in exhaust Q these d ers 
vith gases react with the alkaline com- qa vanta 
"mM pounds-in the antifreeze inhibitor to . C . ges ‘ 
into form salts. entrifugal Action hs 
lent “As in the case of salt-base anti- bd Self-primin quiet and efficient 
Ory freezes, even the addition of new e 5 9 on SUCtion lifts 
the nhibitor cannot prevent corrosion elf-purging — wins 
» to by these salts,” the bureau reports. High ill not vapor lock 
ac- Contaminated antifreeze solutions gher Capacity for size 
yoth vith depleted inhibitors can cause 0 rubbing part | 
s of ore corrosion and rust formation : S—long |; 
ross than uninhibited hard water if e No Interna] primi g life and low Maintenan 
ith- their use is continued indefinitely,” action ing valves or devices P —— 
the report adds. , * FOSitive prj 
| a Primin 
Under some exceptional conditions No gear reductions — » ’ 
t might be possible to use an anti- bd No by-pass Perate at Standard m 
lers freeze solution for more than one or or Pressure-reliof val Otor Speeds 
s of season, but a chemical analysis would Vverloaded engines ves; no burned out 
and required to determine if the old . May be | . Motors 
up antifreeze would be safe to use. The . : Placed outdoors — no 
om- ureai points out that the cost of Continued high ca Pump house requir d 
lar such an analysis is more than the a Pacity at low e 
a: of tae asin in te Marlow initial ¢ 
tail new antifreeze. Attention is self-compen Ost 
also called to the low cost of anti- sating shaft Seal 
‘hat freeze as compared with the cost of 
ised even minor replacements, such as a 
iles water pump or radiator. 
der Summer driving accelerates cor- 
sta- rosion even with ordinary radiator 
ged Wate? says the bureau, and for that 
yur reas rust inhibitor should always Send for a copy of bulletin PM48 
eal ad led to the water when the anti- that gies details. 
treez is drained out and the radiator 
refill 1. With the generally higher 
speec and higher temperatures which 
at cu! during summer driving greater \ 
res aers ion of the coolant” takes place, 
“i, | “ple as the bureau. Or in other MARLOW PUMPS e RIDGEWOOD ae 
ing a more air gets into the water so ’ 
vce he usting proceeds at a faster MANUFACTURERS OF QUALITY PUMPS SINCE 1924 
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HOw deep 
Can YOU dg... 








for facts and solutions? 


How far can you dig into each problem to assure 
an economical, positive solution? Actually, you 
cannot afford to stop short of the final answer to 
any refining problem. 

It is only natural that many refiners find them- 
selves faced with not one, but several important 
problems at one time... problems that must be 


solved if efficient operation is to continue unin- 


terrupted, And that’s the time when it is easy to 
stop short . .. when it is costly to dig deep without 
the assistance of specialists in meeting and solving 


a number of problems all at once. 


For help in digging deep . . . for economical solu- 
tions to technical, physical and economic problems, 
you will find Universal service extremely valuable, 


especially when you need help in a hurry. 


UNIVERSAL OIL PRODUCTS COMPANY 


° 


General Offices: 310 S. MICHIGAN AVE., CHICAGO 4, ILLINOIS, U.S. A. 
LABORATORIES: RIVERSIDE, ILLINOIS 


Universal Service Protects Your Refinery 
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» Mosher, Jr., Market Editor, NPN and Platt’s OILGRAM Price Service, 50 West 50th St., New York (20), COLumbus 5-1695 
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Penna. Crude Prices Up 13-16c, Natural Gasoline 0.25c; 
Reports Indicate Revival of Interest in Fuel Oils 


Top positions in mid-June market reports went eas- 
ily to the Seep Agency’s advances in prices for Penna. 
grade crude oils and the rise of 0.25c in prices for 
Grade 26-70 natural gasoline, FOB Group 3 and Breck- 
enridge, Tex. Both Penna. crudes and natural gaso- 
line prices have declined steadily and sharply this 
year to date. 


In the Midwest, Deep Rock Oil Corp. offered sum- 
mer discounts to No. 2 fuel consumers with the incen- 
tive that buyers filling their tanks the earliest re- 
eived the largest allowance. To date, most plans to 
neourage summer fills of heating oils were formed 
ound the idea of protection against possible de- 
lines in prices. 


In most refining and terminal areas, suppliers re- 
yorted sales to other than regular accounts continued 
relatively slow but incipient fuel oil demand was pres- 
nt. Declines in prices for light fuels were reported 
nthe Midwest; in most other areas some leveling in 
prices for kerosine and distillates was noted. Gas oil 

rgo prices were off 0.375c at the Gulf. 


Reversing the sharp downward trend in prices for 
Penna. Grade crude oils which saw Bradford oil drop 
‘rom $5.00 to $3.27 per bbl. in less than six months, 
the Joseph Seep Purchasing Agency of the South 
Penn Oil Co. posted the following prices, effective 
June 16: Bradford-Allegany $3.40, up 13c; Southwest 
Penna. $2.96, up 15c; and Eureka, W. Va., and Buck- 

, Ohio, $2.91, up 16c per bbl. 


The upward turn after six successive reductions 
vas an indication that “supply and demand have been 


balanced,” George J. Hanks, president of South Penn, 
said. The balancing of supply and demand was ac- 
complished by slightly heavier purchases by refiners 
in May than in April plus further curtailments of 
output by many small producers. Many wells in the 
Western Penna. district produce less than one bbl. per 
day, and such a scanty flow of oil is frequently aban- 
doned temporarily as prices decline. 


Other leading Western Penna. buyers met the ad- 
vances posted by the Seep Agency. Valvoline Pipe 
Lines, division of Freedom-Valvoline Oil Co., posted 
$3.40 for Middle Penna. district oil. Valvoline ad- 
vanced its prices 3c per bbl. to $2.91 for Buckeye and 
Eureka crudes; previously, Valvoline’s prices were 13c 
higher than Seep’s for these crudes. 


The Pennzoil Co. met the increase, posting $3.40 per 
bbl. for lower district Penna. Grade oil. 


Prices for Grade 26-70 natural gasoline rose 0.25c. 
FOB Group 3, when two sellers reported quoting 5.5c 
per gal., effective June 14. The following day, Breck- 
enridge prices for natural gasoline were up 0.25c on 
reports of sales of 10 cars at 5c per gal. Like the 
Seep increase in Penna. crude prices, the 0.25c rise in 
natural gasoline quotations was the first after a long 
line of reductions. 


The first plan to give consumers the incentive to 
fill up their No. 2 fuel tanks early this summer was 
announced at mid-week by Deep Rock Oil Corp. to its 
customers in the metropolitan Chicago area. The 
company said it will allow a “special early summer 
delivery discount” of 0.75c per gal. to consumers fill- 





Petroleum Transporters, Contract Carriers Serving Refiners 
and Marketers in Ohio and West Virginia 


The only pipeline on wheels. 8,100 gals. capacity. 
Phone 3502 


RA STON TRANSPORT CO. 


Cambridge, Ohio 
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OIL MARKETS 





Monday Thursday Wednesday Tuesd +y 
Motor Gasoline, 78-80 Oct. (Premium) : June 20 June 17 June 16 June 15 dune 4 
Oklahoma (Group 3) Swine ee 10.75(1) 10.75(1) 10. t(1) 10.75(1) 10.75(1) 
a (Group 3 3 basis) .. . — eee 
Tex. (For shpt. to Tex.&N.M. dest ns) 11(2) 11( 2) 11( 11.2 11(2) 
Wy. Tex.(For shpt. to Tex.@&N.M. dest’ns) (1)11-11.75(1) (1)11- il. 75(1) (1)11- V4 75(1) (1)11-11.75(1) (1)11-11.75¢ 
E. Tex. (Truck Tnsp.) .. re - (€1)11-12(1) (1)11-12(1) (1)11-12(1) (1)11-12(1) (1)11-12(1) 
Cent. W. Tex. (Truck Tnsp. wr . (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11 
Motor Gasoline, 78-80(86) Oct. (Prem.): 
Oklahoma (Group 3) . eeeeeeeeee  (1)10.75-11.625(1) (1)10.75 25(1) (1)10.75-11.625(1) (1)10.7 75-11.625(1) (1)10.75-11 5(1 
Midwestern (Group 3 basis) ae (1)10.75-11.625(1) (1)10.75 25(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11 (1) 
N. Tex.(For shpt. to Tex.&N.M. dest’ ns) (1)11-12.75(1) (1)11-12. (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11.25-11.5(1) (1)11.25- 1) (1)11.25-11.5¢1) (1)11.25-11.5(1) (1)11.25-11 1 
E. Tex, (Truck Tnsp.) ‘ 1141) 11(1) 11(1) 11(1) 11(1) 
Cent. W. Tex. (Truck Tnsp.) ........  (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1 


Motor Gasoline, 74-76 Oct. (Regular): 
Oklahoma (Group 3) ae 
gy (Group 3 basis) | ve tee hide 

Tex. (For shpt. to Tex.&N.M. dest’ ns) (1)10-10.25(1) 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(1) 
E. Tex. (Truck Tnsp.) .. ; 

Cent. W. Tex. (Truck Tnsp.) 


Motor Gasoline, 74-76(80) Oct. (Regular) : 


Oklahoma (Group 3) . (5)10-10.375(1) 
Midwestern (Group 3 basis) eeeeee €5)10-10.375(1) 
N. Tex.(For shpt. to Tex.&N.M.  dest’ns) (1)10-10.75(2) 


(1)10.25-10.5(1) 


W. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
E. Tex, (Truck Tnsp.) . ; Bees (1)10-1101) (1)10-1101) (1)10-11(1) (1)10-11(1) (1)10-11(1) 
Cent. W. Tex. (Truck Tnsp.) . -+» (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
60 octane & below: es 

Oklahoma (Group 3) . a eeeee €1)9.25-9.75(1) (1)9.25- ) (1)9.25-9.75(1) (1)9.25-9.75(1) (1)9.25-9.75(1) 
Midwestern (Group 3 basis) ..... ; (1)9.375-10(2) (2)9.25-9.75 ) (2)9.25-9.75(1) (2)9.25-9.75(1) (2)9.25-9.75(1) 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) (2)9.375-10.3(1) (S39. 375-10.3(1) (2)9.37 5-10. 3(1) (2)9, 375-10.3(1) (2)9.375-10 1) 
W. Tex.(For shpt. to Tex.@N.M. dest’ns) (2)9.25-9.75(1) (1)9.375-10(2 (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) 
E. Tex. (Truck Tnsp.) .. pete biacd 2)9.375-10.5(1) (2)9.375-10.5(1) (2)9.375-10.5(1) (2)9.375-10.5(1) (2)9.375-10.5(1) 
Cent. W. Tex. (Truck Tnsp. ) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) 


Gasoline octane ratings are ASTM Motor Method ratings, except ASTM Research Method minimum ratings which are shown in parentheses 


Motor Gasoline, 78-80 oct. (Premium) (b) 
New York harbor .. coonees (1)1 
New York harbor, barges ...... . Gian 
Philadelphia .. ~~ eke aan a. aa 
(1)1 
(1)1 
(1)1 


~) 
DAIS 


Philadelphia, barges 

Peas 

Baltimore, barges doit tee enid.an 
Motor Gasoline, 78-80 oct. (Premium) (c) 

New York harbor cone asee 

New York harbor, barges ... 


CoN 


Co 


t 


Philadelphia vies oe i 14.7(1) 14.7(1) 


Philadelphia, barges 


Baltimore ...... Sig p RSet NORAD 14.1(1) 14.1( 


Baltimore, barges 

Motor Gasoline, 74-76 oct. ' (Regular) (b) 
New York harbor ( 2.9(1) 
New York harbor, barges eactiestenne of 
Philadelphia ; done ; ( 
Philadelphia, barges ( 
Baltimore ( 
Baltimore, barges ( 

Motor Gasoline: 

Western Penna., Bradford-Warren: 
78-80 Oct. (Prem.) 


74-76 Oct. (Regular) . ee eens se 12(2) 12(2 


Western Penna., Other Districts: 
78-80 Oct. (Prem.) .. eee ooo €1)13.75 
74-76 Oct. (Regular) (3)1 

Note: Gasoline prices are reported in each day’s Platt’s OIL 
companies quoting the low & highs of the ranges. 


(b) Research octane rating is minimum of 5 points above Motor Method rating 
(c) Research octane rating is minimum of 10 points above Motor Method rating 





Summary of Daily Gasoline Prices (June 14 through June 20 


(1)10-10.254 1) 
(1)10-10.75(1) 
(1) 10.25-10.5(1) 


(5)10-10.375(1 
(5)10-10.375(1) 
(1)10- 10. 75(2) 


(1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) 
) (1)12.5-13.75(1) (1)12.5-13.75(1) (1)12.5-13.75(1) 
) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) 
) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.6511) 
(1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1 
) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1 
14.7(1) 14.7(1) 14.7(1 
14.1(1) 14.1¢1) 14.11 
(1)11.6-12.9(1) (1)11.6-12.9(1) (1)11.6-12 1 
(1)11.5-12.5(1) (1)11.5-12.5(1) (1)11.5-12.5(1 
2 (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2 
6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.661 
: (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.¢ 
(1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4 
12(2) 12(2) 12(2) 
(1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.801 
2.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.801 


Daily Price Service. Figures shown in parentheses indicate number o! 



















(1)10-10.25 
(1)10-10.75(1 


(1)10-10.25(1) 
(1)10-10.75(1) 


(1)10-10. 25(1) 
(1)10-10.75(1) 







(1)10.25-10.5(1) (1)10.25-10.5(1) (1) 10.25-10.5(1) 






(5)10-10.375(1) 
(5)10-10.375(1) 
(1)10-10.75(2) 


(5)10-10.375(1) 
(5)10-10.375(1) 
(1)10-10.75(2) 


(5)10-10.375(1 
(5)10-10.375(1 
(1)10-10.75( 2) 



































ing their tanks prior to July 31. Discounts in lesser 
amounts will be allowed on later fills: 0.5¢c off the 
company’s tank wagon prices during the month of 
August; and 0.25c off during the period from Sept. 1 
to Sept. 15. 

In making the announcement of “added incentive” 
for early No. 2 fills, Deep Rock reduced its tank wagon 
prices 0.5¢c for domestic range oil and heating oil at 
Chicago. Company posted the following tank wagon 
schedule for heating oil: 13.6c for deliveries of 1-99 
gals.; 12.6c for 100-399 gals.; and 12.1c for deliveries 
of 400 gals. or more. 

In Minneapolis, reductions of 1.25c per gal. in re- 
tail tank wagon prices for light fuel oils were re- 
ported by several Independent distributors. The gen- 
erally quoted new prices in that area are 12.25c for 
No. 1 fuel and 11.25ce for No. 2. 

Elsewhere in the nation, prices generally jogged 
along at levels unchanged from those reported pre- 
viously. However, sorhe firming indications in fuel 
oil prices were noted by suppliers and tank car mar- 
keters as a result of increase in buying interest at 
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Seaboard points and in the Midwest. At the Gulf 
Coast and New York Harbor, the low reported prices 
of 6c and 6.6c, respectively for No. 2 cargo and barg 
shipments were increasingly “difficult to shade,” buy: 
ers said. Two Chicago tank car marketers, who said 
they had previously offered No. 2 fuel at prices rang 
ing from 5.9 to 6c, at the end of the week reported 
quoting 6.25c. 

At the Gulf Coast, bunker “C” fuel at discounts of 
posted prices continued on the wane, according \ 
reports from several traders, and indications wer 
increasing that ‘premiums’ were obtainable by sellets 
for low sulfur, low carbon material. 

Prices for gasoline continued “fairly firm” in mos 
terminal areas, although stocks on hand along tht 
Eastern Seaboard still were relatively plentifu'. 

The leveling off of fuel oil prices in some ares and 
continued. general firmness in gasoline were attr? 
uted by several sources to increased inquiries. Ti 
market generally may be losing some of its t! innes 
of recent past, traders said. 

Notable inquiries included substantial lubr catilé 
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irements of Portuguese and Argentine buy- 
lifting during the summer. Two foreign in- 
for gas oil cargoes were reported at the Gulf. 
ist Coast majors and several Independent ter- 
perators were reported in the market as buy- 
ieavy fuel. 
requests for gasoline shipments into the Mid- 
ere received at southwestern and Gulf Coast 
refineries. At New York Harbor, although sales gen- 
erally continued slack, a distributor reported he was 
“just about out” of kerosine, and said he planned to 
buy a barge lot inasmuch as open market prices have 
changed little recently. 

A gradual return of some buyers to the market was 
indicated in several areas. Inventories in the hands 
f secondary suppliers were extremely limited, and 
there was increasing evidence that major marketers, 
having reduced their refinery runs, would not be 
forced to offer distress lots of kerosine and No. 2 fuel 
this summer. In the Gulf Coast, Chicago and New 
York Harbor areas, there was talk that “the bottom 
has been reached.” 

Whether or not the bottom was at hand depended 
largely on individual decisions by secondary and con- 
sumer buyers. One eastern major said: “There is 
no way we can force distributors to stock up, but we 
urselves foresee no storage problem this summer for 
No. 2 fuel.” 


ATLANTIC COAST 
Trading Continues Slow at Most Terminals 


\ summer slackness settled over trading at the whole- 
level of supply in most terminal areas along the sea- 
the past week. Prices reported by suppliers gen- 
were unchanged. With the possible exception of 
rk Harbor and some points in Florida, gasoline 
es generally continued firm. Some traders said dis- 
prices at New York Harbor appeared “steadier” 

n recent past, but heavy fuels continued to seek 
tlets at shaded prices at several middle Atlantic 


¥ 


most suppliers said their gasoline sales con- 
higher than a year ago, increased competition for 
ial accounts by major and Independent market- 
reported. In Florida, some instances of “dealer 
nm” on tank wagon gasoline sales was offered in 
here retail price competition was sharpest. 
w York Harbor, occasional barge quantities of 
arch regular-grade gasoline continued available 
led prices,” harbor suppliers reported regular- 
rices ranging upward from 11.5c per gal. 
the spot demand for distillate fuels was season- 
some indications of deferred demand were in 
One supplier said he was considering purchas- 
alent of a cargo of No. 2 fuel in barge lots for 


r if he found an “attractive price.” Sale of one 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 

June 20 ‘ , 15.21 11.26 
Month ago ed 15.21 11.20 
Year ago ‘ 14.58 11.31 

Dealer index is an average of ‘‘undivided’’ dealer prices 
ex-tax; in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline FOB refineries or 
terminals Okla Midwestern, W. Penna., Calif _—. = 
Harbor, Philadelphia, Jacksonville, Boston and Gulf Coast 











small barge of No. 2 fuel at 6.6c was reported by New 
York Harbor supplier, No. 2 barge prices at New York 
ranged from 6.6 to 7.4c. 

Sales of heavy fuels to other than regular customers 
were negligible, and some sellers said product movement 
to regular outlets was slower than usual. Occasional 
“distress” lots of bunker “C” fuel were reported, but the 
quantities usually were small. There was an unconfirmed 
report that 15,000 bbls. of bunker “C’”’ fuel was sold to a 
Hartford, Conn. buyer at $1.50, delivered; suppliers at 
New Haven reported quoting $1.60 per bbl. for bunker 
“C” in barge lots. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Revival of Fuel Oil Interest Indicated 


While spot demand for most products generally con- 
tinued light in the Midwest the second week in June, 
reports of some sources late in the week indicated revival 
of buyer interest in some items, particularly distillate 
fuels for deferred shipment. This, some refiners and 
tank car marketers said, was a “hopeful sign.’ Quota- 
tions of most refiners were reported unchanged. 

Increased jobber interest centered on range oil and 
No. 2 fuel; sizeable inquiries and sales were reported 
Gasoline shipments, while heavy, were mainly against 
contracts; no open spot sales were disclosed and tank car 
demand continued at low ebb, trade sources said. 

Improvement in No. 2 fuel was reported by refiners 
and some tank car marketers. Prices were “firming,” 
they said, with increased cracking in the Mid-Continent 
having reduced “substantially” the volume offered in the 
open market. One tank car marketer commented that he 
believed “the low point on No. 2 has been reached,” add- 
ing that he had an inquiry for 50 cars for shipment over 
the late summer and early fall months and had sold four 
cars the past week at 6.2c, Group 3, for prompt shipment. 
Two other marketers said they were quoting 6.25c, Group 
3, for No. 2; previously they said they had been able to 
buy in the Mid-Continent at prices which permitted them 
to resell at 5.9c and 6c. 

Group 3 quotations reported by refiners for No. 2 fuel 
ranged from 6.25 to 7.25c. 

A 50-car sale of range oil was reported by one refiner, 
25 cars at 7c to be shipped at rate of one car daily be- 
ginning the past week, and 25 cars for shipment over 
the winter months with the price to be the “low pub- 
lished price, date of shipment.” Late in the week the 








5-50 Ib. Grease Pails 


also specialize in drums 


to Federal Spec. R. D.— N.Y, NJ., Md., 


729-A 


<leveland Steel Barrel Co. 
Meech Ave., Cleveland 5, Ohio 








LEAMAN TRANSPORTATION 


Reliable Tank Truck Service in Pa., 


D.C., Del., Ohio, 
Va., W.Va., Conn., Mass., Vt. 


DOWNINGTOWN, PA. 


Phone 600 


NATIONAL STEEL DRUM CO. 


Specialists in Supplying 
Reconditioned Prime Head Fillers 
Tri-Sure or Rieke Closures. 
An inquiry will save you money on 
Export or Domestic shipments. 
Philadelphia 34, Pa. CUM 8-2322 
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same refiner reported selling another 25 cars at 7c, ship- 
ment of two cars to be made every three days, begin- 
ning at once. “Jobbers appear to be getting away from 
the ‘don’t buy anything’ attitude which has permeated 
all commodity markets,” he added. 

A tank car marketer, on the other hand, reported sell- 
ing two cars of range oil at 6.5c, Group 3, and other 
marketers also said they were selling at the same price. 
Group 3 quotations reported by refiners ranged from 7 
to 8.25c. 

Heavy fuels generally remained quiet, although some 
traders said they looked for increased demand from in- 
dustrial users in the event of a prolonged coal strike. 
Others, however, pointed to “excessive stockpiles” of 
coal at industrial plants as precluding any substantial 
increase in heavy fuel buying except as “lower and lower 
prices” for the latter encouraged conversions. 

Prices indicated for No. 6 fuel continued to cover a 
wide range. One marketer said he was offering low sul- 
fur oil at $0.60 per bbl., Group 3. Another marketer 
stated he was “getting” 75 to 80c for low sulfur o°‘L. 
Group 3 quotations reported by refiners ranged from 
$0.65 to $1.20 per bbl. 





WESTERN PENNA. 
Products Prices Unchanged as Crude Rises 


Prices for refined products generally were reported 
unchanged in Western Penna. the past week followiag 
13 to 16c per bbl. increase in crude prices posted by 
South Penn Oil Co. and other leading crude buyers on 
June 16 (see p. 59). There was a general firming of 
prices, refiners said, but up to the end of the week there 
had been no move among refiners to increase their quo- 
tations in view of higher raw material costs. 


Shipments of gasoline continued in good volume, fuel 
oil demand was slack, while trading in lubricating oils 
picked up slightly, according to reports. 

Some “stiffening” in inter-refinery prices for bright 
stock had been reported by refiners prior to the advance 
in crude, and price shading to the jobbing trade was said 
to be less prevalent than for some time past. Domestic 
buyers of bright stock in some instances were requesting 
prompt shipment. 

Several sales of bright stock were reported at 17c per 
gal. for 25 pour test oil, and a broker reported selling 
“several cars” of 600 steam refined stock at 12.5c, 650 
steam refined at 13.5c, for export. These prices were 
0.5¢c per gal. above the prices reported by three refiners 
for 600 and 650 s.r. stocks. 

Export inquiries in the market as the week ended 
included one for 14,000 bbls. of cylinder stock for ship- 





Crude Oil Prices 


South Penn and others advance Penna. Grae 
prices 13 to 16c; Leonard Pipe Line ups Michig.in 
crude 15c (see p. 59). 

See May 25 NPN, p. 61-62 for complete crude 
price schedules which, however, do not reficct 
changes made since May 23. 
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ment to South America and one for 7,000 bbls. of 66 
fiash for European shipment. 






Sales volume on regular-grade gasoline held at goo 
level despite the heavy pre-tax-increase buying early i 
the month, most refiners said. Demand for premiw 


grade was ‘said to have fallen off somewhat, however 







Specialty products were in good demand. One refine 
reported his sales of petrolatum were running the high. 
est in 18 months. Sale of 13,000 drums of white oil fo 
shipment to the Far East was reported. 










GULF COAST 
Gas Oil Prices Down 0.375c Per Gal. 


Principal price development at the Gulf the past wee} 
was a decline of 0.375c per gal. in the low reported prices 
for gas oils. At the same time, several suppliers said 
they noted a “heartening” increase in inquiries covering 
various products. Fuel oil offerings at ‘‘discounted 
prices’’ were much less in evidence than formerly, accori- 
ing to several traders. 































































Prices for cargo lots of gas oil were off 0.375c wher 
one supplier reported prices of 6c for 43-47 d.i., 6.125 
for 48-52, and 6.25c for 53-57. Rather than a new devel: 
opment of price weakening, the reductions in gas « 
prices reflected lower No. 2 fuel prices posted earlier in 
the month, according to reports. For the first time i 
several months, there were two active foreign inquiries 
for gas oil for July lifting in the market; previously, gas 
oil had been described as the “deadest product on th 
Gulf.” 

There also was a substantial increase in the numbe! 
of inquiries coming to suppliers. Some negotiations con- 
tinued for motor gasoline cargo sales to eastern mar- 
keters. Several suppliers reported they had _ received 
some “guarded” inquiries for kerosine and No. 2 fur 
and the majority of sellers said they had been request 
to quote on bunker ‘‘C” fuel of various grades. Increas¢ 
buying interest from upper barge buyers 
also was reported. 

While inquiries were on the increase, relatively larg 
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gaps .ontinued between buyer’s and seller’s ideas on 
in some instances ranging from 0.375 to 0.5c. One 
Independent supplier, in reporting a buyer came to him 
for No. 2 fuel, said the ‘“‘buyer’s ideas are high on quality 
and extremely low on price.” On gasoline, buyers gen- 
erally still were trying to secure 85 Research regular- 
wade at 10 or 10.125¢, whereas available cargoes of that 
rade mostly were quoted at prices ranging upward from 
10.25¢ 

Several traders said they considered it significant that 
puvers bidding $1.15 for bunker “C” cargoes, or “5c off’, 
were not meeting their requirements. On a lesser scale, 
the same was true of No. 2 fuel at less than 6c, the low 
reported price. One supplier said he had received one in- 
uiry for high sulfur “C” fuel and several requests for 
ow sulfur heavy fuel, amounting to several hundred 
thousand bbls., for shipment over the next three months. 
me export trader reported he was in process of lifting 
2 total of four cargoes of heavy fuel at the “low quoted 
orice, Platt’s Oilgram” for shipment to South America. 











CENTRAL MICHIGAN 
Gasoline Demand Good: Fuel Oils Slow 


Little change in the status of most products was re- 

ported by Central Michigan refiners the past week. Gas- 
line was moving in good volume to regular outlets, but 
bth light and heavy fuels generally were slow. Dis- 
parity in prices posted for crude by leading purchasers 
in the state was tending to keep the products market 
insettled, some refiners said. 














UGI gas oil was offered 0.5c per gal. lower with one 
refiner dropping his quotation to 8c, but prices for other 
products for the most part were reported unchanged. 

While demand for distillate fuels for prompt ship- 
ment continued quiet, large jobbers in some instances 
were said to be showing “more and more” interest in 
aking summer fills under price protection plans offered 
refiners. Heavy rains, following a four-week 
in the state, also were expected to stimulate 
farm demand for tractor fuels. 
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Spot demand for heavy fuels also remained slack but 
nterest of industrial buyers was said to be “increasing 
gradually.” Several refiners said they had “nibbles’’ 
trom industrials who had been using coal. One stated 
he was receiving ‘“‘three to five’ requests a week from 
ndustrial coal information on “heavy fuel 
prices.” He also reported selling fuel oil to one new ac- 
unt who had been using gas. 

A 15e reduction in crude prices posted by Leonard 
Pipe Line Co. went part way in meeting the 22c reduc- 
ns made by Simrall and Bay the middle of May. “This 
encouraging,” one refiner declared, “but crude is still 
sting us too much for what we're getting out of prod- 
S today.” 








users for 













MID-CONTINENT 
Natural Gasoline Improves; ‘Gas’ Use Up 


The second week of June saw the first signs of im- 


nt in natural gasoline in several months. Grade 
“(0 rices were up 0.25c, both Group 3 and Brecken- 







nage Demand for refined gasoline from farm areas 
ulSO ived in the Mid-Continent late in the week with 
vate vaked fields drying out in the Midwest. There 
ull vw .s little buyer interest in most other products and 


‘mar in the open market continued at low ebb, trade 
said. Several grades of burning oils were priced 


1949 
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lower in Arkansas and Oklahoma, but other products 
prices generally remained unchanged. 

Grade 26-70 was quoted at 5.5c by two Group 3 sellers 
June 14, and a total of four cars were reported sold open 
spot at that price during the remainder of the week. 
The following day the Breckenridge price was advanced 
to 5c, with the total sales for the rest of the week re- 
ported at 24 cars. 

A Central West Texas refiner reported receiving calls 
for UGI gas oil, with a broker bidding 5.375c, FOB plant 
Bids, he said, have increased 0.875c in the past thre 
weeks. He added he had none to offer. 

The only sales reported during the week were of six 
cars of cycled regular-grade gasoline at 9.25c, Group 3, 
by a Mid-Continent broker, to be shipped from North and 
East Texas, and 50 cars of No. 6 fuel at 68c per bbl. for 
prompt delivery to a Midwest broker by an Oklahoma 
refiner. 

Week ended with the following new price ranges in 
effect, after several 0.125c reductions in quotations were 
reported by refiners: Arkansas, 42-44 kerosine 8.5c, trac- 
tor fuel 9.375c, No. 2 fuel Tc, No. 3 fuel 6.625c; Okla- 
homa, 41-43 kerosine 8-8.875c, 42-44 kerosine 8.25-9c, 
range oil 7-8.75c, 58 and above Diesel 7.125-8.375c, No. 1 
p.w. 7-8.25c, No. 1 straw 7-8.125c, No. 3 6.25-6.875c. 















Indiana Standard Cuts Distillate Prices 


CHICAGO-—Standard Oil Co. (Indiana) has announced 
0.5¢c per gal. reduction in its “normal” consumer tank 
wagon prices for kerosine, range oil, furnace oil and 
Diesel fuel, including high speed Diesel. Reduction, ef- 
fective June 21, covers 11 states where the company 
markets—lIllinois, Iowa, Indiana, North Dakota, South 
Dakota, Minnesota, Missouri, Kansas, Nebraska, Michi- 
gan and Wisconsin. 

S. O. Indiana tank wagon table on p. 69 of this issue 
does not reflect above reductions. 


Esso Extends No. 2 Price Protection Date 


NEW YORK—Esso Standard Oil Co. June 17 confirmed 
report that it will offer price protection to No. 2 fuel 
resellers until Oct. 1, instead of Sept. 1 as originally re- 
ported. 


Mexican Bunker Fuel Prices Down 5c 


MEXICO CITY—Petroleos Mexicanos, government oil 
monopoly, has reduced its posted prices for bunker “C” 
fuel, ships’ bunkers, 5c to $1.40 per bbl., effective June 20, 
at Gulf ports of Tampico, Veracruz and Minatitlan. 

Last previous change in bunker prices at these ports 
was 5c reduction to $1.45 per bbl. on May 1. 


Aromatics Minimum to Be Dropped by AF 


WASHINGTON~—Air Force intends dropping by Jan. 
1, 1950, the 10% minimum aromatics content require- 
ment for Grade 100/130 aviation gasoline under Amend- 
ment 1 to its specification AN-F-48B. 

Advising Armed Services Petroleum Purchasing Agency 
of this plan, AF said it means to eliminate requirement 
because an improved synthetic rubber seal capable of 
withstanding effect of alternate use of aromatic and 
non-aromatic fuel now has been developed for aircraft 
fueling systems. 

Deadline of Jan. 1 is 
advised ASPPA. 


“considered to be firm,” AF also 
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OIL PRICE SECTION 


At Refineries and 
Terminals and by 
Tank Wagon 


Prices herewith are reproduced from Platt’s 
OILGRAM Daily Oil Price Service, associated 
With National retroleum News, whose repre- 
sentatives in all NPN-OILGRAM offices de- 
vote their time exclusively to reporting oil in- 
dustry prices everywhere. 

Prices shown in tables are sales prices or 
quotations or genera! offers or posted prices by 
retiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales 
ana shipments; for the business day or period 
stated; except Tank Wagon prices, prices are 
for bulk lots such as tank car, truck trans- 
port, barge; prices applying to barges or car- 
goes or truck transport lots only, so desig- 
nated FOB refineries or terminals; in cents 
per gal., except per bbl. where $ sign is 
shown wax and petrolatums in cents per 
pound; ex all fees and taxes; for crude oil 
and its products lawfully produced and trans- 
ported; reported as received by OILGRAM and 
National Petroleum News but not guaranteed; 
for subscribers’ private use only and not for 
resale or distribution or publication. During 
periods of short supply, some sellers, and at 
times all sellers, withhold quotations to new 
customers or the posting of firm prices but 
give OILGRAM the prices they otherwise would 
quote to the trade in general and which they 
confine to their regular-customers only. Gaso- 
line octane ratings in price tables are ASTM 
Motor Method ratings, except ASTM Research 
Method minimum ratings which are shown in 
parentheses. Parenthetical figures before and 
after prices indicate number of companies 
quoting the lows and highs of the ranges. For 
further details of price conditions apply to any 
NPN—OILGRAM office or see back of any 
OILGRAM Price Service invoice. 

For complete price service delivered daily 
from nearest OILGRAM publishing office, New 
York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleve- 
land (13), Ohio Annual subscription rate in 
U. 8 $150 per year, payable in advance 
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Prices in Effect June 20 June 13 
OKLAHOMA (Group 3) 
78-80 Oct 

Prem 10.75(1) 10.75(1 
78-80(86) Oct 

Prem (1)10.75-11.625(1) (1)10.75-11.625(1) 


74-76 Oct. Reg 
74-76(80) Oct 

Reg - (5)10—10.375(1) (5)10-10.37511) 
60 Oct. & 

below ....(1)9.25-9.75(1) (1)9.25-9.75(1) 


MIDWESTERN (Group 3 basis) 
78-80 Oct 




































































Prem 
78-80(86) Oct 
Prem (1)10.75-11.625(1) (1)10.75-11.625(1) 


74-76 Oct. Reg 
74-76(80) Oct 




















Reg (5)10-10.375(1) (5)10-10 375 (1) 
60 Oct.& below(2)9.25-9.75(1) (2)9.25-9.75(1) 





























N. TEX. (For shpt. to Tex, & N.M. dest’ns.) 






























78-80 Oct 

Prem 11(2) 11(2) 
7T8-80(86) Oct 

Prem (1)11-12.75(1) (1)11-12.75(1) 
74-76 Oct. 

Reg (1)10—-10.25(1) (1)10-10.25(1) 
74-76(80) Oct . 

Reg (1)10—-10.75(2) (1)10-10.75(2) 
60 Oct.&below(2)9.375-10.3(1) (2)9.375~-10 31) 


W. TEX. (For shpt. to Tex. & N.M. dest’ns.) 


78-80 Oct 


Prem » ++. €1)11-11.75(1) (1)11-11.75(1) 
78-80(86) Oct 

Prem (1)11.25-11.5(1) (1)11.25—-11.5(1) 
74-76 Oct. Reg. (1)10—-10.75(1) (1)10-10.75(1) 
74-7T6(80) Oct 

Reg (1)10.25-10.5(1) (1)10.25-10.5/1) 
60 Oct. &below(1)9.375-10(2) (1)9.375-10(2) 





E. TEX. (Truck tnspt.) 


78-80 Oct 









Prem (1)11-12(1 (1)11-12(1 
78-80(86) Oct ; 

Prem - 11(1) 11(1) 
74-76 Oct. Reg ° 





74-76(80) Oct 








Prices in Effect dune 20 June 13 
CENT. W. TEX, (Truck Transpt.) 
78-380 Oct. 

Prem. ....(1)11.25-11.5(1) (1)11.25-11.5(1) 
78-80(86) Oct. 

Prem, ....(1)11.25-11.5(1) (1)11.25-11.5(1) 
74-76 Oct. Reg. (1)10.25-10.5(1) (1)10.25-10.5(1) 
74-76(80) Oct. 

Reg. .....(1)10.25-10.5(1) (1)10.25-10.5(1) 
60 Oct.&below(1)¥. 5-10.4(1) (1)9.5-10.4(1) 


ARK, (For shipment to Ark, & La.) 
78-50 Oct. 

Prem, tae 11.375¢1) 11.375(1) 
78-80(86) Oct 

Prem. 
74- 76 Oct Reg 
74-16(50) Oc. 


Reg. 10.375(1) 10.375(1) 
60 Oct. &below 9.625(1) 9.625(1) 


KANSAS (For Kansas destinations only) 
45-S5U Uctl. 


Prem. ....(1)11.2-12(1) (1)11.2-12(1) 
75-80.56) Oct. 

Prem. «+ 6(1)11.2-12(1) (1)11.2-12(1) 
74-76 Oct. 

Reg ‘ .(1)10.2-11(1) (1)10.2-11(1) 
74-716(80) Oct. 

Reg. (1)10.2—-11(1) (1)10.2—11(1) 


60 Oct.&below(1)9.4-10.375(1) (1)9.4-10.375(1) 
WESTERN PENNA, 
Bradford-Warren: 
(5-50 Oct.Prem. . “er 
74-76 Oct. Keg 12(2) 12(2) 
Other districts: 
as-S0 Oct 

Prem . -(1)12.75-13.8(1) ¢ 5 3.8(1) 
74-76 Oct. Reg. (3)11.75-12.8(1) (3 5—-12.8(1) 
CENTRAL MICHIGAN (FOB Central Michi- 
gan refineries.) 
U.S. Motor: 
78-80 Oct, 


Prem. ....(1)13—14.5(1) (1)13—14.5(1) 

78-S0(86) Oct 

Prem .-(1)13.5-15(1) (1)13.5-15(1) 
(1)12.25-12.5(1) (1)12.25-12.5(1) 


74-76 Oct. Reg. 
74-76(80) Oct 
Reg , (3)12.5-13.75(1) (3)12.5—-13.75(1) 
Str. run gaso- 
line, excl 
Detroit 
shpt (5)10-12(1) (5)10-12(1) 
OHIO—Quotations of 8.O. Ohio for delivery 
to Ohio points 
73-75 Oct. 14.0 14.0 
CALIFORNIA 
Los Angeles dist 
80-S2 Oct 
(Prem.) (1)13—16.1(1) (1)13—-16.1(1) 
74-76 Oct. 
(Reg. ) (1)11.6-14.1(1) (1)11.6-14.1(1) 
San Fran. dist 
80-82 Oct 
(Prem.) (1)15.85—16.6(1) (1)15.85—-16.6(1) 
74-76 Oct. 
(Reg. ) (1)13.85—-14.1(1) (1)13.85—-14.1(1) 
San Joaquin Valley: 
80-82 Oct 
(Prem.) (1)15.85—-16.6(1) (1)15.85~-16.6(1) 
74-76 Oct. 
(Reg. ) (1)13.85-14.1(1) (1)13.85—14.1(1) 


Lubricating Oils 
WESTERN PENNA. 
Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only 
VISCOUS NEUTRALS—No. 3 col. Vis. at 70 
F 


200 Vis. (180 at 100°) 420-425 fl. 


OS Pt. ce 20.5(2) 20.5(2) 
a Oe. ee 19.5(2) 9.5(2) 
15 p.t — 18.5(2) 18.5(2) 
20 p.t . 17(6) 17(6) 
150 Vis. (143 at 100°) 400-405 fi 

0 p.t ul 18.52) 18.5(2) 
on ss 17.5(2) 17.5(2) 
= wy eves 16.5(2) 16.5(2) 
25 (5)15-17(1) (5)15-17(1) 
CYLINDE - STOCKS: 

srt. stk 45-155 vis. at 210°, 540-550 fl., No 
8 col 
10 p.t : 19.5(2) 19.5(2) 
15 p.t si 18.5(2) 18.5(2) 
25 =p.t 17-21 17-21 
600 S.R 

filter’ bl. 12(3) 12(3) 
650 S.R. .. 13(3) 13(3) 
600 fi : 3)15-18/1) (3)15-18(1 
er (2017 19(1) (2)17-19(1) 


MIDCONTINENT LUBES 
(FOB Tulsa basis. Bright stock, vis. at 210° 





Neutrals are 0-10 p.p. oils, vis. at 100°; 15- 
25 pp. viscous neutrals generally are quoted 
0.5¢c under 0-10 p.p. oils; 15 > p.p. nonviscous 
oils generally are quoted 0.25c under 0-10 p.p 
oils. ) 


Neutral Oils—Conventional 
Pale Oils C ol. 





Petroleum Colors 


PATENT CHEMICALS, INC. 
PATERSON 4, N. J. 












60-85 vis 29. (2)9.75—-11(1) (2)9.75-11(1) 

Reg (1)10-11/1) (1)10-11/1 86-110 vis. 2.¢(1)10—11.25/1) (1)10-11.25(1) 
60 Oct. &below(2)9.375-10.5(1) (2)9.375-10.5/1) 150 vis 3.(1)11-13(1) (1)11-13(1) 
Lube Oil Colors Fluorescent jem ° Fine Lubricants 


wrr—C.=«sinustrial Fuels 


PRUITT PETROLEUM CO. INC. 
PHILADELPHIA 2, PENNA. 








Prices in Effect June 20 Jun 13 
180 vis. 3.(1)12-13.5(1) (1)12-13 541 
200 vis. 3.(2)12-14(1) (2)12-14 1) 
2950 vis. 3. (1)13-lo(q) (1)13-Li 

250 vis. 3.(1)1%8.5—-15.5(1) (1)13.5 51 
300 vis. 3.(1)14-1601) (1)14-l1¢ 
Ked Oils Col. 

200 vis. 5S 


Cylinder Stocks: 
6vV0 s.r., Olive 

green ‘ (2)15-1661) (1)15-1¢ 
Black Oil .. 18.5¢1) 18.5) 
Bright Stock—Conventional 
200 vis. DL: 


10-25 p.p. .. 23(1) 23 (1 
150-160 vis. D: am 

0-10 p.p. (2)17-19(1) (1)17-1 
10-25 p.p. ..(1)17-18.5(1) (1)17-18.5(2 
120 vis. D: 

0-10 p.p. ..(2)16.5-15(1) (1)16.5 2 


Bright Stock—Solvent 
150-160 vis. 0-10 
pP.p., 95 v.i.(1)24—29(1) (1) 24-2: 
Neutral Oils—Solvent 
170-180 vis., 


G6 v.b. ccc 17(1) 17(1 
200-210 vis., i 
90-95 v.i...(1)17-18(1) (1)17-18(1 
300 vis., 
= 95 v.i. ... 19(1) 19(1 


SOUTH TEXAS (Neutral Oils) 


(Vis. at 100° F. FOB refineries for mes 


and/or export shipment.) 
PALE OILS: 
Vis. COLOR 


100 1%-2%..(4)9.5-11(1) (4)9.5-11(1 
200 No. 2-3.. 11(5) 11(5 
300 No. 2-3.. 12(5) 12(5 
500 No 

214-31 — 13(5) 13(5 
750 No. 3-4.. 14(5) 14(5 
1200 No. 3-4. 15(4) 15(4 
2000 No.-+4..(4)16-16.5(1) (4)16—1¢ 1 
RED OILS: 

100 No, 5-6 9.5(4) 9.5(4 
200 No. 5-6. 11(5 11(5 
300 No. 5-6 12(5) 12(5 
500 No, 5-6. 13(5) 13 

750 No. 5-6 14(5) 14(5 
1200 No. 5-6 15(4) 15(4 
2000 No. 5-6. (4)16—-16.5(1) (4) 16-16 


CHICAGO (From Mid-Continent p.l. crude 
Neutral oils vis. at 100° F. 0 to 10 f 


t 
Pale Oils: 


Vis. Color 

60-85—No. 2 11.75(1) 11.7 
86-110—No, 2 12.25(1) 12.2: 
150—No, 3 14(1) 14(1 
180—No. 3 14(1) 14(] 
200—No. 3 14/1) 14(1 
250—No 3 15(1) 15(1 
Red Oils: 

180—No. 5 14/1) 14(1 
200 No. 5 14(1) 14(1 
250—No. 5 1541) 15(1 
280—No. 5 .. 15.541) 15.5(1 
300—No. 5 ° 16(1) 16(1 
Note: Viscous oils, 15 to 30 p.p. are quot 
0.5¢ lower: 60-85 and R6- 110 No. 2 nor s 
oils, 15 to 30 p.p. 0.25¢ wer 





ATTENTION JOBBERS 










One us. QUART 


BET-R- LUBE 


('00% pure samen | 
MOTOR 
OSC; 


IDEAL LUBRICATOR — 
WILADEL Pw 


Protected Areas Available 
For Distributors 









sealed 1 quart litho cans 
you have checked the rest 
now 
check the best 
for 
Price 
Quality 
Service 
for full information 
contact 


IDEAL LUBRICATOR (0. 


Philadelphia 2, Penna. 








NATIONAL 


— 





PETROLEUM NEWS 


Prices 
Unfilter 


Bright 


FOB GE 


FOB - 








~ i i a) 





v une 

















Effect June 20 dune 13 


d Steam Refined (Viscosity at 210°) 




















er 
-_ 14.5(1) 14.5(1) 
18 15.5(1) 15.5(1) 
” 16.5(1) 16.5(1) 
pright tocks, 160 vis. at 210° No. 8 color 
} to p.p. 22.5(1) 22.5(1) 
to p.p. 22(1) 2(1) 
p.p. 21.5(1) 21.5(1) 
~ Cyl tock. 16.5(1) 16.5(1) 
Note: obtain prices delivered in Chicago 


per gal. 






Natural Gasoline 


& Breckenridge prices are to blend- 
3 ol eight Basis shown below Shipments 
Ly inate in any Mid-Continent manufac- 
iring strict.) 
FOB GROUP 3 
rade -0 — 







id 5.5( Quotes) 
FOB BEECKENRIDGE 
de 70. 


5( Sales) 


5.25( Sales) 


1.75( Sales) 

















































































Aor DOWN 
YOU'RE 
PROTECTED! 


Carload buyers of bright 
stocks, neutrals and finished 
motor oils are assured of high- 
est quality and lowest prices 
under Elk Refining’s unique 
jobber - distributor contract. 
Deliveries are guaranteed too, 
so that you can promote and 
market the world’s finest lubri- 
cants at prices that assure ex- 
cellent profits. 













Compounders and distribu- 
tors in many parts of the coun- 
try are enthusiastic about Elk 
Refining’s Jobber — Com- 
pounder — Distributor policy. 
Find out how much this plan 
‘an mean to you. For details, 
Write, wire or phone today. No 
obligation, of course. 


ELK REFINING COMPANY 
*ANAWHA VALLEY BLDG. 
Phone 2-8161 
CH/RLESTON 24, W. Virginia 
























Refir«s of Bright Stocks 
High t Quality Neutrals 
Per lvania Grade Cylinder Stocks 


Petr: sum Woxes 









Refinery & Terminal Prices (Continued) 


Oil Price Section 





Kerosine, Gas & Fuel Oils 


Prices in Effect June 20 
OKLAHOMA (Group 3) 

41-43 w.w 
42-44 W.w 
Range oil 
58 & above 


June 13 


(1)S—-8.875(1) (1)8.5—-8.875(1) 
. -(1)8.25-8(1) (3)8.5—901) 
(1)7-8.75(1) (1)6.5—8.75(1) 


-D.I. diesel. (1)7.125—8.375(1) (1)7.125-8.5(1) 
No. 1 p.w (1)7-8.25(1) (3)8-8.25(1) 
No. 1 straw.(1)7—8.125(1) (3)8-8.25(1) 
No. 2 straw.(1)6.25—8.5(1) (1)6.25-8.5(1) 
No. 3 (1)6.25—6.875(1) (1)6.25-7(1) 
No. 6 ......(€1)$0.65—1.20(1) (1)$0.65—-1.20(1) 
14-16 grav. 

as “eactee $1.20(1) $1.20(1) 


MIDWESTERN (Group 3 basis) 


41-43 w.w (1)8-8.75(1) (2)8.375-8.75(1) 
42-44 W.W (1)8.25-8.75(1) (2)8.5-8.75(1) 
(1)7—S8.25(1) (1)6.5—8.25(1) 





N. TEX. (For shpt. to Tex. & N.M. dest’ns.) 
41-43 w.w...(2)8.5—-9.6(1) (2)8.5-9.6(1) 
42-44 w.w 
58 D.TI. 

No. 2 straw 
No. 6 fuel 


.(1)8.5-911) (1)8.5—-911) 
(1)8—9.8(1) (1)8~-9.8/1) 
8.7541) 8.75(1) 


$0.90(1) $0.90(1) 


W. TEX. (For shpt. to Tex. & N.M. dest’ns.) 


41-43 w.w 9.5(1) 9.501) 
42-44 w.w 10.51) 10.5(1) 
No. 1 straw 9,25(2) 9,25(2) 
No. 2 straw.(1)8.5—9.25(1) (1)8.5—9.25(1) 
No. 3 


No. 6 fuel (1)$1.25-2.10(1) (1)$1.25-2.10(1) 

FE. TEX. (Truck trnspt.) 

41-43 w.w. 

12-44 w.w 

5S & above 
D.I. diesel. (1)8.5—9.25(1) 

No. 2 fuel 


.(1)9-9.25(2) (1)9-9.25(2) 
(1)9-9.5(2) (1)9-9.5(2) 
(1)8.5—-9.25(1) 


(1)8-—9.25(1) (1)8~—9,25(1) 


No. 6 fuel...(1)$1.15-2.35(1) (1)$1.15-2.35(1 
CENT. W. TEX. (Truck trnspt.) 
41-43 w.w .(1)9-9.501) (1)9-9.501) 
5S & above 
D.I. diesel. (1)8.75-9.25(1) (1)8.75-9.25(1) 
U.G.I. gas oil 8.5(1) 8.51) 
No. 1 fuel 9.2541) 1.2511) 
No. 2 fuel (1)8-9(1) 1)8-9(1 
No. 3 fuel 
No. 5 fuel $2.10(1) $2.10(1 
No. 6 fuel (1)$1.25-2.00(1) (1)$1.25-2.00(1 


KANSAS (For Kansas destinations only) 
42-44 W.w (1)8.75-9.625(2) (1)8.75-9.625(2) 


5S & above 








Diesel (1)8.25-10.125(1) (1)8.25-10.125(1) 
No. 1 fuel...(1)8.25-9.3(1)  (1)8.25-9.3(1) 
No. 2 fuel...(1)7.25-8.75(1) (1)7.25-8.75(1) 
No. 4 fuel $2.42(1) $2.42(1) 

No. 5 fuel $1.92(1) $1.92(1) 

No. 6 fuel... (1)$1.15-1.75(1) (1)$1.15-1.75(1) 


Prices in Effect 


June 20 June 13 


ARK. (For shipment to Ark. and La.) 


42-44 w.w & 541) 8 625(1 
Tractor fuel 9.375(1) 9.5(1) 
Diesel fuel 52 

& below 7.5(1) 7.5(1) 
Diesel fuel 58 

& above 7.875(1) 7.875(1) 
No, 2 fuel 7i1) 7.125(1 
No. 3 fuel ‘ 6.625(1) 6.75(1 
No. 4 fuel.. $1.75(1) $1.75(1 
No. 5 fuel... $1.55(1) $1.55(1) 
No. 6 fuel... $1.40(1) $1.40(1) 


WESTERN PENNA. 


45 


No. 


No 
No 


36-40 gravity 


Other districts: 


w. 
No. 1 fuel 


w.w ----(1)9.5-10.5(1) (1)9.5-10.5(1) 
1 fuel (1)9.75-10(1) (1)9.75-10(1) 
2 fuel...(1)9.25-9.75(1) (1)9.25-9.75(1) 
3 fuel (2)9.25-9.75(1) (2)9.25-9.75(1) 


9(1) 9(1) 





w.w ° (2)9.5 = #)9.0-10. 20¢ 
ww 


(1)9.25-10.511) (1 2 10.5¢1) 
No. 2 fuel (2)8.75—-10(2) 2)8. 75-1012) 
No. 3 fuel...(1)8.75—-9.25(1) (1)8.75—9.25(1) 
86-40 gravity. (3)8.75-10(2) (3)8.75-10(2) 


CENTRAL MICHIGAN (FOB Cer i Michi- 
gan refineries. ) 
Range oil (3)10.75—-12(1) (3)10.75-12(1) 
46-49 W.W 

kero (1)10.75—-12(1) (1)10.75-12(1) 
P. W 

distillate (1)10.5-11.5(1 (1)10.5—11 1) 
No. 2 light 

straw .(1)9.75-11(1) (1)9.75—-11(1) 
No. 3 straw.(1)9.75—11(1) l 75-1141) 
U.G.1I. gas oil(1)8—911) (3)8.5-9(1 
Ni 5 fuel (2)6-7.701 1)6—-S(1 
No. 6 fuel (2)5.75-7.5(2 (1)5.75-7 2) 
OHTIO—Quotations of S.O. Ohio for delivery to 
Ohio points 
Kerosine . 11.5 11 
CALIFORNIA 
San Joaquin Valley: 
10-43 W.Ww (1)12.6-15.6(1 1312.6 1) 


He 


avy fuel 
PS 400). 


.(1)$1.90-2.05(1) (1)$1.90-2.05(1) 


Light fuel 


(PS 300). .(1)$2.10-2.25(1) (1)$2.10-2.25(1) 
Diesel fuel 

(PS 200 (1)10-11.5(1) 1)10—-11.5(1) 
Stove dist 

(PS 100)..(1)11.5-1301 1)11.5-13(1) 
Los Angeles 
10-43 W.Ww (1)12.1--15,1(2 (1)12.1-15.1(2) 
Heavy fuel 

(PS 400). .(2)$1.85-2.00(2 2)$1.85-—2.00(2) 
Light fuel 

(PS 300). .(2)$2.05-2.20(3) (2)$2.05-2.20(3) 
Diesel Fuel 

(PS 200) (1)8.1-11(2 1)8.1-11(2 
Stove dist 

(PS 100) (1)9.1-12.5(2) (1)9.1-12.5(2) 
San Francisco 
10-43 wW.w (1)12.6-15.6(1 1)12.6—15.6(1) 
Heavy fuel 

(PS 400) (1)8$1.90—-2.05(1) (1)$1.90-2.0501) 
Light fuel 

(PS 300) (1)$2.10-2.25(1) (1)$2.10-2.25(1) 
Diesel fuel 

(PS 200) (1)10-11.501 (1)10-11.5(1) 
Stove dist 

(PS 100) (1)11,.5-13/1) 1)11.5-1 





Lake Port Terminal Prices 


Prices in Effect . 


Buffalo 


June 20 


Cleveland Detroit Toledo 
78-80 Oct (Premiun 15 2 
74-76 Oct. (Regular) 13 .8(2 
Kerosine eee { ] 
Diesel Fuel 10.5(1 10.35(1) ».25(1 
No. 1 Fuel 11.1(2) 10.1(2 
No. 2 Fuel 9 .6(2 10.352) (1)9.1-9.8(1 
No. 3 Fuel 10.1(1) 25(1 
No. 5 Fuel (1) 6.35(2) >. TH(3 
No. 6 Fuel 7.2(2 6.1(2) 5.5(3) 











WHOLESALE LUBRICANTS 


Greases—Gear Lubes—Oils 
Consult Us On 
Lithium & Aluminum Greases 


DENCO PETROLEUM CO. 


Cleveland 15, Ohio Main 8061 














This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
1213 West Third 
Cleveland 13, Ohio 








1949 























Refinery & Terminal Prices (Continued) Oil Price Section 










Prices in Effect June 20 


Atlantic & Gulf Coasts 
Wax 






































































































Prices are of refiners, FOB their refineries & tanker terminals, and of tanker terminal « at ar 
WESTERN PENNA. (Bbls. C.L.) FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. Prices in effect June 2% phners, 
Vi hite Crude Scale: 78-30 Oct. Prem. 78-80 Oct. Prem. 74-76 Oct. Reg. Kero. ine 
122-124 A.m.p 4.9(2) District Gasoline (b) Gasoline (c) Gasoline (b) Ne. 1 Fuel 
ee-le A. Pp. ‘* ‘* a acta ' N. Y¥. Harbor .. os . »(1)12.6-14,2(1) ee (1)11.6-12.9(1) (2)8.4-8 12 2 
24-126 A.m.p, ....- ccccccccc ce (a4. 9-0(1) do barges . (1)12.5-13.75(¢1) ‘ (1)11.5-12.5(1) (2)7.75-5 4(1] xu 
mac reeed ree ..-(2)14.05-14.3(3) 14.3(1) 12.5(7) 8.9(1 r 
Zaltimore .... 2. -(1)12,4-14.1(1) 14.1(1) (1)11.4-12.6(3) 9(10 = 
CHICAGO (FOB Chicago District refinery of do barges (1)12.3-13.65(1) '¥ (1)11.3-12 4(1) (2)8.9-9 1 I 
one refiner in bags or 100 lb. cartons, carloads. 3aton Rouge P $.4(1 Ga 
Carloads, slabs loose, 0.7c less. Melting points do barges ; ‘ . a = anit 8.4(1 fotor ‘x 
are EMP (ASTM methods); add 3° F. to con- Boston : (1)12.6-14.4(3) 14.4(1) (1)11.6-12.9(9) 8.8(1 ‘78 
vert into AMP. Charleston (2)12.1-13.475(1) 13.75¢1) (3)11.1-11.75(1) 8.8¢(¢ 78 
Corpus Christi (1)12-13(¢1) 11(2) ee vi 
Fully refined: Houston (1)12-13.75(1) (1)11-12.5(1) (1)9.125-10,25 tes 
Z du barges (1)12-13.75(1) 12(1) (1)11-11.75(1) (1)7.75-8.75(1 74 
22-124 7.49 Jacksonville 13.1(6) 13.1¢1) 12.1¢9) 9.2(1 74 
125-127 7.45 Miami : 13.1(4) 13.1(¢1) 12.1(5) (3)9.2-9.5(2 o9 
197-120 7 55 Mobile : 13.1(2) 13.1(1) 12.1(3) 9.2(4 
27-12 Beeps New Haven (1)14-14.5(1) 14.5(1) (2)12.5-13(1) 8 6 M 
130-132 4,00 New Orleans 12.5(1) 11.5(1) (4)8.8 p 
132-134 7.8 do barges 12.5(1) 11.5(1) (2)8.8-9 
135-137 -. Norfolk at o v0 CR Bans 13.9(1 (2)11.3-11.9(2) (6)9-9.1 
$5-137 ‘ Pensacola ... ‘ 13.1(1) 12.1(1) 9.2(2 rosine 
Philadelphia . (1)13.7-13.75(2) 14.7(1) (2)12.5-13.2(2) (8)8.7-9 1 me 
SEABOARD do barges 1)13.6-13.65(1) (1)12.4-12.6(1) 8.6 
>» 9 Port Everglades 13.1(4) 13.1(1 12.1(6) 9.2¢¢ 
_, Melting points are AMP, 3° higher than Portland .. (1)14.15-14.4(1) 14.4(1) 12.9(4) 8.8(8 
EMI I rices are for carload lots Domestic Providence . (1)14.15-14.4(1) 14.4(1) 12.9(5) R RY jiesel & 
ica) it caeeh aides tae” Meee eel Savannah 13.1(4) 13.1(1) 12.1(7) 9.2 
DIS a ul Ly » ed Siabs ioose 4, DOI ric . Tampa 13.1(5) 13.1(1) 12 1(7) 9.219 
are FAS _Scale in bags or bbls; fully refined Wilm ngton. N. C “(1)12.25-13.45(1) 13.85(1) (1)11.25-11.85(2) QRS 
bags oO! irtons 73-30 Oct. Prem. Gasoline (a) 3aton Rouge 11.9(1); Baton Rouge barges 11.9(1) 
(1)11.5-13(1); New Orleans (1)11.5-11.85(1); New Orleans barges (1)11.5-11.85(1) 
Crude New Orleans Fe mt # 74-76 Oct. Reg. Gasoline (a): Baton Rouge 10.9(1); Baton Rouge barges 10.9(1 avy | 
, ; ‘ D ti k ‘ (1)10.5-12.5(1); New Orleans (1)10.75-11.1(1); New Orleans barges (1)10.75-11.1(1). 
Scale sxpor omestic xpor 
122-4 wl (1)5-5.25(¢1) 
124-6 wh 241 (1)5-5.25(1) (2)5-5.15(1) 
Diesel Oi) 
Gas House No. 5 Fuel No. 5 Fuel Shore Plaats 
Fully Refined: No. 2 Fuel Gas Oil (0-10 p.t.) (15-60 p.t.) (50 cet.,55 d 
123-5 (2)6.75-6.9(1) 3 N. Y. Harbor 7.5(16) (1)7.8-8.1(1) $2.38(8) $2.00(1) 7.91 
= — 2\8 75-701) (117-7677 do barges. .(2)6.6-7.4(11) S(1) (8)2.35-2.45(1 1.97(1) 
120-4 aie a (670 aati I 1) 4.04 mo(1) Albany . S(6b S.5¢1 3.0061) i (2)8.4 
128-30 S.1¢1) (296.75-7.1¢1) (1)7.7-8.05(1 Baltimore 7.9(12) S(1 2.38(1) 2.00(1) (2)8.3-8 Distric 
130-32 8.311) 7.3(1) 7.75(1) do barges. .(4)7.8-8.2(1 2.35(1) 1.97(1) , 
. " 2\e O.7 2 9 mE 3 3aton Rouge 7.301) 7.4(1 1.71(1) 7.701 
133-5 15(1)(2)6.95-7.35(1) (1)7.75-8.1(1) Piggy te 7341) 16841) ce: 
135-7 » S31) (1)7.1-7.601) (1)8-8.25(1) Boston 8(14) (1)8.1-8.5(1 2.41(2 2.41(3) 8.4 
138-40 8.4(1). (2)7.2-8(1 (1)8-8.35(1 Charleston osla 1-8.5(2) 1.95(1) (1)8.2-8 
14 05(1)(1)7.6-9.101) (1) 8.4-9(1 ary ee | i974 pie aii 
148-50 11.8¢1) 11.5(1) 11.75(1 Jacksonville 8.81 
Miami 8.8 
Mobile Q gi 
New Haven . (1)8-8.5 
Petrolatums New Orleans .(1)7-6-8(1) ()7.7-8 
WESTERN PENNA, (Bbls., carloads; tank nen eal atlaaad *, ead me 2.00(1) (1)8.2-8.3(2 
r, 1 to 1.5¢ 1¢ Philadelphia 7.54 7.8(1 (4)2.50-2.65(1 7.9 
—— lio barges.. 7.4(7) 
Snow White . : ‘ (1)6.375-7.25(2) Mie wares 6 
Lily White . (1)6.125—6.375(1) ae ry te 8.5(1 ; 8 4(2 
Cream White (1)5.75—6.125(1) Providence .. 8(9) 8.5¢1) : : (1)2.38-2.605(1) 8.4(2 
Light Amber (1)4-4.5(1) — e S.S00 SS 
ampa . eee S.5(3) . So. SCE 
Amber! ° (2)4.125—4.25(1) Wilmington, 
Red . a , 3.875(2) N. C. . (6)8.1-8.5(1 $.2(1) 2 
LPG P . Light Diesel 
rices No. 6 Fuel Bunker O Fuel Heavy Diesel Ships’ Bunkers 
, No. 6 Fuel Barges Ships’ Bunkers Ships’ Bunkers (45 cet., 45 d/ 
(Of refiners, FOB refineries, in cents per gal., N. Y. Harbor(9)$1.63-1.72(1) $1.60(11) $1.60(9) $3.15(3) $3.40(4) 
tank cars or transport trucks) Albany ...... 2.00(1) ° ; 2s . VE 
3Zaltimore ... 1.63(4) 1.60(3) 1.60(3) 3.151) (3)3.40-3.44(1 N 
( om- In- Com-_ Indus- Baton Rouge 1.35(1) 1.32(1) 1.32(2) 2.86(1) 3.11(1 
. ; mercial dustrial mercial trial Boston ......(5)1.68-1.85(1) 1.65(3) 1.65(3) wee 3.44(3) k 
District Propane Propane Butane Butane Charleston .. 1.58(2) 1.55(3) 1.55(3) - 3.36(2 
—Y. Barho 5.501) BE 4.75 an Corpus Christi oi 1.32(1) (2)1.32-1.60(1) 3.15(1) 3.61(1) 
ord (1) 9.5C1) 4.75(1) 4.75(1) Houston. ....(1)1.32-1.37(1) 1.32(6) 1.32(6) (4)2.86-3.10(1) (4)3.11-3.61(1 R 
Philadelphia . 5.501) ee Jacksonville 1,.58(6) 1.55(6) 1.55(6) casio (2)3.69-3.696(- T 
3altimore me Miami ee 1.57(1) 1.54(2) 1.54(2) 3.696(1) ( 
, - > ty Mobile * 1.52(1) 1.42(1) 1.42(1) oa b 
a awe , shail New Haven 1.65(2) 1.60(2) 1.60(2) 
New Orleans . New Orleans. 1.35(3) (2)1.32-1.37(1) 1.32(3) 2.86(2) 3.11(3 7M 
Toledo . ; oa os Norfolk 1.63(3) 1.60(4) 1.60(4) ecee (2)3.40-3.44 
Pensacola ... 1.55(1) 1.55(1) 1.55(1) , : : 
Philadelphia 1.63(8) 1.60(8) 1.60(8) 3.15(2) 3.40(5) 
Pt. Everglades 1.53(2) 1.50(3) 1.50(3) son 3.696(2 
Portland .... 1.68(2) 1.65(1) 3.65(1) er : 
Providence 1.65514) 1.625(3) 1.625(3) ee 3.526(1) - 
Savannah 1.58(4) 1.55(5) 1.55(5) aa (3)3.69 3. 696 3 
TOME ccccce 1.48(5) 1.45(5) 1.45(5) bce (2)3.69-3.696(- 


Wilmington, 
i. Ge. exves bose oan cove aan 3.36(3) 
(a) Motor Method & Research octane ratings are approximately same. (b) Resear octant 
rating is minimum of 5 points above Motor Method rating. (c) Research octane rating is nimue 
if 10 points above Motor Method rating 
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D.PENDABLE BULK LIQUID 
NOTOR TRANSPORTATION 


VESSEL 


ce Section 


Gulf Coast 


<port agents, or 
-asoline 

115/145 (AN-F-48) 
100/130 (AN-F-48) 
(AN-F-48) 
80 (AN-F-48) 


11/98 


oline Leaded 


(Premium) 
(Premium) 
(Premium) 


Oct 
Oct 
Oct 
Oct. (Regular) 


ct 


(Regular) 


Method & Research « 


ren octane rating is 


en octane rating S 


osine 


Fuel 


Gas Oils 


mir 


mir 


Refinery & Terminal Prices (Continued) 


terminal 


ctane ratings are a 
mum of 5 
mum of 10 poi 
751) 


minimum of 
operators 
e number of companies quoting that price 


points 


Cargoes, Domestic & Export, All Ports 


prices are FOB ship at Gulf 
tanker 


20,000 bbis., and are by refiners only to other 
The figure in parentheses after each price 
Prices in Effect June 20. 


18(1) 
16.25(1) 
14.75(1)—16.5(1)-16 
16.75(1) 


17.5(2) 


11(1)-11 
11(41)-11 
11.5(¢1) 

10(2)~10.5¢ 
10(1)-—10.25 


9)_ 9 


5(1) 

25(1) 
12(1) 

1)—10.75¢ 
>(2)-10.54 


10(1) 


12(2) 


9 .5(2 513) 
ximately 
Motor 


Motor 


Same 
Method 
Method 


ppr 
above 
nts above 


$1.85(1)-1 


$1.20¢(5)-1 


Aviation Gasoline & Jet Propulsion Fuel 


Grade 115/145 
19.85(1 


E flee 


ruck transport 


Prices in 


¢ mee 


—— Aviation Gasoline——— 


Grade 100/130 
181/43 


1 


Tanker Mark 


Dunkel 
New ork 


U.K. Cont 
U.K. Continet 


North Hatter 


TDW 

15,500 
5,500 

500 


HFIELD 
\HOMA 
RSBURG 15 


YA MARRON 15,500 
L BAYONNE 15,500 
HOULA 9,500 
STON 9,500 


nent 


York, N. Y oil & 
MC t is to be « 
rates snown une 
rates 


r bbl 


cents pe 
7 Kerosin 


né S.4 
LAST 
$1.7 
1.3 


ts AN-F-32 


onsidered 


shown 


‘t June 20 


lots; aviatior 


Grade 91/98 Grade 80 Jet Fuel(JP-1-2) 


)16.6-16.7(1) (1 


16.7(2) 


16 
16 
16 
16.5 


15. 


15.5(3) 


et Report 


ship brokers & tank steamer chartering 
the USMC rate in, effect June 30, 1948 
the headings Last Paid’’ & Owners Ask 
are on Dasis of tons of 2240 pounds & in d 
may be determined by dividing per-ton rate by 
7 Ni 2 7 30 gravity crude, 7.: 


igent 
ler 

‘ y nape 
e ‘ , Tue ‘ , 


PAID OWNERS ASK 


$ 1.43/1 


t 7.09 


‘ 
is 4.00 


CARGO 
Clean 


Dirty B 


3asis 


Dirty 
(18 months « 


Clean 
Dirty 


Molasses CG 
Molasses Cc 


Basis Trinidad/B.A 


onsecu 


Basis NWI 


UNITED STATES FLAG CHARTERS 


TRADE LIFTING 
Mid June 
asis NWI Early June 
Ras Tanura 
tives) 


Montreal 
French Atl 
Ist voyage 
Remainder 
Rotterdam 3.5 Late June 
USGulf/USNH ; Late June 
uba/USNH R.O. #404 less 35 Early Sept 
uba/USNH R.O. 3404 less 35 August 


Nov 


(One voyage per month, August-September) 


RY 


5.500 


Y 6,500 
MAERSK 8,000 
MAERSK 9,000 
\ 12,000 
\NGER 13,000 


RTO FASSIO 


15,500 
8,500 


RII 


9,500 


rposes of 


never the range USN 


rate calculation 


3asis 
(Pay: 
FOREIGN FLAG 
Whaleoil 
Creosote 
Creosote 
Clean 
Clean 


Dirty 


(Pay: 
Dirty 
(Pay: 
Dirty 
(Pa 
Dirty 
(Pa 
only. it has b 
H appears 





SERVING 


’a., N.J., Md., Del., D.C., 


Ohio, Va., W. Va. 


COASTAL TANK LINES 


YORK, PA. 





Constanza 
Basis Trinidad/B.A 


3asis Puerto La Cruz 


Puerto la Cruz/LaPlata July 
able Argentine Sterling) 
CHARTERS 
3ergen/So. Norway 
UKCont. /Calif 
E.C.U.K./USGulf 
Finland 


4.08 


Kr. 1.000 


June 
June/July 
ible Argentine Sterling) 
La Plata 
able Argentine Sterling) 

Trinidad/B.A 
yable British Sterling) 
Trinidad/B.A 
yable British Sterling) 
een assumed that New 


July 


York is port of dis 


June 
June 


Mid June 


Mid June 


Mid June 





BAYONNE BARREL & DRUM CO. 


Complete Container Service Buying 
Selling Reconditioning Pick-up Storage 
Delivery Electromatic Leak Detecting 
154 Raymond Blvd. MARKET 2-0111 
NEWARK 5, N. J. 








1949 








Naphthas and Solvents 


Prices in Effect June 20 


(FOB Group 3) 

Stoddard solvent .. ( 
Cleaners naphtha 
V.M.&P. naphtha 
Mineral Spirits 
Rubber solvent 
Lacquer diluent 
3enzoil diluent 


10.875(2) 


2)10.375 2 

10.575(4) 
(4)10.875-11 
7 10.3 


$75(1) 


WESTERN PENNA, 
Other Districts 
Untreated Naphtha 
Stoddard Solvent 


OHTO—Quotatior 
Ohio points 
VM&P Naphtha 
Mineral Spirits & 
Rubber Solvent 


Stoddard § 
E. TEXAS (Truck Traspt.) 
Stoddard Solvent 


KANSAS (For Kan, 


Stoddard §S 


Dest’n. only) 


iIivent 
ATLANTIC COAST 
V.M.AP 
Naphtha 


Mineral 
Spirits 


1 
14( 
13 


Mid-Continent Lubes At Gulf 


FAS 
FOB 


New Orlear b 


termina 


Prices in Effect June 20 
Bright Stock 


1) color, Vis. at 210° 
150 vi 0-10 p.p.(1)3I 


Steel Drums Bulk 


Neutral Oil Col. 


200 vis 


Pacific Coast 
Effect 
(In Ships’ Bunkers, Diesel Fuel 
or Deep Tank Lots) (P.S. 200) 
Pedro 

Calif 

Francis 


Portland, Ore 


Seattle, Was! 


Bunker (¢ 
(P.S. 


Prices in June 
Fuel 
100) 


Sar 


San 


Mexican Bunker Prices 


Prices in Effect June 20 
Mexican Gulf Ports 
U.S. Dollars per Bbl. 
Bunker (¢ Diesel 
(Ships’ (Ships’ 
Bunkers) Bunkers) 
Tampico $1.40 $3 
Veracruz $1.40 
Minatitlar $1.40 


Pacific Coast 
Guaymas $3.16 
Manzanillo... 3.16 
Salina Cruz b. 1 


WORLD’S FIRST 
PETROLEUM INSPECTORS 


Now in Chicago and 33 other 
oil transportation centers 
throughout the world. 


CHAS. MARTIN 
& Company 





Oil Price Section Tank Wagon Prices 





Commercial or consumer tank car, tank wagon, dealer and service 
station prices for gasoline do not include taxes; they do, however, in- 
clude inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 1.5c federal, and state taxes; also city and Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ir 
county taxes as indicated in footnotes. Kerosine tank wagon prices also Kans. 1/100c, La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/1 
do not include taxes; kerosine taxes where levied are indicated in foot- 1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25c: S. C. 1/8e: S 
notes. Dealer discounts are shown in footnotes. These prices in effect Tenn. 2/5c; and Wisc. 3/100c 
June 20, 1949, as posted by principal marketing companies at their 


Inspection fees per gal., included in both gasoline and keros 
unless otherwise specified, are as follows: 


headquarters offices, but subject to later correction. 


Atlantic White Flash 
(Regular Grade) 
Gaso- Gaso- Kero- 
line line sine 
T.W. 
Philadelphia, Pa eae ° 14.: 
Pittsburgh 15. 
Allentown . 14. 
Erie e 
Scranton 
Altoona 
Emporium 
Indiana 
Uniontown 
Harrisburg 
Williamsport 
Dover, Del. 
Wilmington . 
Boston, Mass. 
Springfield 
Worcester 
Fall River .. 
Hartford, Conn 
New Haven 
Providence, R. I. .. se 
Atlantic City, N. J. .... 
Camden jeees oe 
Trenton ...... 
Baltimore, Md. 
Hagerstown .... 
Richmond, Va 
Wilmington, N. C 
3runswick, Ga. .. 
Jacksonville, Fla 


ATLANTIC 
REFINING 


+ 


te CVO OH Or 


mboroe 


e 


3 Wm bet C19 OO bt 0D OO pe 0 et ek bet ek at Ot 


ps 


PI] 


) 
> 
, 
) 
> 
> 
) 


Qe 


9 ‘ 


) 
) 
, 
> 
> 
» 
> 
) 
) 
> 
) 

> 
> 
) 
) 
> 
> 
) 

) 


Drm beh dh heh hh fh eh ah hl hhh dh fl fh fd fl fh fh fh fh fl fh 


PU W OW WOH SS SS ee 
to 


Mineral Spirits V.M.&P. 
T.W. Z.W. 
15.00 16.5 


17.5 18.5 


Philadelphia, Pa 
Pittsburgh, Pa 


Fuel Oils—T.W. 
1 2 
Phila Pa « Sew 10.4 
Pittsburg} 11.6 
Allentown 12.5 11.0 
Wilmington, Del. 11.9 10.4 
ROWE sacwvees os 10.7 
Springfield, Mass oe 11.6 
Worcester .... in 11.6 
Hartford, Conn. .. 11.0 
Taxes: 
Brunswick, Ga 
clude lic state tax. 


kerosine price does not 


Thru Penna, & Del., add 2c per 
t.w. deliveries of less than 25 gals 
time 
Tank Wagon prices are to Dealers & Con- 
summers 
Mineral Spirits prices 


} also apply to Stoddard 
Soivent 


CONT'L (N. B. Prices are Continental’s 
‘“‘normal’’ prices Current seli- 

OIL ing prices may be lower thar 
‘“*normal’’ because of local com- 
petition.) 


Conoco Demand 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 

Tank Wagon Taxes T.W. 
Denver, Col . 14.8 13.8 5 16.1 
Grand June. .... 17.2 16.2 5 17.5 
Pueblo sooeee a8 14.8 15.6 
Casper, Wyo. ... 15.7 14.7 BE 14 
Cheyenne 15.8 14.8 16 
Billings, Mont. . 17 16 5.£ 16 
ee san cecedes, Oe 17 BE 17 
Great Falls .... 17 16 t 
DE enécaende Eee 16.£ 
Salt Lake, U. .. 16 15.+ 
Twin Falls, Ida. y 18.3 
Albuquet N. M. 15 14 
Roswe 14 13 
Santa Fe 15.9 14 9.5 15 
Muskogee Okla 14.0 13.0 12.$ 
Oklahoma City 14.0 13.0 12.9 
Tulsa ., aweee 14.0 13.0 i2.{ 
Taxes: ‘ 

Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Santa Fe, 
lc; Cheyenne, 1c; Casper, Ic. 

Notes: 
T.W. prices are to consumers & dealers. 
Kiffective June 10 
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} 


Humble 


HUMBLE 
OIL 


Dallas, Tex. 
Ft. Worth 
Houston 
San Antonio 


Wagon 

13.0 18.0 
18.0 
18.0 
18.0 


Kerosine 
Tank Wagon 


i i seeee 12. 
ie WORE soececne 12. 
PE wndtoasence 2. 
San Antonio .. ; 12. 


Notes: 


T.W. prices are to all classes of dealers and 
consumers, 


Esso Gasoline 
(Regular Grade) 


IMPERIAL 
OIL 


Gasoline Gasoline 


T.W. Taxes 


Hamilton, Ont. , ° 
Toronto .. 21. Ba. 
Brandon, Man. .... od 9. 
Winnipeg soccossce 
Regina, Sask. ..... 
Saskatoon 
Edmonton, 
Calgary 
Vancouver, B, C 
Montreal, Que 
St. John, N. B 
Halifax, N. § 


Alta... 


Taxes: 

Gasoline taxes are provincial 
Notes: 

Prices are per 
lS. gals.—T.w. 
undivided dealers. 


imperial which is 1 
prices are to divided 


Fire-Chief Gasoline 
(Regular Grade) 


TEXAS 
Dealer Gasoline 


co. T.W. Taxes 


Dallas, Tex. .... 3.0 
Fort Worth 60 3.0 
Wichita Falls .. 3.0 
Po ae 3.0 
ZIT scccccocse 3.0 
a eee ceneenee 5.0 
3 Angelo .... 3.0 

se eewee 3.0 
Austin .. coves 3.0 
rea 3.0 
San Antonio .... 3.0 
Port Arthur .... 3.0 


Kerosine 
Dealer 
ewe 


50 
50 
50 
50 
50 
85 
50 
50 
50 


bo hote bobo 


NNNNMw&w 


weer tt ttt tt 


t 


Notes: 
Dealer t.w 


of consumers 


prices apply also t 
with minimum deliv 


Bai5. 


-RON 


CALIFORNIA Av. Gaso- Kero- 
STANDARD ) 180 tine sine 


Za. Taxes T.T. 

San Fran., Cal. .. . .6 6.0 15 
Los Angeles . Jaw ‘ 6.0 5 
Fresno 9 .( 6. ¢ 7 
Phoenix, Ariz. .... 5 2 5.5 S 
Reno, Nev , 20.3 7.0 8 
7 

1 

7 


on 


Portland, hb eeee : 4.5 
Seattle, a. ss ‘ 4 0 
Spokane , ‘ 2 
Tacoma .. es . 0 1 
Idaho ... 9.3 ; 5 22 

Lake, U. .... b. 9 . 4 5.5 16 
lulu, T. H , f 5 16 
Fairbanks, Alaska 5. 29.9 3.5 33 


33 
Juneau 19.6 3.5 19 


DAUM =-3IRM 3-16 


~ 


Taxes: 
30ise 7.5c tax applies to motor fuel only; 
avgas taxes are 1.5c federal, 2.5c state. Reno 
7c tax includes 1.5c county tax. Honolulu 7.5c 
tax applies to motor fuel only; avgas taxes 
ire 1.5¢c federal, 5c territorial; Honolulu TT 
also do not include Hawatlian gross in- 


Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; 


California Standard (Cont.) 


come tax of 1% 
sumers, 


to resellers, 2.5 


Prices for Chevron Supreme (Prer 
2c higher than Chevron (regular), ex 
which is 1.5c higher than Chevron 
Prices for Chevren Aviation 91 are 
Chevron Aviation 80; for Chevron Av 
5c above Chevron Aviation 80; for 
Aviation 115, 8c above Chevron Avia 


Esso Gasolin« 
(Regular Grade) Ker 
Gasoline Gasoline sin 
T.W 


ESSO 
STANDARD 


Atlantic City, N. J 1 
Newark 1 
Baltimore, Md. 1 
Cumberland l 
Washington, D. C in a 
Danville, Va. . : ] 
1 
1 
1 
1 
1 
J 
1 


Taxes TW, 


Petersburg 
Norfolk 
tichmond 


“I-} -) +1 +] 


Roanoke 


Charleston, 
Fairmont 


Parkersburg 


Wheeling 1 
Charlotte, li 
Hickory .. : 1: 
Mt. Airy 1 

l 


Raleigh 


sass ¢ 


Salisbury . . 14 
Charleston, 8S ae 13 
Columbia . ‘ 15. 
Spartanburg . ‘ 14 
New Orleans, La : 13 
13.6 
14 
13 


Shreveport 15 


“1-+) +! 


— i 


New Iberia ‘ 13 
Knoxville 14 
Memphis . 14 
Chattanooga 14 
Nashville . ° 15.2 


Little Rock, Ark. . 15. 


Mineral Spirit 

T.W. 
Newark, N. 15.0 
3altimore, 17.5 
Washington, i 86 1 5 


Oil—T.W. 


Fuel 


Atlantic 
Newark 


4 
4 
l 


ba ak a ts 


Taxes: 


clude ic 


Naphtha—Newark t.w. prices 
- 


liveries of 200 gals. or 


“ E more, ies 


gals., 0.5c over posted t.w. prices; 
deliveries, 6c over posted t.w. pr 
& -Washington 


liveries of 25-99 gals., 


more prices are 


no discount 
Notes: 


Gasoline 
dealers. 


a.We 


Tices are to ¢ 


resal 


Effective 4-6-49, minimum ret 
Gasol 


price of 17.7c (ex tax) for Ess 
posted throughout New Jersey. 


NATIONAL PETROLEl 


ank Wa 

" &P 
axes: N 
Discounts 
K 
























nCON’ 
ACUU! 


 / Or 


»/ Oe 















Mobilgas Aircraft 8/V s/V_ 
Grade Grade Grade Mobilgas Mobilfuel MOBILHEAT no S =s.¢ 
Gasoline 80 91 100 (Regular Grade) Mobil Kerosine Diesel (No.2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. 0. .W. Cc. Yard T.W T.Cc. T.W. T7.C.. Yard T.W. T.W. T.W. 
ity: 
Re 5.5 —- : : 12.3 11.4 oe 8 6&°S oe 
5.5 siete ap aot ; . 12.3 11.4 10.5 5.3 £.SS 
yeni ge 5.5 we ith 14.1 8.6 1.0 12.3 11.4 7.6 7.5 10.4 5.3 ..o8 
- 5.5 . ‘son ie ae 14.1 - 12.3 11.4 vas 2 10.4 8.3 4.88 
i. 5.5 ‘ 19.4 ese res 14.2 8.5 1.4 12.7 11.4 7.5 7.8 10.5 8.3 4.55 
a 5.5 21.3 22.3 24.8 2.8 13.8 8.9 9.1 12.2 8.5 11.2 8.0 8.2 a-s pie 
5.5 te ‘i a 14.4 15.5 9.8 10.0 12.9 7 12.6 9.6 4g + 
5.5 20.5 21.5 2.2 13.8 14.8 9.9 10.1 13.2 10.1 13.0 9.6 9.8 2.5 5.4 
5.5 21.8 i“. P 14.3 15.4 10.1 10.6 13.6 12.7 9.6 10 1 12 - 
5.5 sie Rf ns sie rs 9.3 12.5 11.4 a. = 
5.5 * baw ce vs 15.3 10.1 10.1 ha - 9.0 9.2 3.3 
5.5 20.4 21.4 23.4 14.1 15.2 9.8 10.0 13.1 3 12.5 4 9.6 12.0 
coseeeee D5 22.0 23.0 25.0 13.8 14.8 9.8 10.0 13.1 9.5 2.1 9.0 9.2 11.6 
Conn. 5.5 5 al oe: “ie aa 14.3 8.6 8.6 a 7.6 7.6 10.3 
a 5.5 oe Aa 14.5 et 10.7 eve = 8.4 11.0 
5.5 TC ° 13.1 14.4 9.3 9.3 8.9 11.6 8.3 8.3 11.0 
5.5 20.3 es 13:0 14.3 8.6 5.6 8.2 10.9 7.6 8 20-3 
7.5 24.8 13.4 14.8 9.5 13.5 9.2 2.3 8.7 11.5 
eee.0n 7.5 22.4 23.4 ae 12.9 14.1 8.8 12.8 8.4 11.3 8.0 ° 11.0 
ss. . 4.5 19.0 20.0 22.0 12.9 14.1 8.8 12.9 8.4 11.5 8.0 os 11.1 
H 5.5 ent : A 15.1 nes 12.2 9.6 11.7 
oaal 5.5 ae 16.4 12.4 14.9 13.5 10.7 13.0 
senses 5.5 : - 14.6 10.2 13.8 12.3 ; 9.5 11.8 
. 3... ae 18.9 i9.9 21.9 12'9 14.1 8.8 9.4 12.7 8.4 11.3 8.0 8 11.2 
Vt. 6.0 ae 13.9 14.9 10.2 10.2 10.0 12.8 9.0 9 0 11.6 
6.0 Roe 15.5 10.7 13.0 9.4 13.3 
unk Wagon Prices Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
, Se 16.5 15.0 18.0 19.0 16.0 17.5 16 
SO  —Eae ae a 18. 16.5 19.5 25.5 17.5 19.0 15 
, axes: N.Y.C. prices do not include 2% city sales ae applicable to price of gasoline (ex tax) 
fapiscounts : Diesel—0. 5c per gal. for single delivery of 800 gals. or more. 
ao-8 Kerosine—Mt. Vernon, t.w. less 0.3c for deliveries of 300 gals. or more. 
«oes: Gasoline T. W. prices are to Consumers & Dealers. 
~ oes: Syracuse V.M.&P. price is in steel] barrels. Jamestown t.c. prices are delivered prices; all other t.c. prices are FOB bulk terminals 
pHIO 
9 Aviation Gasoline-Cons. T.W. Sohio X-70 Gasolin 
g TANDARD Sohio ‘sso (hentar tenis paguiee & Solvents—C ons. T.W. 
Gasolt _ Avia. Esso Esso Con- Re- S.R, D. V. — Vv — Kerosine No. 1 No. 2 
iasoline 80 Avia. Avia. - Sol- Naph- Naph- Yarno- ‘Sol - r 
Taxes Clear Clear 91 100 T.W. = 8.8. vent tha tha lene vent .W. Sohio-Heat Sohio-Heat 
™ 2.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
* 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 43.78 
+ . 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 a3 - 20 
~ 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 43.70 
nbi 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
r 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 13.70 
5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
7) 5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
’ 5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
; tie 5-5 20.0 22.0 23.0 26.0 18:5 15.0 19:0 19.5 20.5 205 20.0 20.0 13.5 13.5 a3. 
edo 5.5 20.0 22.0 23.0 26.0 18:5 15.0 19:0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 13.30 
5 .5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12 70 
es 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 205 205 20.0 20.0 13.5 13.5 12.70 
ot Jan. 1, 1948, hangar operators can purcnase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax 


‘4 iscounts 


Fuel Oils 
















12.4 ‘ & drum deliveries of 50 gals r more rices for deliveries of less than 50 gals. 
Naphthas—To contract consumers off t.w. prices (except teen Gounty). 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., Ic 
100 more gals., 1.5¢. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; 500 gals. or over 1.5c 
otes wn (third-grade) gasoline prices are same as X-70 unless otherwise noted. S.S. prices are at company-operated stations 
1.4P 
W ) 
1A Blue Crown (3rd Grade) Oleum V.M.&P. Stani- , , — 
ie Red Crown (Reg. Grade) Spirits Naphtha sol Taxes ae oa ee |S 
Red ue (Prices are ae rices before discounts) ania . 
Cr’n, Cr’n, Cr’n, Gaso- Kero- er 19. . 20.7 20.2 4.5 KENTU Dealer Taxes 7.0. 
Cons. Dir. Dir. line sine Detroit ...... 21 ¥ 22.4 21.9 4 5 Covington, Ky 13.8 8.5 14.3 
T.W. T.W. T.W. Taxes T.W. K. C., Mo. 18.2 19.2 18.7 1.5 ; 16.3 Qf 14.0 
Nef e 17.9 15.9 4.5 15.6 St. Louis 19.0 20.0 19.5 1.5 arageen ye . + 
eatur 17.6 15.4 4.5 15.3 Milwaukee 19.9 20.9 20.4 55 Louisville 15.5 8.5 13.3 
$2. agmle 17.9 16.4 4.5 15.6 Minneap'ls. 19.7 20.7 20.2 1.5 Paducah 15.4 8.5 13.0 
et) on Maen meen 4.5 15.4 Jackson, Miss 15.4 7.5 12.9 
2m ev Lif Ind.. 17.8 16.3 5.5 15.5 ee w. Vicksbur 14.9 7.5 12.4 
p coes Bee ee §.5 15.7 Standard Stanolex B : pa ; > 9° 
Be ' 18.5 17.¢ 5.5 16.2 Heater Oil Furnace Oil Birmingham, Ala 15.4 8.5 13.2 
1s 18 4 15 ‘ 4 ; + : 1-99 gals. 15.1 4.1 Mobile 14.9 9.5 12.9 
- iS. : o o oo 100- 9 ‘ . senenes os . 2 9 
agin 2 16:9 15.4 4.5 14.9 150 yx over 13.6 - prea sagerd = 2 rom 
“we Wise. 18.3 16.8 a 5.5 16.0 100-399 gals. ......- ptt 131 Atlanta, Ga. 15.6 7.5 13.0 
Cs + +. 6 16.1 5.5 2 8 400 gals. & over 12.6 Augusta ceeaeeste.. meen 7.5 13.7 
e » ° ee 2.0 o.¢ 7 « « 
18.1 16.6 5.5 15.8 Stanolex Stanolex MACON .cccccccccsees 15.6 7.5 13.1 
i] 17.9 16.4 5.5 15.6 Fuel A Fuel C Savannah .....+.s+. 14.9 7.5 12.7 
\ 17.9 16.4 5.5 15.6 1-749 gals TTT CTT 8.9 7.75 Jacksonvi ¢ 14.9 g 5 12.7 
. la +! 3 . 8 15.3 5.5 15.0 750 gals. & over 8.15 7 0 oe -~_ 15.2 8.5 13.0 
‘ 7.7 6.2 ; 5.5 15.4 " “ Miz 5.2 5 3 
MI 17.2 15.7 15.2 4.5 14.9 Stanolex Furnace Oil 100 gals Pensacola 14.9 9.5 12.6 
B.4 13.5 4 5h " o@ 
f ie 4 14 , eA 4 - 44 . 1-99 gals. & over Tampa 14.9 8.5 12.7 
r & N 18:9 174 169 to 4 16.6 Indianapolis 4.3 13.3 
n - 184 169 164 55 16 ee Ee 14.0 13.0 
oe a 34% as eeR Re Gas Milwaukee ......... 14.3 13.3 Taxes: 
‘a 17.2 loa.’ ; . oe ~y reaps 4 ~ 2 : Gasoline tax column includes these city & 
Balt- s suis 3.3 : , 
4 ~ : county taxes: Mobile, 2c city; Birmingham, ic 
w. de ‘ Kansas City ........ 12.6 11.6 y y B : 
inavo Aviation Number 80 Taxes: county; Montgomery, 1c city & 1c county; Pen- 
Cons. T.W. Taxes Gasoline tax column includes these city sacola, 1c city. Other taxes not included in 
22.6 4.5 — on 7 ony. aes oe ~~" . prices: Georgia, kerosine, 1c; Montgomery, 
Lconwwe 21.9 5.5 federal “ supe’ tamen. » By eke ‘prices Qo kerosine 1c; Mississippi, kerosine 0.5c 
s ee 21.4 5.5 not include 4c state tax. State sales, occupa- 
nar Ind 21.0 5.5 a eel & use taxes to be added where Notes: 
ap e 
Mo. 19.4 5.0 MOP Effective June 16 . Consumer t.w. prices are same as net dealer 
Cont’d in next column) Effective June 1 prices 


1949 


mn Form A-10 to 


Esso Aviation—on contract to hangar operators and resellers, 2c off consumer t.w 
-Prices shown 


supplier. 


are for t.w 


Tank Wagon Prices (Continued) 


Oil Price Section 





are 0.5c higher 
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CRUDE - 
PRODUCTION 


RUNS 
TO STILLS 





Statistics 
REFINERY OPERATIONS 


american Petroleum Institute figures in Gasoline 
nousand® Of barrels of 42 gallons each. Production at Gas Oil & 
nclude reported totals plus esti- Crude Runs to Stills Refineries Inc. Kerosine Dist. Fuel Oi) 
unreported amounts and are Daily Average % Operated Natural Blended Production Production 
on a Bureau of Mines basis.) Week Ended Week Ended Week Ended Week Ended Week Ended 

June 11 June 4 June il June 4 dune 11 dune 4 dune il dune 4 June 11 dune 4 
718 752 80.6 84.4 2,025 2,2¢ 177 201 827 1,085 
TL) weeeececececrceeeee 96 101 81.4 85.6 303 : ‘ 27 68 86 
SI Gs CP 66.0 60:000000'50.065000 54 57 72.0 76.0 ‘ 21: ‘ 5 2: 18 
eee 899 78.0 83.% 783 
437 85 87 607 
196 63 66 126 
iecGeens ,291 80. 82 440 
Louisiana Gulf Coast Tr ery eee 3s 402 86 650 
Me BA. & APMANERS 22.0 cccccrccas 7 82 81 89 
Rocky Mt. New Mexico (Dist. 3) ........ 11 73 12 
Other Rocky Mt. (Dist. 4) 171 - 92 168 
Californi 905 942 86. 895 
ae, Gems GE Be. BND io occ ce céceces 5, 5,341 81 
U.8—B. of M. Basis, E. of Calif. ...... »24i 4,399 80. 
Total E. of Calif., June 12, 1948 a 4, as 


87 
85 
73 
&6 
8&9 
84 


83 





5,959 
5.064 


ho 6o Com Oo OO Oe 
Who We OO ee 


* Includes 430,000 barrels of foreign crude runs. 


Residual Total Total Stocks Total Stocks Stocks of Daily 
Fuel Oil Stocks Gas Oil and Residual Finished and Un- Refining Ca- 
Production y Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 


Districts Junell June4 Junell June4 Junell June4 Junell June4 Junell dJune4 dune 11 
East Coast 1,169 9,426 9,764 20,924 20,388 10,604 476 27,936 28,525 100.0 
Appalachi ibs O54 O66 0S 000408 70 < 399 414 714 707 529 52 2,579 2,609 91.5 
Sen CRPUe. DB) voc cc ccsecesdeecscs 55 7 148 23 21; 215 277 306 1,144 1,206 97.3 
th. i Bob se dd wicdw essen ne ee detens 1,025 93 3,613 3,515 9,207 ,976 635 §,52 25,978 26,470 90.8 
i Ms cites nee ed peace kaw deus 377 d 1,264 ,249 4,343 ,255 ,502 " 11,460 11,781 81.6 
i Msi knw ee bbw b bs 6000664 6000604 297 307 535 523 733 669 136 . 4,716 4,812 82.4 
,746 ° 3,119 2,813 396 9,098 923 ,537 15,789 16,274 97.1 
Gamal 360 1,959 ,955 3,512 3,342 ,211 2, 5,281 5,020 98.1 
No. La. & Arkansas ia ihdisian thn 113 2 484 513 934 ,085 245 240 2,501 2,288 78.2 


Rocky Mt. New Mexico (Dist. 3). wees 23 25 25 70 5 39 38 74 86 25.1 


Node hoo 


Other Rocky Mt. (Dist. 4) ............00. 263 286 285 399 226 986 909 3,334 3,325 87.! 





,807 , 506 748 679 8,957 568 33,814 32,742 16,692 16,710 
. 8S.—B. of M. Basis ..... 8,305 ! 22,006 21,858 60,402 58,5! 35,901 54,063 7117,484 119,106 92.7 
3. of M. Basis, E 5,498 21,258 21,179 51,445 2 32,087 31,321 100,792 102,396 
of Calif., June 12, 1948 ... ,041 15,924 31,258 25,395 89,277 


Unfinished gasoline stocks included are: ¢8,207,000 barrels. 





U. S. Crude Oil Production GAS OIL AND DISTILLATE STOCKS (Dist. 5 Not Included) 
American Petroleum Institute figures) (MILLIONS OF BARRELS) 
WEEK ENDED 
June il June 4 
Barrels’ Barrels 
(Daily Average) 
rk-Penna. ... 3,740 40,350 
eoeeccece ,400 ,300 
BEER 6 cecesece ,650 7,800 
TTrerTTT TTere 100 100 
itheast . 3,050 ,750 
EN ssheese , ,250 ,100 
,950 ,600 
800 77,500 
24,400 24,300 
,100 ,500 
400 250 
,600 289,250 
5,750 25,050 


26,100 25,900 
900 800 
,450 356,200 
5,750 5,150 

t i eeen , 400 oe ; 

ZORRS os. 242,6 244,650 19/49 

District 6 3,25 3,400 .@) 

7-B 59,95 58,6 JFMAMJJASOND 2 9 16 2330 7 142! 284 I! 18 25 

= * 21150 42°2 APRIL MAY JUNE 





‘ 
} 


aw « ae « ‘ 
nel 3 200 GASOLINE STOCKS (Dist. 5 Not Included) 
I in eal ve , ‘ae MILLIONS OF BARRELS 
uisiana .. . 390,000 387,700 
lana . 5 600 505,500 
500 900 
500 350 
200 200 





o—Southeast 36,000 32.600 
—Other ..... 400 400 
ish bdewuse 000 7,550 
1,600 7 150 

3,550 900 

600 500 

500 923.600 


4.875.650 4.889.150 


ide Crude incl 5S. 550 3,000 


laily production in barrels of lease 
mixed with crude and moved in 
nes (not included in above crude 
tabulation) week ended June 11 
4,650 Texas Gulf .. 16,200 
na 4,300 Wyoming ... 600 
mulf 12,500 California .... 3,100 
2,450 7 - 
d.. 11,300 Total U. S 55,100 


SS Ne eee 


a a a a 
‘= 


Kansas, Neb. figures are for week 
June 9. 





330 7 1421 28 4 
MAY 
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DISPLAYED: Advertisements 


set 


in 


$10.00 per column inch. 


UNDISPLAYED: ‘'For Sale’’, 


‘Business 


charge, $6.25 per insertion. 


“Wanted 
Opportunities’, 
tions set in type this size without border—25 cents a word. Minimum 


special 


type or with border— 


Buy’, “Help Wanted’, 
Miscellaneous classifica- 


to 


All class 
No agen 


CLASSIFIED 





‘Position Wanted’’—10 cents a word. Minimum charge §$2 per 
Box number 
preceding date of issue. 


counts 3 words. Copy must reach us by W 
ified advertisements are payable in advance. 


cy commission or cash discounts on classified advert 





gallon capacity, 3 compartmer 


Wanted to Buy 


WANTED: New semi-tank trailer, 


it. 


4100 
Have 


For Sale 


For Sale 





to 4250 


3 com- 














partment 4450 gal. tank in excellent condition 11,”-NEOPRENE HOSE-1/,,” 
to trade. SOUTHERN OIL COMPANY, Horse- . 
heads, N. Y Phone 61 
25 Ft. Lengths.. 
50 Ft. Lengths 
WANTED TO BUY (Mf’d. by Metal Hose & Tu 
Surplus Model B3, Pittsburgh Roto- 
cycle Meters 200 gals per minute on “— 
capacity 25 Ft. Lengths... 
also 50 Ft. Lengths... 
Centrifugal Pumps 
(Mf’d, by Electric Hose) 
WRITE BOX 210 
INCLUDES M & F COUPLING 
STATIC WIRE 


Positions Open 


PRODUCTION 
dependent has 
45 experienced 


position 
in 


open 





ACCOUNTANT: 
for 


Midwest in- 
man 
accounting for oil field opera- 


ALL SALES CASH WITH ORD 


under 











C.0.D.—F.0.B.—MEMPHIS, TENN. 





FOR SALE 


$ 5.00 STEEL STORAGE TANKS 
10.00 
2—8000-Gallon, Tank Car Tanks, Coiled 
bing) and Non-Coiled 
— 20—10000-Gallon, Tank Car Tanks, 
7.50 Coiled and Non-Coiled 
15.00 ne , ‘ 
1—5500-Barrel, Vertical, Bolted Type 


OTHER TANKS TOO! 





Also Complete Tank Cars 


S AND 
IRON & STEEL PRODUCTS 
INC. 
ER OR 


Founded 


1930 


13456A S. Brainard Ave., 

































































































































tions including drilling production, taxes At the 
Locate Kansas City In replying, give full CRUZEN OIL EQUIPMENT COMPANY Chicago 33, Illinois right): 
qualifications and salary expected Replies A | ngat): 
held confidential. BOX 212 309-15 JEFFERSON “ANYTHING containing [RON Mrs. Ju 
MEMPHIS, TENN. or STEEL” ager, F 
PETROLEUM SALES 
FIELD MANAGER WANTED 
s ; FOR SALE—Modern bulk plant, 300,000 gal- - 
A big job with dependable manufac- lon total capacity Located Coldwater, Michi- FOR SALE: Independent Oil B v 
turer of full line of top-quality oils gan. Reply to GAGE PRODUCTS COMPANY, pendent oil jobber handling major 
greases and specialties. Job pays above Ferndale, Michigan sires to sell business. 1948 gallor Sf . 
average commissions, over-ride, bonus gasoline; 59,000 kerosine; 7.000 at 
Liberal drawing account advanced bricants Excellent bulk plant } 
$1000 a month and upwards souls FOR SALE: Fuel Oil and Heater Business in pacity Good equipment Locat and 
be easy for real salesman and territory one of the best towns in Central Florida. Will west Illinois. For furth er inforn A] 
— take $25,000 to handle including bulk storage BOX 211, National Petroleum New ng 
If you are ambitious and have proper and trucks. BOX 202. od 
background fer building sales organ- 
ization wire or write us, today. ars 
TWO FUEL OIL STORAGE TANKs, 1 be 
J. Ss. COMMINGS gallon capacity each, 25 feet long, 1 ut 
. y : . diameter, constructed of } inch Pp al 
General Manager B ‘ gions 1 double row riveted. Not suitable ib 
oe » ivisi AT Be erminal, ‘lorida Gu Coast, face installation Write or call GAR WO 
Petroleum Division completely equipped. Doing successful INDUSTRIES. INC. Findlay Div a 
Wilson Bldg., Dallas, Texas business to Jobbers and Dealers. All lay, Ohio: Attentior Leo Friend. P has 
fixed assets $65,000.00. Write: Departmer ¢ 
LeGROS OIL COMPANY tes 
716 Whitney Building nM 
° ee e p ; 
Mfgrs. Representatives New Orleans 12, Louisiana orens es gan 
STEEL STORAGE TANKS jh 






Horizontal or Vertical—New. 








MANUFACTURERS’ 


Leading 
specialties 
industry 


requires 


il in many 


BOX 197 





REPRESENTA- 
TIVES WANTED 
manufacturer of brass goods 


representatives 
areas 





FOR SALE 


1050 Gal 4 comp. manifolded 1946 7 _ : 
Dodge truck. 2 speed, 825/20 tires, 1859-P Railway Exchange Bldg 
pump meter. Excellent condition. Tank St. Louis 1, Mo. 
for not skirted or streamlined, $1975.00 
PENN ECONOMY OIL CoO. 


Bedford, 





quirements and gallonage require 


W. H. DYER Co., INC. 


State 

































For Sale 


FOR SALE 





FOR SALE 
3 Tank Trucks 


FOR SALE: 1947 International KB5 complete aes oom a 
with Progress 4 compartment 1200 gallon tank 1 - 2185 gal. 1937 Internati 
Brodie meter, 100 ft. hose, Excellent condi- $1000.00 = 

tion. Call or write OSCEOLA REFINING 1— 1020 gal. 1937 Dodge 
COMPANY, Reed City, Michigan, Phone 661. 1— 905 gal. 1937 Dodge 














All three trucks are in service 





FOR SALE 
Two new Diamond T’s 
uunt. Closing out 
tractor 2% ton. One 
able for 12 foot body, 


WRITE: BOX 
Cheboygan, 


Phone: 88 





at 


30% 


One 139%” 
151%” 

2% 
527 
Mich, 


w.b 
ton, 


fully equipped, pump, 90 ft. 
meter, by-pass, air eliminator, e 
be used for both gravity and pu 


—$600.00 
—1200.00 





hose, 


New CHICKSAN Swing Joints 

mium Plated, manufactured for 

lbs pressure, standard pipe thre 

30 2” Style 30 Single $10.50 

51 3” Style 60 Double 26.75 

a? 30 4” Style 60 Double 37.00 

onai - 4 
BOX 206 

























and are 
reel, 
atc. Can 
Imp de- 





FOR SALE 


Dis- liveries. These trucks are exceptional ; 
w.b values. ACT NOW! 1550 gallon Owosso semi traix 
_ . six compartment, vacuum brak¢ 
want GLOBE SOLVENTS CO. of MD. fair rubber. Price $600.00 
or< “I 
2737 Dillon Street INDEPENDENT PUMP CO 
Phone—Dickens 8595 1250 Getty St. 
» ” 
Baltimore 24, Maryland Muskegon, Mi 
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NATIONAL PETROLEIl 

















iigan 





NEWS 




















Oil Company Promotion, Advertising 


At the meeting in Murphysboro, IIl., held to announce the Wides Oil Co. adoption of the Wood River brand were (left to 
right): B. H. Figy. chief chemist of Wood River; George W. Vaupel, Pennsylvania Refining Co; Louis Wides, secretary-treasurer, 
Mrs. Julius Wides, vice president, and Julius Wides, president, all of the Wides Oil Co.; H. D. “Ike” Moore, general sales man- 
ager, Russell M. Ollar, advertising manager, Norman W. Kreit, assistant division manager, and salesman M. L. Tucker, all of 


Oil Co., Murphysboro, IIl., 
eeting of dealers and bulk 
operators, announced that it 

henceforth market under the 

the Wood River Oil & Re- 

‘Oo It has been distributing 

River gasoline for several 
but without brand identity. 

vertising program will be un- 

built around the Wood 

d circle trademark. The 
Oil Co. sells through some 65 
stations located in central 
uthern Illinois and southeast- 
ssouri. The company was first 

rganized in 1927 at Murphysboro 
Julius Wides, the present head. 
opened a service station which 
lescribes as “one pump outside 

1 store on North Tenth 

Over 6 million gals. were 

d during 1948. 


* * * 


er ad emphasizing oil indus- 
insion through plowing back 
ts, and a third ad telling 
exploration and oil reserves 
gh in thorough readership by 
such publications as Life, 
| the Saturday Evening Post. 
rtising campaign is prepared 
Sullivan, Stauffer, Colwell 
agency in New York. 
Mfg. Co., Independent gaso- 
ceter in New England, was 
p in a story which appeared 
Christian Monitor, 
the company’s tanker, the 
S. Jenney. Story describes 
nuous transportation of re- 
leum products between the 
New England and refers to 


Science 
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Wood River Oil & Refining Co. 


the ship as the only seagoing tanker 
of Boston registry. It is a T-2 tank- 
er, formerly government-owned 


* * * 


Lion Oil Co. has taken space 
in a recent issue of its employe maga- 
zine, Lion Oil News, to explain the 
various parts of its annual statement. 
Numbered paragraphs of comment 
refer to corresponding items in the 
financial statement. Purpose of the 
analysis is stated by T. M. Martin, 
Lion Oil president, as follows: “If 
we are to maintain our system of 
competitive enterprise based on the 
profit motive, it is certainly apparent 
that we must make some progress 
in educating our own employes on the 
way the system functions and the 
reason for it.”’ 


* 


“The Texas Co. devoted a recent is- 
sue of its employe house organ to an 
explanation of its annual statement. 
After a preliminary comment to the 
effect that “1948 was a swell year,’ 
management states _ its 
keeping in mind, during periods of 
good earnings, those years when the 


This 24-sheet out- 
door poster will 
during 
June, July and 
August in Esso’s 


appear 


18-state marketing 

area. McCann- 

Erickson is the 
agency 


policy of 


company operated at a loss The 
company concedes that there is a 
natural desire on the part of all to 
take more out of the business when 
times are good. 

A quick summary shows that cash 
dividends of around $40 million were 
paid at a rate of $3 per share which 
was the same rate as paid in 1920; 
that the taxes paid direct to gov- 
ernment were about $75 million, or 
almost double the dividends; while 
employes received over $165 million, 
or about four times the amount of 
dividends. 


Another safety campaign will be 
conducted this year by Esso Stand- 
ard in its 18-state marketing area 
Outdoor advertising will be used to 
reach the motorist at the time and 
place where its warning will have 
the greatest impact: while he is ac- 
tually on the highway driving his 
car. The outdoor posters will be fol- 
lowed up with radio, television, com- 
pany publications and special dis- 
plays. Company feels safety educa- 
tion must be continuous 


DRIVE CAREFULLY. 


THE LIFE VOU SAVE 
MAY BE YOUR OWN / 
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Young Jobbers 


Knieriemen 


Another of the young oil men be- 
ing trained to take over distributor- 
ships organized by their fathers is 
William W. Knieriemen, now office 
manager and sales manager of Knie- 
riemen Oil Co., Poughkeepsie, N. Y 
He became associated in business 
with his parent, William C. Knierie- 
men, about two years ago, following 
his studies in business administra- 
tion at Syracuse University. 

Knieriemen Oil distributes — the 
complete line of American Oil Co 
products and recently took on a line 
of oil burners. Marketer of oil prod- 
ucts in Dutchess County for the past 
25 years, the company is now laying 
plans for a new bulk plant of 100,000 
vals. storage capacity. Included will 
be a 60 by 80 ft. building for office 
showroom and garage. Two new 
2,000-gal. tank trucks were recently 
added to operations. 

William, who was affiliated with 
Alpha Chi Rho Fraternity while at 
Syracuse, is active in Poughkeepsic 
with thi 
merece 


Junior Chamber of Com- 


Election of Edward H. Mutz as a 
vice president of Sinclair Oil Corp 
gives him a dual role in the com 
pany’s official family. He will con- 
tinue as assistant treasurer, a posi- 
tion to which he was elected in 1943 
Mr. Mutz joined the Sintlair organi- 
zation in 1920 at Philadelphia and 
in 1923 was transferred to the New 
York office, where he has held vari- 


74 


ous positions in the company’s treas- 
ury department. 


An honorary degree of doctor of 
laws has been conferred upon Perry 
C. Spencer, Sinclair Oil Corp. presi- 
dent, by the University of Wyoming. 
Mr. Spencer’s citation pointed out 
that he is an adopted son of Wyo- 
ming, a distinguished lawyer, busi- 
ness executive and citizen, that he 
early manifested his awareness of 
civic responsibility and has been 
keenly interested in the industrial 
progress of Wyoming. His high posi- 
tion in the oil industry is a tribute 
to his intelligence, industry and char- 
acter, the citation said. Mr. Spencer 
became a member of Sinclair Oil’s 
legal department in New York in 
1934, was elevated to general counsel 
in 1946 and was elected president this 
vear. 


New members of the Detroit Oil 
Men’s Club are Karl Pearson, Auto- 
car Sales & Service Co., Robert Craw- 
ford, Gulf Refining Corp., and T. R. 
Cash, Quaker State Refining Co. 


be 


Two additional directors have been 
elected to the board of Mid-West Re- 
fineries, Inc., Grand Rapids, Mich. 
They are Edmund W. Ross and L. A. 
Woodward. Mr. Ross is president and 
director of the C. P. A. Co., Detroit: 
director of Bendix Home Appliance, 
Inc., South Bend, Ind.; director of 
the Houdaille-Hershey Corp., Detroit, 
and director of Frasier Products Co., 
Alpena, Mich. Mr. Woodward has 
been vice president of Mid-West Re- 
fineries since Nov. 1, 1945, and treas- 
urer since Aug. 1, 1944 


Lt. Col. Earl R. Chase, former en- 
gineer with Magnolia Petroleum Co.'s 
production department who has been 
with the U. S. Army for the past 10 
years as a petroleum supply officer, 
will depart Aug. 19 from San Fran- 
cisco for Japan as Area Petroleum 
Officer. With the Army since 1939, 
he worked, among other 
Canada on the Canol project and on 


places, in 


an Army highway project in South 
America before going to France in 
1944. He saw duty in Brussels, Paris 
Cherbourg and Normandy, then re- 
turned to the U. S. in 1946 as as- 
sistant chief, transportation division, 
Army-Navy Petroleum Board. His 
most recent post was at Camp Le« 


Va 


Fred W. Wil- 
son is directing 
operations of the 
newly-formed 
Coastal Oil Co. 
of New York, 
Inc., affiliate of 
Coastal Oil Co., 
Newark, N. J. He 
holds the title of 
general manager. 
He brings to the 
job experience in 
directing plant 
operations, sup - 
ply, sales and of- 
fice management in both w 
and retail oil marketing, having b 
active for 20 years in petroleu 
ucts distribution in the Nev 
metropolitan area. 


Mr. Wilson 


Several staff changes and 
tions have been made at Sh« 
Martinez (Calif.) refinery 

John M. Brackenbury, refinery 
sistant superintendent, was _ nal 
superintendent of the Montreal 
finery of Shell Co. of Canada, Lt 
effective June 16. Mr. Brackenb 
a native of Colorado, joined Shell 
1933 as a laboratory inspector at 
Wilmington refinery. He has 
several technical positions and | 
came assistant superintendent 
Martinez in 1946. 

Leonard T. Wilson, manager of t 
catalytic cracking department at U 
Wilmington (Calif.) refinery, was 2 
pointed to succeed Mr. Brackenbu 
as assistant superintendent at Ma 
tinez. Mr. Wilson, a native of Oreg 
started with Shell in 1933 as a! 
oratory insepctor at the Will 
refinery. During the war h« 
in the field artillery in the E 
theater and was discharged 
rank of lieutenant colonel 

J. D. “Don” Davis, manage! 
gauging department in the Ma 
plant, was promoted to man 
the catalytic cracking depart 
Wilmington, succeeding M1 
Mr. Davis started with Shell 
as a laborer, has held seve1 
nical positions and becam« 
ment manager in 194 

k. S. Hummel, assistant 
manager of the refu 
partment, succeeded Mr. Da 
Hummel, a native of Denve! 
Shell in 1936 as a chemist in 
trol laboratory of Martinez. 
a petroleum supply officer 
vears in the Pacific theater 
rank of captain 


4 
ment 
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This Week 
Continental Oil Company 
Sulutes ... 


\hen Halvor Rorvig started in the oil business, the auto- 
bile was still too weak to replace the horse. 

That was back in ’17, and Mr. Rorvig began his oil job- 
ng business with a team-drawn tank wagon that held 


ms, 


ears later, Mr. Rorvig bought a motor truck—a fine 
c with solid rubber tires. Only trouble was, it wasn’t 
rful as his horses had been. All the Republic truck 
inage to haul was a 350-gallon tank. 


30, it is typical of Mr. Rorvig that he didn’t hesitate 
e to the modern method of delivery that had a 
it. 

years later, Mr. Rorvig again sensed the need for a 
this time to a more modern method of merchan- 
le had been distributing a non-advertised product. 
ed the growing respect consumers gave nationally 
d petroleum products. So, as early as 1924, he 
his supplier and signed his first jobbing contract 
Continental organization. 


he strong, national advertising behind Conoco, the 
Oil Company started to grow. Conoco’s advertising 
expanded, and the company introduced Conoco 

Ad 


1949 


Halvor Rorvig 
Madelia Oil Company 
Madelia, Minnesota 


N“ Motor Oil, which gave a tremendous boost to Mr. 
Rorvig’s motor oil sales. 


Throughout the years, Mr. Rorvig and the Continental 
marketers have mutually worked to build Madelia Oil Com 
pany into a sound business for both companies. 


Continental Oil Company takes pride in saluting Halvor 
Rorvig and the thousands of other independent jobbers. 
Their character and high business principles have done much 
to establish the high record of service to the American people 
which has been set by the entire oil industry. 


The long period of association of Mr. Rorvig and Con 
z | 

tinental Oil Company is ample proof of the mutual con 

fidence and cooperation that have gone into our relationship. 

i R } 

Men like Mr. Rorvig are the backbone of our organization. 

It is partnerships like this that have been responsible for 


Continental's 74 years of growth and progress. 


We'd like more such partnerships. If you are interested in 
growing with Conoco Products, why not write to the Con 
tinental Oil Company office nearest you, or to Ponca City, 
Oklahoma’? If you’re not within reach of Continental’s gaso- 
line supply, perhaps you would be interested in merchan- 
dising the nationally-advertised Conoco N“% Motor Oil 





ABOUT OIL PEOPLE 


Henry K. Bowers has been ap- 
pointed marketing manager of So- 
cony-Vacuum’s White Eagle Division 
at Kansas City, succeeding the late 
Ray D. Mering (see June 1 NPN, p. 
20). Mr. Bowers formerly was assist- 
ant division accounting and office 
manager. He has been with the White 
Eagle Division since Oct. 1, 1928, and 
has worked in the company’s distri- 
bution, sales and tax departments. 
He was graduated from the Kansas 
City Law School and, during the war, 
was a lieutenant commander in the 
U. S. Navy. 





An informal committee of repre- 
sentative interested persons has been 
formed to act as a clearing house for 
information pertaining to. pricing 
practices. Among those accepting in- 
vitations to become members of the 
committee is Roland V. Rodman of 
Anderson-Prichard Oil Co., Oklahoma 
City. The committee will devote it- 
self to studying pricing problems and 
disseminating information about 
them, according to Charles W. Evert, 
president of the Downing Box Co., 
Milwaukee, chairman of the commit- 
tee. 











Milwaukee 1, Wis. 


ALERT, AGGRESSIVE DISTRIBUTORS WANTED 


If you are interested in a franchise for the sale ot the popu- 
lar Heil trailerized and truck tanks and your activities are such 
that you have close contact with oil jobbers, distributors and 
haulers, and if you feel that you can do an aggressive job in 
merchandising these products, then wire, write or phone us 


for available territories and further information. 


wHe Lath oo, 


Hillside 5, N. J. 


























For 25 years, the industry’s leading oil-price 
reporting service 


Platt's OILGRAM Prices 


For 25 years, the reliable record of oil prices 
and their daily fluctuations 


Platt’s OILGRAM Prices 


For 25 years, the oilman’s daily contact with the 
major oil markets 


Platt’s OILGRAM Prices 


Write today for a one-week trial subscription. 


(No cost or obligation to U. S. applicants. 
Foreign must pay postage costs.) 


Platt’s Price Service, Inc. 
1213 West Third Street 
Cleveland 13, Ohio 



































Conclusion of 50 years of rvice 
with Indiana Standard was cele rate; 
on June 10 by T. P. Jones, sv perip. 
tendent of the company’s Scotter 
Avenue plant, Detroit. In honor o 
the occasion, F. J. Swindell, m:nager 
of the Detroit field, presented « gol 
watch from the board of dirctors 
The presentation was made at 
luncheon party at the plant attended 
by many of Mr. Jones’s associates 
He started with the company at th 
age of 15 as an office boy in Map. 
kato, Minn. Now 65, he is being re- 
tired on annuity. 


* 


A foreign divi- 
rion has been es- 
tablished by th 
Ohio Oil Co. t 
handle the con- 
pany’s explora- 
tion and produc- 
tion operations 
outside the con- 
tinental United 
States. Fred J. 
Funk, who has 
been assistant t 

Mr. Funk the company’s 
manager of pro- 
duction, will head 

the new division as manager, wit! 
headquarters in Findlay, Ohio. Ini- 
tially the foreign division's active or 
erations will be confined to Canada 
where Ohio Oil is actively engag 
in acquiring substantial acreage 
prospective oil lands. Ohio Oil w 
establish a district office at Calgary 
Alta., to direct the Canadian opera 
tions. D. J. Griffin has been appoint: 
district manager. Mr. Funk has bee! 
associated with Ohio Oil since 195! 
After nine years as a geologist 
Wyoming, he was appointed divisio! 
geologist of the Wyoming divisio! 
In 1944 he was named assistant t 
the chief geologist and later that yea! 
acsictant to the manager of produ 
tion. Mr. Griffin has served in th 
company’s’ production departmen! 
since 1922. From 1935 to 1941 Nh 
was a scout and district landman 2! 
Hobbs, N. M. He was transferred t 
Casper, Wyo., in 1941 and appoint 
Casper division landman in 1944 


* * 


A new company to deal in petr 
eum products has been formed 
North Carolina. It is Carolina Pet 
roleum Carriers, Inc., with princi 
office at Newton. Incorporators we! 
Oscar Smith, Cecil Kizer and T. ! 
Cummings, all of Newton. TI! 
company has authorized capital 
$100,000 and subscribed stock o $3 


Max Hauschild has been al 
distributor of Wilshire Co. g \sol 
in the La Verne-Ontario-}F 0m0! 
area of California. Charles Ba °‘k hé 
been appointed distributor o § 
set Oil Co. products in the sam» a! 
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Reduce Your Distribution Costs, 


- Speed Up Your Deliveries 
" eee Profitably 


Use HEIL Trailerized Tanks and 
cut your operating expenses 


To Heil Tank users, the word “Trailerized”’ 
means frameless. They know it is a design 
pioneered by The Heil Co. —a design that 
permits carrying maximum gallonages in 
tanks of the simplest possible construction. 

Another advantage of Heil Trailerized 
Tanks is their low mounting. The elimina- 
tion of tank subframe or trailer frame gives 
you an unusually low center of gravity. Your 
drivers enjoy greater stability on the road 
and increased safety. 

These are just a few reasons why three 
out of four orders for Heil Trailerized Tanks 
are repeat orders from satisfied customers. 


aah? 
ds 
Dept. 3769, 


District Offices: Hillside, 
Minneapolis, 


fo eo 


a re =~ 


HEIL TRUCK TANK 


Washington, D. 
Kansas City, 





| eet | 

. as / 
IPA it Alda GO. 
*pecovier: Mibwauies, Ware” flies Nd. 


, Atlanta, 
Dallas, 


HEIL HYDRAULIC TAILGATE 


Other Heil Trailerized Tank features are: 
Rigid upper fifth wheel that provides 
maximum road stability. Inside welding 
for quick, easy maintenance. Quick-acting 
flanged and bolted valves for easy removal. 
Simplified running-gear design that reduces 
downtime and maintenance costs. 

Let the flexibility and dependability of 
Heil Trailerized Tanks help you speed up 
your deliveries and reduce your distribution 
costs. Standard models are usually available 
for immediate delivery — 4100, 4500, 5000, 
5600, and 5750 — gallon capacities, single or 
tandem axles. Get all the facts from your 
Heil distributor. Write us for latest literature. 


T-238 


Wisconsin 
N. J. 
Milwaukee, Detroit, 
Angeles, Seattle. 


Chicago, 
Los 
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ABOUT OIL PEOPLE 


Successor to Wilford E. Moody, 
who retired June 1 as vice president 
in charge of manufacturing and re- 
search at Deep Rock Oil Corp., is 
William J. Carthaus, formerly assis- 
tant to W. H. Garbade, president. 
Mr. Carthaus has been with Deep 
Rock for 20 years. He joined the 
company in 1929 as manager of 
naphtha and specialty sales. In 1933 
he was promoted to the position of 
assistant to the general sales mana- 
ger and in 1938 was appointed gen- 
eral sales manager in Chicago. He 








continued in that position until April 
1948 when he went to Tulsa. It was 
under his direction that the com- 
pany’s modernization and expansion 
program was planned. He is a mem- 
ber of the API General Committee on 
Marketing and a member of the 
Automotive Research Committee of 
the API Refining Division. 


Alden S. Donnelly is now a vice 
president and a director of the Hono- 
lulu Oil Corp. 


















ON THE JOB 


tank trucks on the job. 









What Would These 
Tow Advantages Be 
Worth to You? 


OW installation 
ck of pump- 
ere most 





implici T 
nd simplicity of Ss 
1 Enarrected by location on tru a 
meter-reel unit... put pump 


satisfactory. 





$ 
STOW, with totally enclosed shaft, — 
2 full safety i abeorbe ee - 
d quickly by “ 

be instaith facilities of ordinary garag 







W shaft compensates 












ibility of the STO “74 

3 Haars do or distortion of truck og 
nb or any other shift pt 
tween power end and pump crive. 


xible 

Smooth performance of —S - 

a ne ft cuts wear on pump be eed 

poe gland, reduces end- - 
om ad power take-off... lesse 

ye maintenance trouble. 


STOW MANUFACTURING CO.), 21 shear st. Binghamton, N. Y. 


Please send me complete information about STOW F! 


Replacement. 
Name 
Company 


| 
ment 


Street 


‘Here’s Your Answer to 
Tank Pump Drive Problems 


STOW Flexible-Shaft Tank Pump Drive Installs Easily, Needs 
Minimum Maintenance, and KEEPS YOUR TANK TRUCK 


exible Shaft Tank Pump Drive. For 


This new improved flexible drive for tank truck pumps might 
prove the answer to problems you are having — on new design, 
perhaps, or operations and maintenance on present equipment. 
STOW Flexible-Shaft Pump Drives save money and trouble all 
the way — easier and quicker to install — lower first cost — give 
longer, trouble-free service with less maintenance — keep your 
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Mr. James Mr. Donovan Mv 
Several changes have been mad Ne\ 
in the New York office staff oj Indis 
Standard-Vacuum Oil Co. y ass 
George F. James has been ap- essol 
pointed treasurer of the company, ef- retire 
fective Aug. 1. He will succeed Frank at the 
H. Carlson who will join the board Mr 
of directors of Vacuum Oil Co., Pty $ ass 
Ltd., Australian subsidiary. servin 
Clark Donovan has been named @ and a 
manager of Standard-Vacuum’s em- as ( 
ploye relations department in New mpa 
York, succeeding Claude Ettele, wh ears 
retired July 15 after 33 years’ serv- nd at 
ice with the company both in th ylvan 
U. S. and Japan. Mr 
Mr. James has been a member of vov. 9 
the company’s legal staff since 1944 hicag 
specializing in the study of interna- g as 
tional taxation problems. Prior t n 
that time he had been a practicing 19, } 
attorney in Chicago and associat 21, 
professor of law and assistant dear stant 
at the University of Chicago. At r 
present he is chairman of the U.S.A wa 
section of the International Fiscal 
Assn. and vice chairman of the Tax — 
Committee, National Foreign Trad ot i 
Council. = 
Mr. Donovan has been associated gs 
with the oil industry since 1938 and dias 
has spent most of the 11 years sinc Fr 
then in employe relations assign- rd b 
ments in Latin America, Sumatra an 
the United States. In 1948 he was 
made an assistant to the employe §{—— 
relations manager at the company’s \\ 
New York office. rom 
; Ros 
R. E. Nelson, Jr., formerly mana- 
ger of the Texas-Louisiana Gul 
Coast division of Stanolind Oil & a 
Gas Co., has been made assistant t 
the president of Stanolind Pipe Lin r 
Co. 
Mr. Nelson attended the Unive! 
sity of Missouri, majoring in geolog) § 
He completed the advanced manage 
ment course at Harvard Graduat i 
School of Business Administratio! 
After being associated with Sinclall! 
Oil Co. and Dixie Oil Co., he join 
Stanolind as a scout at Miudlan 
Tex. He was promoted to landmal r 
and then to unitization superviso! 
and later superintendent. In 1%: 
he was made executive assistint ! 
the director of producing and manu 
facturing, and Jan. 1, 1948, can 
manager of the Texas-Louisian: GU" 
Coast Division. 
—. 
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ABOUT OIL PEOPLE 


a “safe, sound investment.” Chairman 
of the 1949 national campaign is 
John R. Suman, Jersey Standard vice 
president. 























J. W. Roach has been made di- 
vision gas superintendent for Stano- 
lind Oil & Gas Co. for the North Descriptive 
Texas-New Mexico division, with 
headquarters at Fort Worth. Plants 
under his management include the Tells You 
Slaughter gasoline plant near Sun- 
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Mr. Culin Mr. Clarke down, Tex., and the North Cowden 
and South Fullerton plants now being Send for 
le New treasurer of Standard Oil Co. built. Formerly Mr. Roach was chief 
of Indiana) is Walter A. Culin, former- project cugmecs for the manufactur- 
y assistant treasurer, elected as suc- ing department in Tulsa. He holds 
p- ff cessor to Ralph E. Clarke. Mr. Clarke % degree from the University of 
f- J retired on company annuity June 16 Texas, and also attended New Mex- 
ik at the age of 65. ico A. & M. College. 
rd Mr. Culin joined Indiana Standard * * * 
y. s assistant treasurer in 1945 after F. F. Diwoky has been named di- AUTOMATIC-ELECTRIC 
serving as vice president, treasurer Sey igs Nex 
ed and a director of Federal Water & mon Gk ih ee ee “y aoe OIL CHANGER 
m- as Corp., New York, with which “% Oklahoma City 9 roy pei pono will increase your oil sales 
“ =o ; - pa heaagergomen — res created post, he is responsible for the Entire unit may be brought to the car, 
( ears. He is a native of Philadelphia techni * . eh anywhere on the premises within reach 
“y- and attended the University of Penn- echnical phase of operation and sale of electric outlet. No waiting when 
he svivania. ; of products from the company’s pits or hoists are filled. ; 
Mr. Clarke joined the company Stano gasoline plant apo Ulysses, ig Foy = a pit 
of @ Nov. 9, 1906, as a stenographer in the Kans., Superior refinery, Vivian, La., a o Se sa a oe 
44 ‘hicago general office. After becom- and Gilliam gasoline plant, Vivian. lift for a lonp period. ead eit dae 
1a- ng assistant auditor and auditor of He has been project — the Oil change can be made in the time 
ti manufacturing department in mon | department in Tulsa. uovelty required to Lt _tonk or chock 
ing 919, he was made general auditor in _ has B.S., M.S., and Ph.D. degrees your time. . . the customers time. 
ate (M1921. In 1924 he was appointed as- in chemistry which he received from Station attendants enjoy | making an of 
al sistant secretary and assistant treas- Oregon State Coege, Iowa State Col- stand git 3 ‘il alee conten 
At J wer, which positions he held until 1e8e, and the University of Wiscon- by seeing the GRAYMILLS unit on the 
A e was promoted to treasurer in 1939. — recent of adding two to three quarts 
Cal . : , . : when oil is low, you simply sell a com- 
ax : plete change on the spot. 
ade Wy .UPPort of the United Negro College Newly on the job in Washington Attendant has more time on the drive- 
‘und, currently conducting its sixth as assistant director of the Distribu- po  - , B can greet other car 
ted mual nationwide campaign, has tion Division of the Armed Services MODERNIZE YOUR SERVICE 
am en urged in a special appeal to Petroleum Purchasing Agency is J. 
a isinessmen and industrialists made Robert Ryan, formerly chief of the - Ge an ame = 
on y Frank W. Abrams, Jersey Stan- Petroleum Products Branch of the noaeyy r= why he 
A ard board chairman, who termed it Navy’s Bureau of Supplies and Ac- chovid change oil 
oe counts. Succeeding Mr. Ryan in the ane 
ove A latter post is W. H. Troup. . Pumping unit with 
6 3 exclusive fea- 
ny 1 : d tures, assures high 
: When Oil Industry Informa- suction . . . fast 
ion Committee area chairman, Dr. Gustav Egloff, director of re- oil removal 
Roscoe Fenstermacher, called search for Universal Oil Products, — 7 3. No maintenance, 
a eting of county chairmen Chicago, took office as president of ‘T Wh p Nodes” te oe 
or n Dickinson, N. Dak., recently, the Western Society of Engineers at LCHANG oo ? 
ee lealer Jess Whitaker left his the society’s annual dinner, June 6. 4. Simple, functional 
tt usiness in Dunn Center to at- Dr. Egloff is also a member of * design. 
Lint ter Driving in his truck, he American Institute of Chemical En- q De 5. Easily po-table 
Sl nly found himself mired gineers, American Society of Me- oe . : F very compact 
in a washed-out road chanical Engineers, American Society E  & Superb quality, yet 
Ob! uth of Killdeer. for Testing Materials, American In- - " priced at only 
ae er many attempts to back, stitute of Mining and Metallurgical $149. 
oe turn or otherwise get his truck Engineers, American Institute of * SI.ghtly higher in western states 
_ mn way again, Mr. Whitaker Chemists, American Chemical Society | CO a eee NY | 
cla a trudged to the closest and National Aeronautical Associa- GRAYMILLS CORP. 
wa house and rented a trac- tion of the U. S. A | 2012 Ridge Ave. Svenstes, Mi. | 
me r ee ae ee. _ ong . # e | Please send, without obligation, your 
; ! rantically back to Kill- | descriptive literature and complete | 
_ ind hastily chartered a Harold R. Deal, manager of Tide information on the new GRAYMILLS 
- rl plane to fly him to Water Associated advertising and | SAK F.- es ia 
t ison, where he arrived on sales promotion, carried out a 2,000- | NAME 
an xr the meeting. Petrole- mile inspection trip of southern Cali- | AppRESS | 
pau rtainly did promote prog- fornia to check the outdoor adver- 
_ tising campaign staged to publicize Bow 
the company’s new premium gasoline. cone — 
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ABOUT OIL PEOPLE 


In transferring 
from Indiana 
Standard, parent 
company, to Pan 
American Petro- 
leum Corp. to be- 
come executive 
assistant to Pan 
Am’s president, 

Roy J. Diwoky 

leaves the manu- 

facturing field to 

undertake gener- 

al executive re- 

sponsibilities. Mr. 

Diwoky will be 

located in New Orleans and wil! serve 
as a director of Pan American. He 
holds degrees in chemical engineer- 
ing and chemistry from the Univer- 
sity of Iowa and became associated 
with Indiana Standard in 1935. After 
five years of service in the research 
department, he transferred to the 
manufacturing department in 1940, 
where he rose to the pocition of as- 
sistant general superintendent of the 
Whiting, Ind., refinery. 

Transfer of Mr. Diwoky touched 
off a series of transfers in the In- 
diana Standard organization. C. F. 
Smith, former superintendent of the 
light oils division at the Whiting re- 
finery, succeeds Mr. Diwoky. C. E. 
Evans, former assistant superintend- 
ent of the light oils division at Whit- 
ing, succeeds Mr. Smith. Dr. Ford 
H. Blunck, who was general fore- 
man of the pressure stills depart- 
ment in the Whiting light oils divi- 
sion, succeeds Mr. Evans. 

Mr. Smith joined the engineering 
staff of Indiana Standard at Whiting 
in 1928. He served at the Casper, 





Wyo., refinery from 1933 to 1938, 
returning to Whiting as assistant 
general foreman of the pressure stills 
department. He was made general 
foreman of the catalytic cracking 
department in 1946, assictant super- 
intendent of the light oils division in 
19417 and stiperintendent of that di- 
vision in 1948. He received engineer- 
ing degrees from the Universities of 
Utah and I[llinois. 

Mr. Evans started with the com- 
pany in 1937 as a chemical engineer 
in the re-earch cepartment. In 1942 
he was transferred to the manufac- 
turing department as assistant gen- 
eral foreman of the pressure stills 
department at Whiting, becoming 
general foreman in 1946. He was 
made assistant superintendent of the 
light oils division in 1948. He is an 
alumnus of the University of Iowa. 


Dr. Blunck became a group leader 
in technical service four years after 
he joined the company in 1936 as 
2. chemist in the research depart- 
ment. He was transferred in 1935 to 
the manufacturing department as 
acting assistant general foreman of 
the crude stills department at Whit- 
ing. He became general foreman of 
crude stills in 1948 and general fore- 
man of pressure stills later that year. 
Dr. Blunck received his bachelor’s 
degree from the University of Illi- 
nois and doctor’s degree from North- 
western University. During World 
War II he was in the chemical war- 
fare service and saw overseas duty. 

Two new members elected to the 
board of directors of the Oklahoma 
Natural Gas Co. are Joseph A. La- 
Fortune, executive vice president of 


This trio attending 
the production en- 
gineering confer- 
ence of Gulf Oil 
Corp. at Pitts- 
burgh in May 
can discuss Mid- 
dle East oil devel- 
opment (see Nov. 
24 NPN, p. 19) on 
fairly equal terms. 
They are (left to 
right): Dr. Paul D. 
Foote, executive 
vice president, 
Gulf Research & 
Development Co.; 
E. E. Ferrin, chief 
petroleum engi- 
neer, Kuwait, and 
E. P. Hubbard, su- 
perintendent of 
production, Hous- 
ton district. Mr. 
Hubbard headed 
Kuwait operations 
for some time 


Warren Petroleum Corp. of ilsa 
and Lt. Gen. W. S. Key, bar and 
oil operator of Oklahoma Cit 


* * 


Three changes in staff assis 
have been made by Interst 
Pipe Line Co. S. R. Simmons, 
port, has been named assistar 
ager of the southern divisio: 
dition to his present duties 
sion general superintendent 
Rawlins, Tulsa, present chi: 
neer of Interstate, will n 
Shreveport as assistant to tl 
ager of the southern divisior 
Henderson, former assistant c! 
gineer of Interstate who ha 
on special assignment with th: 
line advisor’s staff of Standa 
Co. (New Jersey) for the past 
years, will return to Tulsa as 
engineer. 


* 


Carter Oil’s new division sales 
manager at Denver is J. J. Wawrose, 
formerly assistant sales manage! 
there. He succeeds C. D. Hill, wh 
has been transferred to Billings 
Mont., as manager of that divisior 
Carter has named J. R. Owen as as- 
sistant division sales manager at 
Denver and Ed J. McCabe as opera- 
tions manager there. 
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on His 
Payroll 


BUT JAMES RAYMOND HAS OVER 
1,000 SCIENTISTS AND TECHNICIANS 
WORKING FOR HIM— 
ASSURING HIM QUALITY PRODUCTS— 
BUILDING CUSTOMER CONFIDENCE! 


OMPLETE research tacilities are only 

a part of the great Flying Red Horse 

team that contributes to the success ot 

James Raymond and 46,000 Mobi! 
gas dealers and jobbers like him. 


The high quality of products peopl 
buy the /ow price they pay .. . th 
very things that create opportunity an 
build busines 
independent businessmen . . . are re- 
sults of integrated operation like this 


for these thousands ot 


.Socony-Vacuum scientists con- 
stantly prospecting for new oil 


reserves 


... fast tankers transporting oil from 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 
MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORP. 


fi: JAMES RAYMOND 


Raymond Serr 
Station 
Stamford, ¢ 


held to refinery to dealer to public 


the efficient, co-ordinated hook- 
up of oil fields, pipelines, labora- 
tories, refineries, and distribution 
facilities—makine shortcuts and 


savines all down the line! 
That's the kind of « mpetitive efficiency 
that helps James Raymond to build 


} 


his own successful business—that 


gives him the advantage of bigness 


right in his own home town 


* * * 


That's teamwork that makes pos- 
sible a big money's-worth for the publi 
at a small profit per gallon for us! 





~ (400 INDEPENDENT JOBBERS— 
000 INDEPENDENT DEALERS— 


Rely on the Flying Red Horse for What Motorists Want! 











SOCONY-VACU 





RK, 4, N.Y 26 Broadway e CHICAGO 5, ILLINOIS—59 E. Van 
e BALTIMORE 2, MARYLAND—10 Light St. e MILWAUKEE 4, 
SIN—907 South First St. e CLEVELAND 15, OHIO—1422 Euclid 


MICHIGAN 


"tlvd. e DALLAS 1 


Avenue e KANSAS CITY 13, 
903 West Grand Bivd.eST 
TEXAS 


MISSOURI—925 Grand Ave. e DETROIT 32 
LOUIS 8, MISSOURI—-4140 Lindell 
Magnolia Petroleum Co., Magnolia Building 


Socony-Vacuum maintains many other conveniently located service offices to give you close and fast cooperation 
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GILBARCO’S MODERN, half-mile conveyor assures more uniform 
spraying, baking and drying. 


This brighter, longer-lasting finish nfeans... 


you get more | j 
for your money “mas 


with GILBARCO! 


There’s more than meets the eye in the sparkling color of 





“ a 


YOU GET MORE FOR YOUR MONEY WITH GILBARCO, 
for you get lasting good looks in a pump tho! 
Gilbarco’s gasoline pumps. Underneath that brilliant coat is a has no parallel for unfailing performance and 





' bei ; easy operation. 
special, eleven-step finishing process that provides corrosion- oo 


resistant adhesion of paint to metal and produces a smooth, 
glossy, mar-resistant, durable surface. 

In Gilbarco’s new $160,000 finishing department each pump 
shell is washed with 1000 gallons of various solutions, baked 
under infra-red lamps, sanded, and then hand sprayed with 


corrosion-inhibiting paint before the bright, radiant color is 






applied. This is the process that makes the finish of Gilbarco Gilbert &arker Manufacturing Company 


pumps unmatched for flashing color, gleaming brilliance and West Sfingfield, Mass.—Toronto, Cando 


weather-proof durability. 


